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show it 
“ sell it 


Columbian ¥ /f this NEW 
“ COLUMBIAN ROPE 


merchandiser 


aoer 


will stretch your 


rope sales 





The better you show a product, the better you'll 
sell it. And this new Columbian Rope Merchandiser 
has a display value that is an inviting reminder for 
rope purchasers. It will keep your Columbian Rope 
Sales moving. 

The new Merchandiser, ruggedly built, will hold 
Colpaks, coils and reels and is equipped with a 
simple and accurate measuring device and a cutter. 
You can complete a sale in the time it takes you to 
cut a rope. And the unused rope remains coiled, 
ready for the next customer. 

Columbian Manila Rope sells readily and in large 
quantities to boat-owners, homeowners, farmers — 
ie to everyone who uses rope. With the new Columbian 

ee. Lae Merchandiser, it’s an unbeatable sales-and-profit 
Columbian Rope Merchandiser No. 57 combination for you. For full information, write 
Size 54/9” longe—444/” high without sign—23%” Columbian Rope Co., Auburn, N. Y. 
deep. Sign—i2'2” high. Comes knocked down. Can 


be easily assembied in afew minutes. Construction 
—Heavy gauge steel finished in light grey enamel. 


COLUMBIAN ROPE Company Auburn, “The Cordage City,"' N. Y. 
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Dutch Oven 
5-qt., Retail $7.50 


The most in brilliant beauty and skillful 
design .. . the most in everyday usefulness, 


for every cooking purpose plus the savings . 
Sauce Pan 
1-qt., Retail $3.75 


and health benefits of “‘waterless’’ cooking 2-qt. Retail $5.50 








... the most in customer satisfaction 


and pride of ownership. 


It’s the most, too, in profit potential for you, 
with high-ticket units, high multiple and 

repeat sales opportunities, due to its striking 
“‘family”’ design, and the full markup you enjoy 
on all MIRRO merchandise. 





Stock and display this highly desirable, profit-packed 
line, for your share of MIRRO’s growing 
“upper-bracket”’ market. 
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Covered Fry Pan ey, 4 
10%’’, Retail $6.95 


Seren 


Dependable FUEL SAVER in cover signals Strainer Pan 
when to turn heat low, saving fuel and avoid- 3-qt., Retail $5.95 


ing food shrinkage. 


Unique cover closure forms a tight VAPOR- 
SEAL, retaining mineral and vitamin values. 
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Saucepan 
Double Boiler 


Covered Pan Casserole 


MANY USES: Sauce Pan—Covered Pan— 
Double Boiler—Casserole—Pudding Pan 


Combination Pan—3-qt., Retail $7.50 buy from your MIRRO Jobber 


(Prices slightly higher in West) 








Matching 
Percolator 
6-cup, Retail $4.50 
8-cup, Retail $4.95 
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Fifth Avenue Bidg., New York 10 Merchandise Mart, Chicago 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 


DESIGN GIVES 


THE BEST CUT, THE MOST SALES 


LAWN-BOY ENGINEERS, originators of the 
important power-mower improvements, 
know why they design mowers as they do. 
But the imitators of LAWN-BOY can copy 
only the skin-deep appearance, not the 
cut—and, after all, it’s the cut that counts. 


SO THERE’S NO TRICK to selling a LAWN-BOY. 
When a customer starts comparing power 
mowers feature-by-feature, there’s just no 
contest. The world’s best power-mower 
know-how is lavished on LAWN-BOY to 
make it without question the smoothest- 
cutting, fastest-selling mower in the field. 


NOWHERE ELSE can your customers find the 
sensational ACTIVATED PILOT WHEEL that’s 
on this year’s LAWN-BOY Automower and 
Deluxe models. The line is long—a LAWN- 
Boy for every lawn and every budget. And 
it’s backed by the biggest national adver- 
tising campaign ever thrown behind a 
power mower—even LAWN-BOY. Tie-in! See 
your distributor-salesman. 


LAWN-BOY 


LAWN-BOY, Lamar, Mo. « Division of Outboard 
Marine Corporation, makers of Johnson and 
Evinrude Outboard Motors 

In Canada: LAWN-BOY, Peterborough, Ontario 
The NEW IDEAS are LAWN-BOY IDEAS 
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WHY 2-cycle LAWN-BOY engine is best 


Designed only for LAWN-Boy, this 2-cycle engine is a model of simplicity, 
power, easy starting, light weight, and dependability, with a minimum of 
moving parts. Grass-cutting is faster and easier—every piston stroke is a 
power stroke (which means we needn’t “‘jazz up” the LAWN-Boy engine to get 
the 3200 rpm needed for efficient mowing). Finally, you don’t have to check 
oil—a free-and-easy proportion of gas and oil right in the fuel tank maintains 
top-notch operation throughout the long life of a LAWN-BOY power mower. 
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A file for every purpose means a sale to every 








Put extra mileage in your spring and sum- prospect. In order to sell all your prospects, stock 
and display these fastest selling Nicholson and 
mer merchandising program with this Black Diamond files. Get more from your spring 





and summer merchandising by featuring these 
best known file brands and these quick turnover 
styles. Stock the full assortment. 





assortment of Nicholson fast selling files! 





















_ Saw Files — First chance this year for outdoor projects. Feature Taper files — 
) Regular, Slim, Extra Slim and Double Extra Slim in your saw section and your 
| regular file display area. 6” and 7” are extremely popular lengths. 


PEST ET ELYS Eee ee te es 


yert; 
dich & 








Chain Saw Files — Nicholson and Black Diamond are the brands preferred 
by professionals and manufacturers. There’s a style for every make. Round, 


Square, Lozenge, Flat, Mill Bastard and the new 565-D and 887 for Oregon 
Chisel Bit saws. 



















Mill File — This is the one for most general file users when smooth finish is 
required. It’s a year-in, year-out best seller, especially in the 8” size. 





Brand New This Year — 
and bound to be one of your 
fastest moving files. It’s the 
new Nicholson and Black 
Diamond Power Mower file 
for sharpening Rotary mow- 
ers. Promote this heavily for 
traffic. Every one of more 
than 5,000,000 rotary mower 
owners are prospects. 

















Wood Rasps — Woodcrafters have summer projects in mind now, so feature 
these rasps to get their attention. Be sure to have enough cabinet and wood 
rasps and a good balance of smooth and bastard cuts. 









i 


Stock now to sell through spring and summer 


~~ 






¥D, 
eAStso NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND 4 


: u.s. A.” “in Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 
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Set up an American Chain Section 
AND WATCH YOUR CHAIN SALES GROW! 


Here’s a simple, practical way to increase your 
chain sales and profits: 


(1) Specialize on American chain - American is the 
best-known chain line—Acco is the brand name every- 
body knows. Your customers will readily accept chain 
items bearing the Acco identification. They know that 
Acco branded products are made by a large, established 
firm with an unsurpassed reputation for integrity, 
quality and value. 


(2) Set up an American Chain Section in your store 
Keep a full stock of attractively-packaged American 
Chain items displayed on shelves. These brightly- 


colored packages are instantly identified—they make 
it easy for customers to select what they want. Also, 
place an Acco Chain Salesmaker in a prominent loca- 
tion where customers can see and feel the chain. Show 
ACCO-PAILS of Proof Coil and BBB chain, each pail 
plainly labeled and identified. And display an acco 
Dog-Chain Assortment, too. . 


.. A neat, well-stocked 





Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 


American Chain Section will mark your store as ‘‘chain 
headquarters” in your community. 

(3) Deal with our American Chain Distributor 

He was appointed on the basis of integrity, a reputation 
for responsibility—and the ability to give you at all 
times the very finest and fastest chain service. 

Tying up with the leading chain manufacturer and 
the leading chain distributor will go a long way toward 
building and maintaining your name as your commu- 
nity’s leading chain dealer! 

For additional information, write us at York, Pa., 
for interesting booklet, “‘Finger Tip Facts About Chain.”’ 
It’s loaded with selling points, yet it’s brief! 


American Chain Division co 
AMERICAN CHAIN & CABLE cx 


x 





Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, *New York, Philadelphia, Pittsburgh, 






*indicates Warehouse Stocks *Portiand, Ore., *San Francisco MARK 
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Editorial 


by W. A. Phair 


Sears has competition, too... 


Who said this: 
* . we took steps to meet the increased competition by giving 
special attention to merchandise values, customer services and to 
aggressive sales promotion and advertising.” 


You have probably heard dozens of hardwaremen say just about that, 
haven’t you? I know I have. 


But this statement wasn’t made by a hardwareman. It was made 
by Sears, Roebuck, the giant mail order chain, in explaining what 
the chain plans to do to meet the competition from “Main Street” 
merchants . . . like you. Yes, that’s right. Sears says it is suffering 
from stronger competition from the merchants of Main Street and 
is planning to take steps to meet this threat. The steps it will take 
are those given in the statement at the beginning of this page. 


It is probably rather difficult for the average dealer, who is fighting 
all types of competition and especially Sears and the other big chains, 
to realize that Sears has problems, too. 


Judging from the financial report, Sears is serious about this com- 
petition, because in 1956 their net profits, after taxes, declined to 
4.64 percent from 4.80 percent in the preceding year. 


The fact that Sears does feel the effect of Main Street competition, 
supports the opinion we have frequently expressed here that the big 
chains do not have a secret formula for success. Their very bigness 
is sometimes in itself a serious disadvantage. 


The Main Street merchant has a flexibility in his actions that Sears 
can never enjoy. The local merchant knows his market better; he can 
adjust himself quicker to new trends. The local merchant has these 
advantages, but he must use them if they are to be of any value to 
him. 


The local merchant has other advantages, too. But if he doesn’t use 
them, they do him no good. There was a time, not so long ago, when 
hardware store owners said that the big reason for Sears success was 
the consumer catalogs they mail out to everybody in an area. The local 
hardware merchant couldn’t ever duplicate this, they said. 


But today, the hardware man has his choice of many consumer cata- 
logs and broadsides, prepared by wholesalers, that are fully the equal 
of the Sears’ and Wards’ circulars both in leaders and in appearance. 
But how many dealers still refuse to recognize the value of these cir- 
culars for building business? 




















Editorial 


It all adds up to this: The Main Street merchant can successfully compete 
with Sears. But he can’t do it by just sitting back and complaining. The 
Main Street merchant must use modern merchandising methods, adapted 
for his own particular needs. What are these modern merchandising 
methods ? 


Well, about the best blueprint for competing with Sears is Sears’ own 
plan . .. give special attention to merchandise values, customer services 
and to aggressive sales promotion and advertising. 


Here is the complete statement made by Sears in their annual financial 
report: “Competition in the general merchandise business was intensified 
last year as large and smal] merchants up and down Main Street, and in 
the ever increasing number of outlying shopping centers, stepped up their 
efforts to get a share of the available business. Within Sears, we took steps 
to meet this increased competition by giving special attention to merchandise 
values, customer services and to aggressive sales promotion and advertis- 
ing.” 


But, can you sell it?... 


There’s another interesting subject in the Sears’ annual report. It points 
out that manufacturers present their lines to the Sears’ buyer and “.. . the 
buyer picked those items which he believed he could sell.” 


In other words, the buyer didn’t take on the whole line . . . only those 
items which would sell. Sears is big enough to be able to do this and get 
away with it. 


On the other hand, many hardware wholesalers feel—and with good 
reason that they must take on a manufacturer’s entire line, even though 
they may be interested in only a few items. This is not a sound practice. 
But, how can it be improved? 


One way would be for many manufacturers to have a more realistic policy 
toward slow moving items in their line. When an item begins to drag, it 
should be dropped, just as a retailer drops slow movers. Too many manu- 
facturers have a habit of hanging on to every item in their line, for senti- 
mental reasons I guess, regardless of how it sells. 


If they had a shorter line and possibly a more active line, they would 
probably make more profit and so would their distributors. But, we know 
that a manufacturer must always be developing new products if he is to 
stay competitive. So how can he minimize the possibility of adding a slow 
mover to his line? 


One very effective method would be to check with distributors before 
putting a product on the market. A distributor’s buyers usually have 4 
good idea of what will sell, and what won’t. Why not use this experience 
just as Sears does. 


The use of Distributor Advisory Boards is a simple, effective means of 
harnessing the experience of these people to help the manufacturer make 
better decisions on matters of new products, packaging, sales policy, etc. 
I predict we will be hearing a great deal more about this type of industry 
cooperation in the future. 
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Loaded with sales. appeal 
from every angle. Illus- 
trated: No. 571 decorative 
trim plate with “R” Series 
Thunderbird Design. 


New Lockwood “R”’ Series 
Starfire Design — a real 
smooth performer. 5 pin 
tumbler cylinder, all steel 
mechanism. 


' 


best locking 






Lockwood Speedril makes 
light work out of hard labor 
— insures foolproof installa- 
tion, cuts installation costs. 





quickest to install 


IN LOW-COST RESIDENTIAL FIELD 


LOCK WO 


é | : 
R’ series 
LOCKWOOD HARDWARE MFG. CO., Fitchburg, Mass. 
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WASHINGTON 


NEWS 


BY WASHINGTON 


Minimum Wage Law Probably 
Won't Affect Small Business 


If your store grosses less than $1 million a year, 
you will still be exempt from coverage of the federal 
minimum wage law, even if Congress passes a pending 
compromise bill. 

The compromise bill was introduced by Sen. John 
F. Kennedy, (D., Mass.) after his Senate labor sub- 
committee held hearings on a union-backed measure 
to include stores which gross $500,000 or more a 
year or those with more than four locations. 

The Eisenhower administration favors covering 
only stores with 100 or more employees which bring 
more than $1 million in supplies across state lines. 


Remember that the minimum wage applies to part- 
time as well as full-time workers. Even if your store 
would not be covered directly, you would have to com- 
pete for employees to some extent with the covered 
stores. If you haven’t told your congressmen your 
position yet write them now. 


More Dealer Competition Seen 
As Co-ops Show Big Year's Gain 


If you are in a sales area near a farmer co-opera- 
tive, you can expect increasingly tough competition. 


Co-ops are continuing to expand their sales and 
grow more powerful through consolidations. 


New U. S. Agriculture Department figures for the 
year ending June 30, 1955—the latest available—show 
co-ops sold $2.9 billion worth of supplies to farmers. 
This was an increase of about $100 million over the 
previous year. 


Feed accounted for the largest part of the sales, 40 
percent. Petroleum products amounted to 23 percent, 
fertilizer 12.4 percent, seed 4.9 percent, building ma- 
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terials 3.3 percent, farm machinery and equipment 3.2 
percent, and miscellaneous supplies 13.1 percent. 


A campaign is underway in Congress to force co-ops 
to pay normal business taxes in order to remove one 
of their competitive advantages. If you support this 
move, go on record now with your congressmen. Write 
also to the U. S. Treasury Department. If possible, 
give figures showing the effect of co-ops on your store. 


Your Rural Electric Appliance 
Sales Should Rise This Year 


Your sales of electric appliances to farmers and 
other rural residents should improve this year. Rising 
farm income and expanding rural electric systems will 
provide the sales push. 

Agriculture department economists predict that 
farm production will dip slightly this year. Prices 
will rise. Government subsidy and soil bank payments 
will more than make up the slack. Most farmers will 
get about 5 percent more cash income than last year. 

Electric systems financed by the rural electric ad- 
ministration plan to spend $239 million this year, and 
$967 million in the next five years, to expand and im- 
prove their systems. This means more farmers will 
have power to run electric appliances and farm equip- 
ment. 


outlook 


If you sell to rural residents, expand your appliance 
and electrical departments. Step up your promotion 
of this merchandise. Figure on a 5 percent increase in 
sales dollar volume for these goods this year. Make 
it a point to suggest these articles to your farmer cus- 
tomers. 

(Continued on page 126) 
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“When you sell Kwikset...” 





When you sell Kwikset, you'll find you are selling an established 
line with recognized value. In Kwikset 400” line locksets, -trim 
rosettes and modernization kits... the smart styling, handsome finishes 


and outstanding craftsmanship are plainly visible. 





When you describe Kwikset’s swift and simple installation and 
construction advantages, you'll find an appeal for contractors and 
-home owners alike. And Kwikset’s proven performance gives 


you a guarantee of permanent customer ‘satisfaction. 


America’s largest selling residential locksets 





KWIKSET SALES & SERVICE COMPANY, ANAHEIM, CALIFORNIA 















prices still 





moving up .. 



























chains have 


problems 


housewares— 


a good bet 


packaging—a 


profit key . . 





A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


Despite signs of softness in sales in a number of spots across the coun- 
try, price trends indicate an underlying strength. Experts say prices are 
the best indicator of the economy’s real health. The cost of living price 
index moved to a new high in March—the seventh straight monthly in- 
crease. In July, steel prices will go up $5 to $7 a ton. New wage con- 
tracts also show a rising trend. HA Recommendation: Don’t be confused 
by local or temporary business setbacks; these are normal. Follow prices 
closely for real tip-off to future. Right now prices indicate a combination 
of inflation and high business activity. 


You’re not the only retailer with problems. The big chains have them 
too. Their March sales dropped sharply, except for Sears. (See article 
on page 164.) Sears’ annual financial report complains of more competi- 
tion from stepped-up selling efforts of “main street’? merchants. Sears’ 
profits in 56 shrank to 4.6 percent from 4.8 percent in °55. HA lRecom- 
mendation: Use the chains’ basic rule of smart selling. Sears explains 
it this way: Meet increased competition by giving attention to merchan- 
dise values, customer services, aggressive promotion and advertising. 


Housewares sales will be good this year—better than last year. That’s 
the prediction of manufacturers. They agreed 40 to 1 that sales this 
year will beat last year. First quarter sales figures suggest that they will 
be right. HA Recommendation: If your housewares sales aren’t running 
ahead of last year, review your promotions. Play up color and newness 
as the basis of your promotional appeal. Color and newness, plus good 
display, can help you boost lagging housewares volume. 


Full values of packaging are not realized by most dealers and manufac- 
turers. Good packaging, especially in small merchandise, definitely boosts 
sales, cuts retail selling costs and encourages repeat sales. While many 
hardware items are now packaged at the factory, more needs to be done. 
HA Recommendation: Use packaged merchandise wherever possible, 
especially with open displays. It encourages self-selling and helps reduce 
sales costs. Many dealers find it profitable to do some packaging them- 
selves, using small plastic bags. It makes for bigger unit sales. 


... turn to p. 164 for more news on how’s the hardware business 
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This is a wire drawing operation .. . 
right in a RB&W plant. It goes on 
every day, on whole batteries of such 
machines. When wire comes from this 
equipment, it’s stronger, more pre- 
cisely sized, has a better finish, and is 
fit and ready for the modern RB&W 
cold forming bolt and nut makers. 


Not every manufacturer goes to these 
lengths. Wire can be bought with 
standard dimensions. But we’re par- 
ticular about quality control. We want 
to be sure the material will furnish 
the best fasteners you can sell. 


Facilities like these and the know-how 
to use them have earned for RB&W 
products a reputation for top notch 
quality at competitive prices. You'll 
never go wrong to go along with that 
combination. 
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If you want to be sure you’re supply- 
ing your customers with the best in 
fasteners, ask your distributor for the 
RB&W line, or write Russell, Burdsall 
& Ward Bolt and Nut Company, Port 
Chester, N. Y. 





111th year 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; 
Rock Falls, til,; los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas; San Francisco. Sales 
agents at: Milwavkee, New Orleans, Denver, 
Distributors from coast to coast. 


Another reason why you sell the best 
when you sell the RB&W brand 





FIVE GOOD REASONS WHY 
IT PAYS TO STOCK 
RB&W FASTENERS 


1. The most complete line 
in the field. 


2. Uniform quality through- 
out the line. 


3. Complete 
supply. 


reliability of 


4. Fast, accurate and friend- 
ly service. 


5. The original ‘‘upside- 
down"’ package — extra 
strong for no-spill, quick 
and easy handling. 








LATEST 


Night latch cylinder plug 


Taylor night latches now come 
with a Nylon-Zytel cylinder plug. 





This plug used in conjunction with 
a special pin tumbler construction 
results in a corrosion and rust re- 
sistant all-weather lock. The All- 
Weather Night Latch, No. 803, is 
handsomely packaged. Taylor Lock 
Co. 


For more data circle No. 1 on postcard, p. 133 


Nylon base furniture glides 
This series of glides comes with 

a 1% in. diameter high gloss 

finish nylon base which does not 











INFORMATION ON NEW MERCHANDISE 


squeek, scratch, or rust. Tilting 
stem has a 40 degree range of 
movement to accommodate splayed 
legs. This series is available with 
stems and sockets for a _ wide 
variety of applications with wood 
and metal tubing. Fawltless Caster 
Corp. 


For more data circle No. 2 on postcard, p. 133 


Deluxe bait-casting reel 


Fishing enthusiasts will go for 
the Deluxe Nobby Reel, a fast, 
smooth, light-weight bait-casting 
reel. Reel features precision pol- 
ished pivots, bearings, gears and 





pinions. Crank is shorter and light- 
weight. Nylon thrust bearing on 
each side of gear reduces friction. 
Reel weighs 5 oz., retails for $15.95. 
Enterprise Mfg. Co. 


For more data circle No. 3 on postcard, p. 133 


Fluid lawn chemical sprayer 


This sprayer for liquid ferti- 
lizers, insecticides, and weed killers 
is a valuable tie-in item for dealers 
who promote lawn and garden de- 






partments. Applicator has a con- 
trolled rate of flow. A gallon of 
liquid covers 3000 sq ft regardless 





of how fast sprayer is pushed. 
When sprayer movement stops, ap- 
plicator stops automatically. Nozzle 
on 3% gal. tank gives non-mist 
5 ft spread. Introductory price: 
$23.95. Jackson Mfg. Co. 


For more data circle No. 4 on postcard, p. 133 


Serrated bulb planting tool 


Home gardeners will be inter- 
ested in this tool which makes 
planting of bulbs, corms and small 
plants easier. Unit is serrated for 
easy penetration of soil and has 
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markings on sides to indicate the 
depth of soil penetration. Instruc- 
tions for using the tool are attached 
to handle. O. Ames Co. 


For more data circle No. 5 on postcard, p. 133 


Versatile glass kitchenware 


Housewives will be interested by 
this line of Pyrex decorated cov- 
ered dishes for use in the freezer, 
oven, and table. Food can be frozen, 
then cooked and then served in the 
same dish. Two dish sizes are 1, 
and 2 qt. There is a metal lid and 
a sculptured glass lid. A _ gift- 
packed set, at $5.95, includes a 114- 
qt dish, a 2-qt dish, glass lid, and 





two metal covers. Two separate 
gift packs of a dish and glass lid 
sell for $2.75 and $3.50. Corning 
Glass Works. 


For more data circle No. 6 on postcard, p. 133 


Long-life knob-type latch 


This knob-type door latch was 
designed especially for aluminum 
and other combination storm and 
screen doors. Latch has a floating 
heat-treated hexagon spindle sup- 
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in hardware merchandise... 


THAT CAN HELP YOU BUILD BETTER PROFITS 





ported on either end by an Oilite 
bearing for long life and mainte- 
nance-free service. Two finish coats 
are separately baked on over za- 
mac die castings. Latch can be con- 
verted easily to key locking. /deal 


Brass Works, Inc. 
For more data circle No. 7 on postcard, p. 133 


Smart styled doll carriage 


Youngsters will go for this mod- 
erately priced doll carriage. The 





Want more information on these 
products? Then use free post 
card on page 133. 


toy has a Viso-Ramic, four-bow 
hood in turquoise or ruby with gold 
fleck and white vinyl covering. It 
also has a Duchess link gear and 
white tires. The body is 25% x 
10% in. with a 29 in. handle, 61 
in. wheels and ™% in. tires. Sells for 
approximately $10. South Bend 
Toy Mfg. Co. 


For more data circle No. 8 on postcard, p. 133 


Gasoline powered chain saw 


Here is a competitively priced- 
gasoline powered chain saw de- 
signed for compactness, portabil- 
ity, and power. Comes with 16, 20, 
or 24 in. bar sizes and cuts timber 
up to 48 in. in diameter. The light- 
weight unit has a recoil starter, 
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automatic clutch and a tubula 
steel handle. Weighs 24 lb. Th 
3.5 brake hp engine is availabl 


with float or diaphragm carburetor. 


Porter-Cable Machine Co. 
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To Help You Sell begins on page 
16. For what’s new in displays and 
other dealer aids to help you sell 
more, turn the page. 





For more data circle No. 9 on postcard, p. 133 


Grass trim guard for trees 


Here is a tree guard that elimi- 
nates the need for trimming grass 


(Continued on page 130) 
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TO HELP YOU SELL 





NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post 
card on page 133. 


HELP YOU SELL MORE 





Padlock display special 


Customers will be attracted by 
the free display card included in 


Master 
Ms , of 


a 
f 
; 
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this padlock special. The card, 
12‘, in. high and 71% in. wide, is 
equipped with a_ rubber - tipped 
metal easel, and holds six Master 
padlocks. The display special con- 
tains 42 padlocks from 25¢ to 75¢. 
Three locks are included free of 
charge. Master Lock Co. 


For more data circle No. 10 on postcard, p. 133 


Hacksaw Blade Packages 


These two colorful bulk packages 
contains hacksaw blades individual- 
ly mounted on cards useable on 
counter, bins, or perforated panel- 
ing. One pack holds fifty 12-in. 
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standard flexible blades, one 18 and 
one 24 tooth blade per card. The 
smaller pack contains 10 Moly high 
speed steel blades, mounted one to 
a card. Retail for $9.32 and $7.10 
respectively. Clemson Bros., Inc. 

For more data circle No. 11 on postcard, p. 133 


Father's Day special kit 

A special sanding kit has been 
designed as a special to increase 
sales for Father’s Day promotions. 
The Father’s Day sanding kit has 
metal carrying case, push-button 





Weller Sander, polishing cloth, and 
a supply of sanding paper. Tool 


gives 14,400 strokes per minute 
with a 25 sq in. sanding area. It 
never needs lubrication. Weller 


Electric Corp. 


For more data circle No. 12 on postcard, p. 133 


Mower wheel assortment 


Owners of rotary lawn mowers 
will be customers for the wheels 
displayed in this assortment. 
Wheels are of the offset hub type 
with nylon bearings and 14 in. 
axle bore. Assortment includes 20 
wheels (2 of each size), 20 chrome 
hub caps, 12 axle reducing bush- 
ings and a free wheel display. 





Bushings adjust axle sizes to 7/16 
and °% dia. Allied Wheel Products, 
Ine. 

For more data circle No. 13 on postcard, p. 133 





Display shows modern knobs 

” knobs with 
star and diamond-shaped _back- 
plates will appeal to homeowners. 
These knobs are combined with 
bevel-edged concave knobs and 
backplates on Amerock’s No. 14 
Twin-Size display. Another new 
display, No. 15, shows “Contem- 
porary” knobs and backplates only. 
Knobs, 11% in. and 1 5/16 in. sizes, 


“Contemporary 
























are finished in _ copper, brass, 
chromium, and black. Knobs and 
backplates can be intermixed for 

(Continued on page 148) 
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In every community... on the farm, in the suburb or in the city 
... the dog population is increasing. It’s a ready market for 
) Hodell Dog Chains... but you’ve got to display them so your 
customers will buy them. 

Hodell Halter and Dog Chains come completely assembled, with 
steel swivel snap, ring and toggle. Packed 6 or 12 to a carton, 
according to size. You can also order Hodell kennel and exerciser 
chains, dog couplers, chain choke collars. 

For complete information on the complete line of Hodell welded 
and weldless chains, ask your distributor or write for the 
Hodell Catalog. 









ee 


Get fast sales action with these new assortments of Hodell Dog Chains 

with bright red, green and yellow plastic handles. Then... display them for 

. fast sales on this attractive Hodell Dog Chain hanger. Each display comes 
complete with 12 chains and 2-color metal hanger. Assortments with 
metal handles also available. 
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| HODELL CHAIN COMPANY, Cleveland 3, Ohio 


Natidnal 


Division of The National Screw & Mfg. Co. 








axons’ Fasteners / Hodel! Chains Chester Hoists 
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Here’s real ' 
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Deal yourself in on this sure-fire sales builder for your water systems 
department — the Goulds Profit-Flow Promotion! Nothing to buy — 
nothing to order — except one Balanced-Flow Pump. But in your 
special Profit-Flow Carton, along with your pump, you get every- 
thing you need to set up this eye-catching display — with a “Win 
A Pump” contest hook that really pulls in the prospects! 


‘““The most successful pump promotion of the 


thats what hundreds of dealers told us last year when 





Goulds first ofered this Profit-Flow Promotion. It's so 










simple — for you and your customers it cant miss 
bringing you extra pump sales. Prospects merely witness 


Balanced-Flow operation — sign entry blanks which you 






forward to Goulds for prize drawing. A pump a day will 










be given away during July—so get all the details now... 


Sell the pumps that help sell YOU... 
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for your pump business | 


Tale m feo) vig J — 
setto sell 
like this 


Pillithen heauton evcslitiptthins 


: .s Colorful banner featuring “Win A Pump" contest. 
y 2. “WIN A PUMP” Display Card with Entry Blank Pad and return envelope. 
ha | 3. Playing Card Feature Cards — 4 different cards in brilliant colors, for display use. 
“ee 4, Contest Metapaper Ad Stet tek yar leatl congener lnviter prospect 


to “Win A Pump.” 
5. Giant “EASY TERMS” banner, in color, for window or interior use. 


6. CONTEST INSTRUCTION SHEET — shows how to set up display, how to get 
best results from your Profit-Flow Promotion. 


All included in your Profit-Flow Carton 


DON’T WAIT...GET STARTED NOW! 


MAIL THIS COUPON 


GOULDS PUMPS, INC. 
Dept. HA-557, Seneca Falls, New York 
[] Please reserve 1 PROFIT-FLOW PROMOTION CARTON in my name 


— for delivery before July 1st by my regular distributor. | pay only for 1 
Balanced-Flow pump at my regular discount. My Distributor is 


See your Goulds Distributor — or mail 
coupon for full details on this terrific pump 
promotion. Remember, you buy only one 
Balanced-Flow Pump at your regular dis- 


| 
| 
| 

yt Come a! es cy aie ee To BR CALS o Rat Ae PEN, Re OO ES 
count — and everything else is provided | 
| | | 
absolutely free! Contest promotion begins 
| 
| 
| 


SO aera ami RRS god RSS SRR Soa Soe eae Ce ESD i PEN ARES C 
July 1 — so don't delay! I i os eas 

RTE, SRDS Ate a mee BES ED TS St Oe MRCRLAEEN 
Contest not valid in those states, if any, where prohibited 
by law Town SPS EE ne ay i ae ; State 
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em The only fence line that sells on sight 


Oil a din 
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RED BRAND 


a new Poultry Netting that 
stretches without bulging 


Keyline is the first basic improvement in 
poultry netting in years! Goes up with- 
out bagging or bulging. 

The secret is the reinforcing line wires. Keyline 
netting is actually woven around these reinforcing 
wires. 

You stretch these wires. The “reverse twist” 
weave of Keyline adjusts to give a neat, flat 
surface. 


No bulges. No bagging. It stretches as neatly 





KEYLINE? 


as woven wire... but, oh, so much easier. Yet 
it’s stronger and heavier than ordinary netting. 

We’re so proud of this improved fence that 
we’ ve given it a special name— Keyline! And new 
Keyline will be merchandised and advertised in 
the same strong way as the famous Red Brand 
Fence family. 

Poultry raisers everywhere will be asking for 
this sensational new netting. Be sure you have a 


supply available. Send your order in today. 


EXTRA...the only poultry netting with a promotion 
to build sales for your full line of poultry supplies. 
Get the details from your Keystone representative. 


KEYSTONE STEEL & WIRE COMPANY 


SS 
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PEORIA 7, ILLINOIS 
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Offer Them Variety... 


PLUS 
WELL-FORMED 
HEADS 


Thin bolts. Fat bolts. Long bolts. Short bolts. 
There’s no problem at all in meeting the varied 
needs of your fastener customers when you sell the 
Bethlehem line of headed-and-threaded products. 
That is because Bethlehem fasteners come in an 
unusually wide variety, including hundreds of in- 
dividual types and sizes. And customers are sure 
to like Bethlehem fasteners for another reason: 
well-formed, easy-to-grip heads, the kind that are 
so important to fast, accurate assembly. Stock 
Bethlehem fasteners today. See if you don’t agree 
that they’re good builders of repeat business! 
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Bethlehem Bolts Are Good Bolts 
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Versatile merchandising program 
features fast-selling cabinet hardware 
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See 


Stanley’s Flex- Omatic 
is adaptable to every store 








This pre-tested cabinet hardware department will 

stimulate impulse sales for every hardware, lumber or 

building supply dealer. In a minimum of space you 

can stock and display from 2 to all 8 of Stanley’s 

ed most popular cabinet lines. And you can easily change 
or expand your setup as you see fit. 


Flex-Omatic offers all dealers these 6 advantages: 


1. Organizes the best-selling items of cabinet hardware 
into eight distinct style groups. 


2. Displays them on free, attractive panels to assure im- 
mediate attention. 


3. Stocks them in trays for quick service and visual in- 
ventory control. 


4. Groups them compactly to fit pegboards or NRHA 








fixtures. ON DISPLAY STANDS 
5. Prices them with pre-printed, color-coded ticket strips. 
6. Promotes them with national advertising, news re- Typical dealers’* reactions: 


leases, banners, signs, decals, envelope stuffers. 


e “Thanks for a line of cabinet hardware 

















- Stanley will provide frames, displays, how-to instructions that requires less time and effort to sell. 
acc and promotional material. Ask your wholesaler about Flex- We have re-ordered for the second time 

hitiinteens Omatic today. For free literature and price list, write since we set up this display.” 

@ Stanley Hardware, Division of The Stanley Works, pgs : E 
fore) k w Britain. Conn. @ Flex-Omatic “has increased impulse 
= 385 Lake Street, Ne ritain, , : 

. buying of quality hardware and has made 
(beat | selection easy for the customer and stock 
Sialioae APPROVED control easy for us. It offers a wide selec- 

S tion at a small investment.” 

to oa 
0/7) Ah Proeguam *Names upon request. 


AMERICA BUILDS BETTER AN D Lives BETTER With STANLEY 


j This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric tools 
Ss TA N q t- VY « drapery, industrial and builders hardware- door controls- aluminum windows- metal parts - coatings. steel and 


steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany. 
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A POWERFUL SALES ADVANTAGE 


Keyed-alike convenience 
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SUMMER CAMP 


PIN TUMBLER 
PADLOCKS 


If your customers know that they can get Corbin 
Padlocks keyed-alike, many of them will want more 
than one padlock. They’ll like the idea of one key 
for opening the garage, tool shed, summer camp, 
tool chest, boat locker, boat hatch, or any other 
padlocked possession. On the other hand, they can 
have the keys all different or even a master key if 
they specify Corbin pin-tumbler padlocks. 

For more padlock sales, be sure to mention the 
keyed-alike feature of Corbin quality padlocks as 
well as their outstanding security. Remember, if it’s 
worth locking, it’s worth a Corbin pin-tumbler pad- 
lock. Make sure your stock of Corbin padlocks is 
adequate. Consult your Corbin distributor . . . and 
ask him about the new display. 




















GARAGE 


































NEW CORBIN PADLOCK DISPLAY 
Designed to catch the eye and “spark” 





BOAT LOCKER 


the buy-urge, this colorful, new Corbin 






padiock counter display helps boost 






padiock sales. It features a popular 
assortment of padlocks. The display 
board is made of durable, molded 
Masonite. It includes identification tags 
with a place for prices. Ask for Padlock 
Display No. 57. 


CORBIN CABINET LOCK DIVISION 
Ci] 1 The American Hardware Corporation 


New Britain, Conn. 







TOOL BOX 
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RECESSED TOW'LESCOPE — 
concealed utility bar for drying 
nylons, lingerie—for guest towels. 


Here’s a beauty treatment that will make you proud of 
the bathroom you design and build... year after year. 
Whether you are remodeling a “middle-aged” room — or 
SS— =. planning a “new” bath, you'll find a fresh, bold beauty 


amenities |e ~@? in every brilliantly polished Hall-Mack accessory that adds 
oa TE] 









character and convenience to any bath. Hall-Mack gives 

you the best known name in bathroom accessories — over 30 
= =—— years of quality leadership — complete lines to fit every 

. budget — and a wide selection of new and unusual specialties 
that add “sparkle” to any bath. For quality, convenience 

and economy — you can always recommend with confidence 
Hall-Mack bathroom accessories. 





HALL-MACK RELAXATION UNIT — 
is styled for comfort and convenience. 


mT lastest TT TT 
CONCEALED TOILET PAPER HOLDER —Aa a 


revolving hood protects, covers paper, 





* 
mee les ee hha 
HALL-MACK COMPANY 


DIVISION OF TEXTRON INC 


1380 West Washington Bivd., Los Angeles 7, California 









[| Please send your FREE color booklet of new bathroom ideas. 


NAME__ 








ADDRESS_ 


i 
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No. 500 Hindley S-Hook 
Display Assortment 


HINDLEY S-HOOK ASSORTMENT 


Now ...a brand new, action-packed 
Hindley Hardware Assortment especially 
designed to send your S-Hook sales 
soaring ! 


Compact, colorful carton contains 270 
rugged Hindley S-Hooks in nine sizes for 
hundreds of different uses .. . features 
fold-back die-cut cover for quick and easy 
conversion to an eye-appealing counter 
display box. 


Order yours today! Call your wholesaler 
now for complete details on this new No. 
500 Hindley S-Hook Assortment. 








CASH IN ON THESE 
OTHER PROFIT-PULLING 
HINDLEY BRIGHT 
WIRE HARDWARE 
ASSORTMENTS AND 
DISPLAYS... NOW 
AVAILABLE AT 
YOUR NEARBY 
WHOLESALER’S! 

No. 36 Hindley Pic-Pok . 


Rack 36 items, 216 Pic- 
Paks 


No. 514A 


Hindley Eye Bolts, U-Bolts and Turnbuckles mounted 
on 3-color, 10” x 13%” metal display panels. 
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rFiere s why 734 
reach for... 





Prestige Cardware’s four-color package protects, displays, 
tells and sells. Skin packaging in clear plastic « colors and 
design psychologically attract the eye and hand e large 
print for easy reading « big space for pricing « just two 
sizes of cards, suitable for rack or counter display « simple 
installation instructions « other Cardware items shown on 
reverse side of each card create additional sales. 


HARDWARE AGE, MAY 9, 1957 


In test after test with competitive 
carded hardware items, 73% ef those 
tested reached for Cardware! 

The reason for this enthusiastic 
acceptance is the result of 

testing, designing, re-designing, 
analysis and research to produce 

a package and design that would be 
irresistable to shoppers. 

The result is Cardware. 


HARDWARE 
COR 


4353 VALLEY BOULEVARD, 
LOS ANGELES 32, CALIF., U.S.A. 


27 













Fonduring screens made of aluminum. Screens that keep their beauty 
for generations because they can’t rust ever. No ugly rust stains on 
siding and window sills. No maintenance expenses, no painting. Alu- 
minum screens are so strong, so durable they last a housetime. Match 
the quality of your home with the quality of handsome, rustproof 


Ha) 





For generations of beauty...alumunum screening 


aluminum screens. See your dealer today, ask him about modern 
screens made of aluminum. 


While we do not make aluminum screening, we do supply high quality 
aluminum wire to leadiné screening weavers throughout the nation. 


KGISCF ATOMTUMONT vue anions aran or metace 


See “THE KAISER ALUMINUM HOUR.” Alternate Tuesdays. NEC Network. Consuill your ioca 
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- This ad... appearing in HOUSE BEAUTIFUL and 
HOUSE & GARDEN... reaching over 1,100,000 


readers... 


Plus... the May 7™ showing of “THE KAISER ALUMINUM 
HOUR,’’ NBC-TV Network...reaching over 
20,000,000 TV viewers... 


Will tell your customers all of the advantages of 


aluminum insect wire screening. 


This is our way of working together with you... 
to help increase your aluminum 


screening sales. 
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While we do not make insect wire cloth, we do | 
supply the leading screening weavers listed at | 
the right with Kaiser Aluminum Wire—nation- | 
ally recognized for outstanding quality. 


; 
| 


’ 
—— 


Kaiser Aluminum 


the bright star of metals 


See “THE KAISER ALUMINUM HOUR.” Alternate Tuesdays, 
NBC Network. Consult your local TV listing. 
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FOR THE NEW FAST-TURNOVER ITEMS—LOOK TO YALE! 





W234 


YALE 
Steelime 


SLIDING DOOR 
HARDWARE 


Floats on air! And—one packaged set 
fits both %” and 1%" standard doors. 


Here’s a brand new, fast-selling item— 

the new Yale Steeline Sliding Door Hardware. 

It’s low in price, easy to install and 

works so smoothly it seems to float on air— 

all the features builders and “do-it-yourself” 
customers want. Of course, Yale quality throughout: 
heavy-gauge steel track and hangers resist wear; 
nylon wheels give smooth gliding action. 

Available in lengths for 4, 5, 6 or 8-foot doors. 


Order now and make your selling job easier with 
the three-dimensional Yale Steeline Demonstrator. 


For today’s big doings in locks 
and hardware—LOOK TO YALE! 


Completely packaged for easier selling and storing! 
Each packaged set includes track, 4 hangers, 2 floor 
guides, 2 finger pulls—and easy-to-follow instructions. 
One set per box, ten per carton. 


The Yale & Towne Manufacturing Company 
Lock and Hardware Division, White Plains, New York 


YALE—REG. U.S. PAT. OFF. 


YALE & TOWNE 
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Save time and money —these are words you have often heard. They are important only 


when they offer realistic advantages for you. Pipe fittings that are package-protected must 
provide the advantages of being available in sturdy, convenient, easy-to-handle cartons, 
plainly labeled as to size, type, and quantity, in order to reduce handling time. When you 
order Grabler Package-Protected Square ““Gee” Pipe Fittings you benefit from over 20 years 


of Grabler packaging experience, without costing you a penny more. 


Dependable Distribution from these Warehouses: : i 

New York @ Philadelphia © New Orleans : 

Atlanta @ Pittsburgh @¢ Cincinnati © Dallas : 

Chicago © St. lovis © Detroit ©¢ Denver . [= RA a ~ 
Minneapolis ©@ San Francisco * Los Angeles : 


Manufacturers of the SQUARE “GEE Line of Pipe Fittings 


The GRABLER [= Manufacturing Co. * 6565 Broadway *« Cleveland 5, Ohio 
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ROOF DRAINAGE PRODUCTS — a complete line that’s competitively priced and FASTENERS — over 20,000 types and sizes of standard bolts and nuts are 
ready to use. These uniform products are supplied in galvanized steel supplied in eye-catching, tough, non-smudging packages that make attrac- 
and ENDURO® Stainless Steel. tive self-selling displays. 


REPUBLIC 


mepuBic)) WVorldi Widest Range of, Standard. Stele 


STEEL 
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Botton Products build Better Profita...soll 


REPUBLIC CHAIN PRODUCTS 


Variety and quality are two major factors in estab- 
lishing the superiority of any product line. And 
you get both when you stock and sell Republic 
Chain Products. 

Variety means you miss no sales due to inade- 
quate stock. Republic backs you with a truly 
complete line of welded and weldless chain, 


and promotion program. All of these sales ad- 
vantages, plus a continuing research program 
aimed at constant improvement, make Republic 
Chain Products your top choice for easier sell- 
ing, increased profits. 

Fair Weather Means Added Sales. With summer 
just around the corner, dog-chain sales go up. 


including farm and animal chain assemblies. 
Whatever your customers’ requirement—for 
home, farm or other use—you can offer the right 
size and type of chain to fill the bill exactly. 

Quality means you give your customer com- 
plete satisfaction. When you sell him, he stays 
sold—a vital ingredient in building repeat sales 
and a sound reputation. 

Beyond the wide variety and built-in quality of 
Republic Chain Products, you get additional sales 
help through Republic’s hard-hitting advertising 


Be ready with the complete 
line of Republic Dog Chains 
and Assortments. New full- 
color catalog describes and 
illustrates all types and sizes, 
including livestock chains for 
the farm. Get this and other 
welded and weldless chain 
catalogs from your Republic 
Distributor, or mail coupon. 


= & ~ . si BWI Tok eRe. 


FLEXIBLE PLASTIC PIPE—for livestock watering, 
lawn sprinkling, irrigation uses. Supplied coiled 
from 2” thru 3” dia. In straight lengths in 4” and 
6’ dia. Plus a complete line of fittings. 


STEEL PIPE — for plumbing, heating, air conditioning 
and all other home and building uses. This high- 
quality pipe is available in a full line in sizes 
you want, 


SrEE L 


ant Steck Produc 


WIRE NAILS AND STAPLES—ca complete line for 
every farm and home use. Also ideally suited to 
and accepted by the building trades. Made from 
steel wire specially produced for nail manufacture. 


REPUBLIC STEEL CORPORATION 

Dept. C-2439 

3154 East 45th Street « Cleveland 27, Ohio 
Please send more information on: 

|} Chain Products () Wire Nails and Staples 
() Fasteners () Flexible Plastic Pipe 


C) Steel Pipe O Roof Drainage Products 
() Farm and Animal Chain Catalog 


Name Title 








Company 


Address 
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“CLEAN LIVING” GIVES A CHEVY ENGINE 


LONGER LIFE! 


«-. more evidence that Chevrolet 
Task-Force trucks are engineered better 
and built better for bigger savings! 


This drawing shows, roughly, one of the ways in 
which Chevrolet truck engines minimize a major 
cause of wear—dirt! Now consider this additional 
evidence that Chevy heavy-duty V8’s and 6’s “‘live 
clean” and bring you fleet, dependable power that 
costs less to use! 





Extra filters give extra-clean fuel—Only clean fuel reaches 
the engine—that’s one reason you can depend on a 
Chevrolet truck! All fuel is filtered twice (once in the fuel 
tank and again in the carburetor) to keep dirt and water 
from hampering efficient operation. Chevrolet truck 
V8’s provide a third filter, at the carburetor, for triple 
protection! 

Oil stays clean longer, too—Chevrolet truck V8’s and 261- 
cu.-in. 6’s come equipped with modern high-capacity 
oil filters (V8 filters are of the Full-Flow type). These 
engines keep clean oil flowing to moving parts; parts 
wear less and last longer because of it! 

Even the air is cleaner—Dust and foreign matter in the 


am, 





POSITIVE CLOSED-TYPE 
NON 5, 
VENTILATION a 4 


1. Fresh air enters air 
cleaner and is filtered. 











2. Air flows into 
crankcase 
through oil filler. 





4. Corrosive 
fumes and 
vapors are 
burned in 
cylinders 
before they 
= harm 

_ 
efirciency 











3. Air stream carries vapors and corrosive 





fumes up through tappet deck. 








air an engine “‘breathes’”’ can reduce engine life by years. 
Chevrolet minimizes this wear-producing factor by 
providing big oil-bath air cleaners as standard equip- 
ment on all truck engines. 

These are sound under-the-hood reasons why a 
Chevrolet truck will stay on your job and save on your 
job. There are others, too, including short-stroke V8 
design (shortest stroke of any truck V8’s!) and 6-cyl- 
inder engine design that puts out more power than any 
other in the field. You’ll learn about them all when you 
visit your Chevrolet dealer. . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 
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Biggest sellers ... because they’re biggest savers! 


CHEVROLET TASK: FORCE 57 TRUCKS 


HARDWARE AGE, MAY 9, 1957 














hats this = 
Atull page..tt color. 


ln Good Housekeeynnge 





We’ . . 
re telling and selling your customers in Good Housekeepin 


high-lighting 
its reason for 
long service! 











attention-getting, 
hard-hitting full page 
color ad in June 
issue — 11,000,000 


readers! 


telling your 
customers it's clean 
.. it's durable! 





| { fast- 
big display 0 
selling TIT — 


whole story: 
Satisfaction, 
Tolelalelasi man 1-1-1 im 

cleanliness! 
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Place Your Order NOW! 





Boyle-Midway Bonus Baby Offers Biggest Volume 
Potential in Big-Profit Bug-Killer Market! 
















It’s here . . . the handy, new indoor-out- Remember... Boyle-Midway’s powerful, 
door bug bomb your customers want... ever-growing ad program backs BLACK 
with the BLACK FLAG trademark they can FLAG sales to the hilt! Gives you network 
trust! BLACK FLAG’s new House & Garden support not twice a month... . not once a 
Spray gives your customers the finest bug- week .. . but every single weekday .. . 
killers known . . . complete, sure-fire, safe throughout the peak insecticide season! So 
results in the home...inthe yard...in feature the new BLACK FLAG House & 
the garden! You'll gain new sales ...extra Garden Spray along with all the other top- 
profits... with this great new addition to _ selling BLACK FLAG items . . . for biggest 
America’s No. 1 insecticide line! profits from your insecticide shelves! 


» Look! 13 BLACK FLAG Favorites 
Give You Complete Bug-Killer Dept. 





i 


Black Flag ? Black Flag Black Flag 25% DDT 














































Black Flag Reach and 
Insect Bomb Ant Bomb Flower Bomb Moth-Ded Insect Spray Bug Killer Concentrate 
_ Kills ry 4 e | 
= Insechy DOUG SECRET LOVE OF 
——— EDWARDS STORM LIFE 
a Warfarin Rat & 
: iid 1 CBS-TV Roach Spray Mouse Killer | 
4 7 Two evenings Sells har op . 
Boyle-Midway $ every week on every weekday drama 5 days : | 
CBS-TV on CBS-TV! every week! tae. 









Ad “Blitz” Now 


“Secricrot 


Ow DEF 
a 














Inclu des iT COULD QUEEN FOR TODAY a= 
BE YOU A DAY —_ f 
Black Flag Flea, Tick & Black Flag 
6 NETWORK , Insecticide Louse Powder Sprayers 
Every week Big NBC-TV Garroway sells Powder 
via NBC-TV favorite sells millions more ) | 
‘ Order BLACK FLAG with th ther Boyle-Midway 
TV SHOWS for Boyle-Midway! line weekly! on NBC-TY! leaders: AEROWAX « SANI-FLUSH © GRIFFIN 






SHOE POLISHES e EASY-OFF OVEN CLEANER 

° ° WIZARD DEODORIZERS e PLASTIC WOOD 
Plus Magazines, Newspapers, Radio 3-IN-ONE OIL ¢ AERO SHAVE e ANTROL e 
WIZARD CHARCOAL LIGHTER! 


BOYLE-MIDWAY Inc. 22 £. 40th St., N.Y.C. 


Cranford, N. J. + Brooklyn - Chicago + Los Angeles + Canton, Ohio + Chamblee, Ga. 
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DEMPSTER 


ONVERT-OJEI 








A quality system for both 
shallow and deep wells—at one 
low price! 


Dempster Convert-O-Jet lets 
you close sales fast because it 
offers a really top-quality 
convertible water system 
that answers all questions 
and objections as to quality, 
performance or price! 


| The Convert-O-Jet offers you both 

| durability and adaptability at a 

low investment: Quick, easy 
conversion from shallow well to deep 
well operation without extra cost 
except for the pipe and without 
special tools; choice of thrifty 4 
or powerful ™% HP ball bearing 
motor; corrosion proof ejector and For the quality-conscious... DEMPSTER 
nozzle; improved low-loss impeller; Convert-O-Jetnvaster 
top quality material and 
construction throughout. 


shallow well 


thrifty Vs HP 
powerful ’2 HP 


























Has the convertible features of the 
Convert-O-Jet — and a patented 
grit-filtering stuffing box for the 
best possible seal. Available in V3 
HP or Y2 HP models. Slightly 
higher price. 









Dempster Convert-O-Jet will deliver to 
835 gallons of water from a shallow well— 
go down to 90 feet in deep well operation. 


. GO. 







EQUIPMENT 
= 






Branches and Warehouses: Omaha, Kansas City, Mo., Des Moines, Sioux Falls, Denver, 
Oklahoma City, Amarillo, San Antonio. 
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JO-SECOND DEMONSTRATION MEANS A 


Stock up now to make more money with 
True Temper’s full line of shovels 





In only 90 seconds you can demonstrate— 
and sell—a ‘True Temper taper-forged shovel. 
Just let a customer get his hands on it, then 
show him the features pictured here. 

Show your customer the way a’ True Temper 
Dynalite, Bantam or Fox is balanced down 
the center. Show him how taper forging puts 
extra metal at the shoulders, point, and down 
the center of the blade—where it’s needed 
- for strength—yet makes the sides thinner to 
avoid unnecessary weight. Tell him how 
quickly and easily he can put on a new handle. 
Point out the turned steps, the fire-hardened 
handle, the hard, smooth, self-scouring blade. 


And, man, you're selling shovels! 


What’s more, this is a better deal for you. 
In return for the 90-second demonstration, 
a True Temper tapered-forged shovel will 
make a lot bigger profit for you. 


So be sure you have plenty of True Temper 
shovels in stock—both taper-forged and 
hollow-back construction. Your wholesaler 
will gladly tell you all about ‘True Temper’s 
complete line of shovels, spades and scoops. 
True Temper Corporation, 1623 Euclid 
Avenue, Cleveland 15, Ohio. 


DYNALITE is best value in the business. Taper-forged, 
tube shank. Combines strength, light weight, low cost. 














1 ce means no wobble, less fatigue. - 
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BIGGER PROFIT FOR YO 


Rehandle in eight minutes with 


True Temper straight-taper handle. 


You can feel the taper-forged differ- 
ence. Metal is thicker at shoulders, 
point, and down center of blade. 





Forward-turned steps for easy, faster Ne. DLA 
digging — and at no extra cost. 


True Temper also makes a complete line 
of hollow-back shovels, spades and scoops. 





BANTAM is strongest known construction: FOX is taper-forged, solid shank, with all HOLLOW BACKS made by True Temper 
taper-forged, to put extra metal at wear points; Bantam features, but made from heavier gauge are stamped (not forged) carbon steel, heat- 
solid shank. Bend or lift is in solid steel neck. metal for extra rugged and continuous use. treated, with clear lacquered ash handles. 





You Can Look to for Leadership 











PER. 
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why its easier to sell 4) your equipment when 


_ by a 


AUSON 
ENGINE 











its 


quicker starting 


When your customers buy power lawnmowers, 
garden tillers or other equipment, the one 
thing ... above all others .. . that most 

of them want... és a quick-starting engine! 


To make sure that Lauson Engines start with 
utmost speed and ease, Lauson engineers 
insisted on the highest-quality magneto 

that money can buy... 


a magneto with these important “musts” 

in order to produce the HOTTEST 
PRACTICAL* SPARK POSSIBLE— 
maximum number of wire-turns in coils to 
produce high voltages for hotter spark... 


alnico magnet in flywheel for the stronger, 
efficient magnetism which results in 
better more uniform spark... 





high-tension lead, molded into plastic-encased 
coil to eliminate shortages from moisture 
and dust—making hotter spark last longer! 





Result—the quickest-starting engine your 
customers can buy! 


That’s why it’s good 
business for you to specify 
Lauson engines on alli the 
power equipment you buy! 





*From a practical standpoint, heat of spark must not 
be so great as to destroy spark-plug points quickly. 


JA AUSON ENGINE DIVISION 


TECUMSEH PRODUCTS COMPANY, NEW HOLSTEIN, WIS. 
Quality Leader of Small 4-Cycle Engines Since 1896 
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HIS is the tire preferred by more and more users of 

lightweight bikes. It assures easy pedaling, easy 
steering, low rolling resistance—to bring out the best 
in any lightweight bike. 


Feature the Straight Side Lightweight. It’s bound to 
win new popularity this spring. (And don’t forget 
Goodyear’s Hook Bead Lightweight for American light- 
weight bikes.) Goodyear, Cycle Tire Dept., Akron 16, 


Ohio. 


Specify Goodyear tires on the bikes you buy 


GO0OoDy 


The Goodyear Gallery of Great Tires 
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The Straight Side 
Lightweight 
—for imported lightweight bikes 


—for domestic lightweights using 
straight side rims 
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MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 
















AY 
Rox 5 Z CHEF) ANNOUNCING AMERICA’S GREATEST 


annua. ROYAL CHEF 


JUNE, 1957 





ALL THE DYNAMIC PROMOTION FIRE TO SMOKE OUT 
HUNDREDS OF DOLLARS EXTRA PROFIT FOR YOU! 


—from Royal Chef, the only grill line that gives you coordinated selling help like this! 


*K OK K 
BIG FREE PROFIT-MAKER DEALER SELLING KIT! 


* CUSTOMER-STOPPING WINDOW STREAMERS — colorful banners with 


space to mark in your prices. 


>K BIG NATIONAL AD BLOWUPS (10” wide x 22” deep) to help you profit directly 
from ROYAL CHEF national ads. 


*« MOVING SPIT SIGNS * ROYAL CHEF COOK BOOKS 
x NEWSPAPER AD MATS x COLORFUL FOLDERS 
K RADIO SCRIPTS * TV ANNOUNCEMENTS 


ee ae 



























his 
1 Ride ' 
ror SHOFe 
Tie i” your ia Records’ ? CHATTANOOGA ROYAL COMPANY ¢ Chattanooga 6, Tennessee q 
Sa 
eu 
ponan=* oes sng, Deval YES! I want EXTRA SALES and PROFITS on ROYAL CHEF GRILLS! 
, all the a“ Please have my distributor give me full details pronto! 
To &° : 
obber © 
call your , N w 3 Store Name____ nieinenteesiniae 
O 
on z 
Mail Coup ils! Address 
Deta 
F or Full A City Zone State J 
L. Me 8 PEt SE Se ae ee all 
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GRILL PROMOTION! 


BS MONTH 


POWERFUL '2 PAGE ADS 


IN AMERICA’S 





The Saturday Evening 


POST 





HOLIDAY 


3 out of 5 of your prospects will read these issues! 


GREATEST MAGAZINES 


















CIRCULATION 
5,700,000 
June 3 Issue 


CIRCULATION 
5,000,000 
June 15 Issue 


CIRCULATION 
850,000 


July Issue (out June 19) 

































ing and Rotisserie cooking. 


5 years! 


All-steel construction! 











Love “SMOKE-FLAvor”? Royal Chef 
smoker-brazier’s Great Smoky hood 
captures all the smoke—or lifts for 
broiling. 4 dampers. 








ny 


000000000000000000000000000000000000600000006 


K wik-F Lick grid control. $1 9.95 














99000090000000000 


Remember—ALL ROYAL CHEF Brazier 
Firebowls are GUARANTEED for 


5 YEARS! 


xKwkekKk Kk * 
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Bupcet Favorite Charcoal-broils 
wonderful meals. Folds up in sec- 
onds, packs in very small space. 


K wik-FLIck grid control. $9.95 


DELICIOUS EATING and 
RELAXED BACKYARD FUN! 


GOOD TIMES ARE WAITING! BUY A ROYAL CHEF GRILL 
NOW! Royal Chef grills are easy to cook on, easy to store away. Get 
in on the fun and good food — cook out for family and friends — 
choose from 39 designer-styled Royal Chef models, priced $4.95 to 
$299.95. At hardware, sporting goods and department stores coast to 
coast. Chattanooga Royal Co., Chattanooga, Tennessee. 


“Select-a-Heat” adjustment per- 
mits heat control for both grill- 


All brazier fireboxes guaranteed 


Satin black, coppertone accents! 


+ + + + + + + HF F FF 


ENTERTAINING? WIN A REPU- 
TATION as a superb cook with this 
big-capacity Royal Chef patio grill. 
Six electrically-driven shishkabab spits. 
Great Smoky circular hood and warm- 
ing oven. 
Select-a-heat firebox 

adjustment. Rolls easily. 


olding work-table panels. 


$139.95 








America's Finest 


CHARCOAL GRILLS 
















Weppinc Girt? Or present to Dad— 
or yourself. Deluxe round grill with 
hood and electrically-driven spit. 


K wik-F Lick grid control. $59.95 
ee Re Re & BR 





Wow! 12 SuisHxasas Sprrs! Amer- 
ica’s most luxurious barbecue. 12 
motorized shishkabab and 2 roasting 
spits. 2 warming ovens, 2 fireboxes, 


cutting board, storage 
shelf, accessory kit. $299.95 
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Red Jag 


HARDWARE 
PRODUCTS 


INSECT WIRE SCREENING 


Aluminum -Bronze- Galvanized 


LAWN FENCE... GATES 
Woven or Welded Fabric 


‘Lames REALLY ONLY ONE ANSWER to the prob- 
lem of giving your customers the best quality 
hardware products made from wire. That’s to 
make sure you sell them CYCLONE “Red Tag”’ 
Hardware Products. This is the way to give them 
the high quality they have every right to expect 

. the long life, handsome appearance and de- 
pendability they demand. Hardware Cloth, 
Insect Wire Screening, Flexible Steel Mats, Lawn 
Fence and Gates, Catch-All Baskets, Flower Bed 
Border and Trellis . . . these CYCLONE Hard- 
ware Products are known all over the country to 
be unexcelled in all these features. 


“When only the best will do, 
sell your customers top-quality 


CYCLONE HARDWARE PRODUCTS!” 


FLEXIBLE STEEL MATS 
Clean Better-Last Longer 


& 


HARDWARE CLOTH 


CATCH-ALL BASKETS 
198 Separate Welds 
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To get your share of the big available market, 
give CYCLONE Hardware Products prominent 
display space in your showroom. And make sure 
that they are identified with the nationally known 
CYCLONE “Red Tag” label—the symbol of 
highest-quality hardware products. 

Check your stock of these items right now. If 
it isn’t adequate, contact your CYCLONE 
jobber immediately. 


CYCLONE FENCE DEPARTMENT, 


AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION, WAUKEGAN, ILLINOIS 
SALES OFFICES COAST-TO-COAST. 
UNITED STATES STEEL EXPORT COMPANY, N. Y. 


USS CYCLONE “eec79" HARDWARE PRODUCTS (¢) 
es Es a EO eee 
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Welded Edge-Woven Fabric 
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LOCKS TIGHT 2A © 
TO FUEL TANK 


THE ONLY MULTI-FIT 












EXCLUSIVE LOCK-ON 





LEAVES BOTH HANDS 
FREE for faster, easier 
refueling. Positive air 
vent in lock provides a 
steady, rapid flow. 





profits for you. 





REMOVABLE FINE MESH 
BRASS SCREEN filters fuel. 
Held in place by retainer 
ring. 













GENERAL METALWARE COMPANY 


! ' ee ee ee ee eee MINNESOTA 


HARDWARE AGE, MAY 9, 1957 






TRACTOR FUNNEL 


SAFER... FASTER... NON-TIP 


Now is the time to feature this funnel for volume sales. 

Every tractor owner is an immediate potential cus- 

tomer and every sale brings you big profits. 

€ ping and ‘caine ge. ‘The ‘“Mutti-Frr’ Lock-On Tractor FUNNEL has a 
nomical—Safe! three way locking device that fits the gas tank filler 

necks of all popular tractors. 


THE ONLY FUNNEL TO OFFER ALL THESE SALES FEATURES 
e Exclusive Patented Design. e Fits all popular tractors. 


e Locks quickly and easily, same 
as any gas cap. 


e Priced low for volume sales and 
















¢ 
- 
4 


<A 





e Made of heavy galvanized 
steel. 


e Steel wire ring reinforced bowl. 


STOCK UP NOW! Order From Your Wholesaler. 
Mail Coupon Today. 








General Metalware Company, Dept. HA 
1401 Central Ave. N.E., Minneapolis 13, Minn. 


Please send 
[] More information. 
(_] Name of nearest wholesaler. 
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40,000 candlepower sealed-beam headlight 
and a flashing red beacon make this light 
a must for motorists, campers, sportsmen 
and homeowners. Silver contact switches; 
brilliant chrome finish; lightweight and 
comfortable to carry. Radar-Lite is 
America's leading sealed beam flasher 


lantern. Retail: $11.95 with battery 
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Radar-Line Accessories 


Storage bracket, lens guard, carrying strap and other 


MODEL TW7 (Brilliant Chrome) accessories are available for all aoeens -Line peorew. 
MODEL TW8 (Lustrous Copper) eee ee, eee for the sheet showing the com- 


om! Backed 
; | ; history 
=% Life 








Batteries for: Flashlights, Lanterns, Toys, Ignition, Telephone, 


mp. MAKE LIGHT OF THE DARK 


Radar FUaafe 


Low cost emergency flasher gives 85 
hours of continuous service. 250,000 
life-saving warning signals visible a 
mile. Steel-clad battery is leakproof, 


a 
r* weatherproof. Ideal for autos—air- 
ports—docks—police and fire depart- 
ments—highways. As essential as a 
tire jack. Packed in individual stor- 


age cartons. 





Electronics. Flashlight Cases, Penlights and Pocketlights. Contact Your Burgess Distributor Today! 




























ee 
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America's newest focusing lantern. Over-size 
head and large reflector give a long clear beam 
or wide flood of bright light with a twist of the 
wrist. Has comfortable handle. Silver contact 
switch is positioned for one-hand operation. 
Attractive red finish. Rugged and compact—it 
is a Bearcat" for the boat, car, home, cabin or 


farm. Retail: $6.95 with battery 





- . marae Retail: $6.40 with battery 

e perfect portable light. soletes flame 

type lanterns. Gives safe bright light at the NEW—Powerful battery 

flick of the switch. Illuminates a wide area. Used on all Radar-Line lights 

Ideal for the boat, cabin, home, patio or Six volts. Gives 4 times the ser- 

farm. Safe for women and children. Equipped vice of old fashioned lantern bat- 

with new French gray or rust-tone batteries teries for only 2!/> times the cost 

to compliment chrome or copper finish. The —plus a sealed in 

newest idea in portable lighting. steel, leakproof 
Retail: $8.95 with batter and weatherproof 

y construction at No. TW34 


no extra cost. Battery forms its 
own case—no danger of leakage, 
corrosion or rust to damage the 


light. Retail: $2.45 





POWERFUL CONSUMER 
NATIONAL AD PROGRAM 





by the most powerful national advertising in lantern 
Consistent Burgess advertising in— 


Saturday Evening Post 


4 Look Sports Illustrated 
rs Outdoor Life True 
— Sports Afield Field and Stream 
Farm Journal American Legion Magazine 
Progressive Farmer Boys’ Life 
Mechanix Illustrated Business Week 


: oe : : ; Plus daily newspapers and Sunday supplements in America’s 
Radio, Model Ignition, Photo-flash, Hearing Aids, Industrial greatest population centers. 





BURGESS BATTERIES 


BURGESS BATTERY COMPANY 


FREEPORT, ILLINOIS 
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“9 out of 10 Prefer’... 


GLVEVIIQ? 


PLASTIC PIPE now available 
AT POPULAR PRICES 








: Widespread acceptance makes KLEARCOR the fastest-selling premium quality plastic pipe. 
© KLEARCOR has the greatest sales appeal ever because of availability at new popular prices 
: brought about by greatly expanded production facilities. No other plastic pipe sells on sight 
e so easily. The smooth, pearl-clear inner core shows it's made wholly of premium grade virgin 
: polyethylene. The black sheath provides protection against checking in sunlight. 

; KLEARCOR is the overwhelming choice of all users of plastic pipe. Research shows KLEARCOR 
> is chosen by 9 out of 10 dealers in preference to ordinary plastic pipe. Our customers are 
. enthusiastic about KLEARCOR—increased sales will make you enthusiastic too. Lightweight, 

“e flexible, corrosion-proof, smoother-greater flow, KLEARCOR lasts indefinitely. Really a seller 


°. for Home Water systems, Farms, Jet Pump Well installations, Municipal Water Lines, Food 
x Processing applications, Chemical Processing solutions and Water Distribution lines. 
“Wie (R) Registered Patent Pending 


NEW WESTERN KRALASTIC DROP PIPE 


Permits the use of plastic pipe to be set at greater depths than ever before. 


Check these advantages of WESTERN KRALASTIC DROP PIPE 
for Twin Pipe Jet Pump installations: 

















¢ Manufactured of 100% virgin Kralastic; heavy wall protection against 
burst or collapse: smooth walls improve flow, cut friction loss. 


© Lightweight—less than one-tenth the weight of equivalent iron pipe. 
¢ Easy to handle—offered in 5’, 10’ and 20’ Joints. 
¢ Pressure rating of 150 pounds per sq. in.—used to depths of 250 feet. 


¢ Complete with fittings attached; no solvent welding or clamps needed; 
no special tools needed; easy to take apart. 


© Corrosion resistant; will not rust or rot; lasts indefinitely. 
¢ Greatest economy; popular prices. 
@ Sizes: 1” x 1%”, and 1%” x 1/2”. 











[ | tam interested in a dealership. 

{ | Please have representative contact me. 

| | Please send literature on KLEARCOR PIPE. 

[ | Please send literature on KRALASTIC DROP PIPE. 


. 
4 BTTI 


Write, Wire, Call: 








WESTERN PLASTICS CORP. :amauee 
Box [Lui Hastings, Nebraska city COUNTY STATE 











Phone 3-136] 


Name and address of your distributor 





PTT TILER 
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RED JACKET 














FOR THE MONTH OF MARCH 1957 


HERE THEY ARE! s== 
























Rochester, Minn. 


$ 


$ 00 WINNER 


PAUL B. DUNE 
2085 Ashland Rd., 
Mansfield, Ohio 





ves 4 
fr a: oh? 
~* ? \ 
$ 00 WINNER . 00 WINNER yh yr 
“s/ PS 
S & L PLUMBING, MERRIDITH we / Sue i 
Inc. PLUMBING & 
312 S. Broadway HEATING CO., 















West Liberty, Ia. 


; ~ ' 
~ aS oe: 
a - *e Bs 
Pa? 


00 WINNER 


ARTESIAN WELL 
& PUMP CO.., 
Boise, Idaho 









"CJ" CONVERTIBLE AND 
WELL PUMPS AND WA 





FEATURES 


PROFITABLE SALES 
xe CONVERTIBILITY 


economical conversion f 


when necessary. 


%& FLEXIBILITY 
30 and 42 gallon pressure t 


or vertically, self-priming 
either position. 


*% PACKAGING 


Both the ''SJ"' Shallow Well 
"CJ"' Convertible water system 
are completely packaged — 
THIS ready to hook up. 
COLORFUL “ ey 
Available in an > 
Free DISPLAY motor sizes with 4, 12, 30 
SELLS PUMPS 42-gallon tanks. 
- + PUT IT 
TO WORK 
FOR YOU! 





- 
————_ =e of 
eee NF LOW PRICE "See 
= es 
ea 








tance ins 
= RED JACKET — 


service 
products 


RED JACKET oavenrosr. tow, 
"The Choice That's Made Friends" — SINCE 1878 
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ANOTHER LINE OF WINNERS...RED JACKET 


THAT MAKE EASIER, MORE 


The "CJ" line features quick 


shallow to deep well operation 


can be set either horizontally 


se RANGE OF MODELS TRY AGAIN! 






""SJ'' SHALLOW 
TER SYSTEMS 








rom 


anks 


MAY IS WATER 
SYSTEM MONTH 


in 


and 





H.P. If you are not one of the lucky winners 


above, try again. Send in your entry card 
for the April drawing. Ask your jobber 


salesman for entry card. 


and 


scocccccccessossos MALL COUPON TODAY eccececececoces 


RED JACKET MANUFACTURING CO. 


Dept. HA-57, Davenport, lowa 


[' would like to have one of your complete catalogs 
' and price sheets on your new Models "CJ" and "SJ" 
Jet Water Systems. 





NAME 





ADDRESS 





ciTyY STATE 





NAME OF YOUR JOBBER 
















——EE ——— -—_— 





Danny Suows How Your Sates Can Grow! 


——_ 








End-o-Pest and End-o- 
Weed Products make 


complete 
Stock them—Display them 


Priced to give you a good 
profit. Promoted to give 
you fast turnover 








They buy the brands they know best: 
End-o-Weed and End-o-Pest, 


Danny and his helpmate Dot 
Look over lawn and garden plot, 





Soon discover that they need 
Help in fighting pest and weed. 


pene emt ee ne em ce A ee 


From the makers of Vigoro! 
That’s how your sales and profits grow! 


j 
| 
' 
I 
! 
i 
] 
. your garden department 
| 
| 
| 
| 
| 
| 
| 
| 
I 
, 
i 
r 
























LAWN WEEDS 





saad age 







GARDENERS COUNT ONIT! 


Instant Vigoro Complete Water- 
Soluble Plant Food is ideal for 
house plants, transplanting and 
supplemental feedings of every- 










plants in matter of hours. 









30 


End-o-Pest 
Rose Dust 


““Best,’’ say rose grow- 
ers. Controls all pests 
and diseases for which 
cures are known today. 
Easiest to use, most ef- 
fective. In handy re- 
fillable dust guns with 
refill cartridges and in 
20-0z. packages. 








End-o-Pest 
Garden Spray 


Contains Malathion for 
sure death for hard-to- 
kill insects that attack 
vegetables and orna- 
mentals. Easy to mix. 
Safe. Used throughout 
growing season. Avail- 
able in 2-oz. and 6-oz. 
sizes. 











End-o-Weed 
Lawn Weed Killer 


Sure death for weeds. 
Doesn’t harm grass. 
Easy to use, especially 
with Side Spray that 
fits ordinary gallon jug. 
Available in 8-oz. and 
qt. cans. Special End- 
o-Weed for crabgrass 
and chickweed in 7-oz. 
and 22-o0z. cans. 


/ 





Vigoro, End-o-Pest and End-o-Weed ore trademarks of Swift & Company 


- 


— 


a Plant Food Division ¢@ 


The BIG line for BIG profits 








ae ~ Stock and display these Vigoro Plant Foods too: Hii. ~ 


a ~ 
7,’ Vigoro Complete Rose Food ® Special Vigoro for camellias and ™ 
; azaleas * Vigoro plus Chlordane * Vigoro Complete Plant Food \ 


| GOLDEN VIGORO COMPLETE LAWN FOOD =| 


Chicago, Illinois ‘gpa - 


—_— 
=<“—aH—_asear aaa oo 


End-o-Pest 
Garden Dust 


Big repeat item. Used 
regularly to control all 
types of fruit and vege- 
table insects and dis- 
eases. Safe to use. Avail- 
able in applicator guns, 
refill cartridges and 2.- 
lb. canisters. 





End-o-Pest 
Tree Spray 


Big seller, protects 
home owner’s favorite 
trees — evergreen, fruit 
and ornamental. Con- 
trols chewing and suck- 
ing insects and many 
fungus diseases. All 
purpose. Available in 1- 
lb. and 3-lb. canisters. 





End-o-Pest ARC 
Ant and Lawn 
Insect Control 


In two forms: Dust— 
available in 1-lb. and 4- 
lb. canisters, controls 
ants, grubs and other 
soil insects. Liquid 
form—in 6-oz. and pint 
bottles—controls 
household pests as well. 


oo 
“~ 


= 
‘ 
\ 


; 


a — gy a gpa st i” See your local Vigoro Plant Food Representative or write Pg 
ouble-acting: s plan u ‘ a 
both leaves and roots. Benefits rite: SWIFT & COMPANY ae 


- 
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SPLIT-PHASE MOTORS 


WESTINGHOUSE SPLIT PHASE MOTORS 
Model ‘Retail 


















HP RPM aye Application Mtg. Shaft No. = Price 
1/4 1725 General Duty Rigid %” 4K264 $17.96 
1 es 1725 General Duty Rubber %” 4K265 18.63 
1/3 1725 General Duty Rigid %” 4K268 18.96 
1/3 veh 1725 =D General Duty Rubber 12” 4K267 19.63 
1/2 1725 General Duty Rigid %” 4K284* 29.91 
1/2 1725 General Duty Rubber 58” 4K308 28.73 
1/2 3450 Power Tools Rigid %”" 4K288* 31.48 


OVERLOAD (KLIXON) BURN-OUT PROTECTED 


1/4 1725 General Duty Rubber 42” 4K320 $20.44 
1/3 1725 General Duty Rubber %” 4K330 21.44 


SPECIAL-PURPOSE SPLIT PHASE MOTORS 


1140 Air Circulators Rubber " 4K307 $30.20 

2” 4K448 .O1 
2” 4K601 24.65 
°” 4K318 22.44 


12 
1140/860 Air Circulators Rubber %” 
1725/1140 General Duty Rubber ! 

1725 Oil Burner Flange |! 
1725/1140 T/E Fan Duty Rubber '2” 4K541§ 34.15 
‘3 1725/1140 General Duty Rubber %2” 4K603 26.92 
1725/1140 General Duty Rubber %” 4K691 39.65 


BALL BEARING SPLIT PHASE MOTORS 


1/4 1725 General Duty Rigid ‘'%” 4K730§ 20.30 
1/4 1725 General Duty Rubber '” 4K731§ 20.96 
1/3 1725 General Duty Rigid ‘%” 4K592 23.33 
1/3 1725 General Duty Rubber %” 4K445 23.66 





115V. 60 Cy. continuous duty. Nema 56 frames; base to shaft center, 


Westinghouse Motors 


QUICK DELIVERY from LARGE NEARBY STOCKS 





3%". Rotation easily reversed. Mounts in any position. Mtg. holes, 
4%x3". Type FHT. (*) Double shafts. (§) Dayton brand. 




















CAPACITOR MOTORS 


WESTINGHOUSE CAPACITOR MOTORS 
Model Retail 
0 








— > oom Mtg. Brags. __ Shaft No. ___ Price” 
1/4 1725 Rubber Sleeve 5” 4K274 $27.75 
1/3 1725 Rubber Sleeve %& 4K275 35.15 
1/3 pi 1725 Rubber _ Ball Sg 4K6375 33.86 
1/2 1725 Rigid Sleeve % 4K278 37.98 
1/2 1725 Rubber Ball oy 4K543 38.96 
1/2(7) 1725 Rigid Ball Sy 4K547 140.50 
1/2 x 1725 ‘ Rigid Ba Sleeve : Sy ae 4K692 _ 35.63 
3/4 1725 Rigid Sleeve 58 4K693 43.60 
3/4 1725 Rigid Sleeve %4 4K277 # 55.45 
3/4 1725 Rubber Sleeve 3, 4K 447 56.12 
3 4(=) 3450 Be 7 Rigid ee Sleeve _ Wy x 4K526 _ 41,04 
1 1725 Rigid Sleeve 3 4K276s 77.84 
1-1/2 1725 Rigid Sleeve °% 4K313<\ 105.80 





Above motors are 115/230V, 60 Cy, except for Nos. 4K274, 4K278, 
4K 543 and 4K 547 which are 115V, 60 Cy. Continuous duty. Rotation 
easily reversed. May be mounted in any position 

(+t) Manual overioad protection. (4) Double shafts. (§) Dayton brand. 


GRAINGER MOTOR BOOK 


7 








Dealer's reliable buying 
guide for 1/100 to 30 HP. 
electric motors. Over 300 
kinds of standard brand 
} motors listed; also fans, 
| tools, pumps, blowers, ap- 
} \ pliances, etc. 
























“d Pe SRS se ae Sa 





Get More 


create plus profits by — doe 

1:4 even if in a modes f 
yom new equipment motor 
can sell runs into millions © 






Any dealer can 
electric motor re 
The replacemen 
ness that — 
rae pono from Grainger supply al 
Lerge electric motor stocks amen yntll 
Liberal dealer discounts—low® = 

Free delivery in cities listed a ee 
Your orders shipped same day t a. 
Off street parking while making P 


1. 
2. 
3. 
4. : 
: Exclusive wholesale policy maintained. 
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Motor Sqles—We ll Help You. 




















ry to a minimum. 
sble when needed. 
lable to you. 

is used daily by 
They stock and 
bove and are 
of Westing- 


: invent 
We help you keep Inve 

Hy Grainger salesmen availa 

9 Free retail price catalog ava 

| i ly service 
rainger motor supp 

Peewee of — ig ory - 
tinghouse Motor 

poe Fo “ a the wide acceptance 


house brand preference. 


w WLRAINGER.INC. 


Ss. Oakley Bivd.. Chicago 12 


General Office 118 


























other pliers 2 to 1 








SELL GTICA.- 


® 


UTICA DROP FORGE & TOOL DIVISION, KELSEY-HAYESCO., UTICA 4, NEW YORK 


Hallmark of Quality since 7895 


52 HARDWARE AGE, MAY 9, 1957 














the rook the oyporte use | 


FAMOUS BRAND NAME Most wanted name in pliers and other high-quality hand tools since 1895 
WORLD'S MOST COMPLETE LINE--Pliers for every purpose. Over 160 different types from stock. “‘Specials’ 
designed for special needs. FINEST QUALITY~— Utica pliers are drop-forged for rugged strength. Electronic 
induction hardened on wear surfaces for greater durability. UNCONDITIONAL GUARANTEE~— Every pair 
of Utica pliers that you sell is backed by Utica’s famous Unconditional Guarantee. No questions asked! 
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Are you using the only 
staple designed especially 


for ceiling tile? 


e No more protruding staples! Unique leg design of Arrow’s 
CEILTILE staple enables it to be driven flush; penetrates cleanly 
without fracturing tile. Insures perfect fit of each and every tile! 





e No more buckled tiles! Special divergent leg that locks 


“TesTeD ann APPROVED BY TOP securely into wood plus special rosin coating assures tremendous 
- CEILING TILE MANUFACTURERS ! holding power. Staples do not pop out! 


USE WITH ARROW’S T-50 ALL-PURPOSE GUN TACKER 


Absolutely jam-proof! Can’t jam even when ° 
shot against metal! Same gun takes 6 dif- 
ferent staple sizes. Use for ceiling. tile, in- 
sulation, upholstery and hundreds of other 
fastening jobs. 








Jobber-distributor plan! Send for details 
plus price list and complete catalog 


Jarow FASTENER La... JE. 5010 ONLY THROUGH THE TRADE 


ONE JUNIUS STREET, BROOKLYN 12, NEW YORK 


corn co mM PANY 
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now, in power tools, too, 


it’s right for you 


it’s right for 
your customers 


anyway you look af ¢ ... Remington Tools by Mall are right for everybody...right for every job! 


Never before such an opportunity! 


Now, the famous Remington name—known for quality in sporting 
firearms and ammunition for 141 years—is associated with the complete 
line of well-established, precision-built Mall power tools. 
Just think what that means to you in power tool sales! Build profit- 
able new business now by offering the complete Remington line of 
Mall Tools. ‘The market is tremendous because Mall Tool Company, 
Division of Remington Arms Company, Inc., builds power tools for 
every need—farming, industry, construction and home workshops. 
A hard-hitting advertising campaign in 30 publications with a total 
circulation of 20 million will bring customers into your store—pre- Belt and Orbital type sanders for 
sold on Remington! Better have a representative stock on hand. Don’t ee ee | 
delay! Just fill out the convenient coupon. ee ee 


Electric Drills in many capac- 
ities. Precision-built. 


MALL TOOL COMPANY, Division of Remington Arms Corwpany, inc 


Dept. E11B, 25000 S. Western Ave. + Park Forest, lilinois ates 
Please send your new power tool catalog with address of nearest 
distributor. 


Name 
Malt’ MALL TOOL COMPANY 


Division of Remington Arms Company, Inc. Address 
25000 S. Western Ave., Park Forest, Illinois 


In Canada: Mall all Tool Lid., 36 Queen Elisabeth Bivd., Toronto, Ontario, Canada — EE State 
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THE CRESCENT wacons 


Vt el iiiale 


Spring, summer, fall and winter too, Crescent’s 
fleet of specially equipped station wagons are 
hitting the trail...north, south, east, west... 
to visit Crescent Dealers across the land. 

The Crescent man will come loaded with 
merchandising ideas, eye-catching display ma- 
terial, and new tools galore. He will help you 
plan a complete tool department in surpris- = ———. | oy 
ingly small space. He will tell you about a . —- © | | 
dozen sales gimmicks that he has picked up “a : — ‘ ey (4 
in his travels. a 

Crescent, ‘“The Hardware Line’, now includes 
Adjustable Open-end, Box, Socket and Pipe 
Wrenches; Pliers of all types for gripping, 
cutting, twisting and forming; Tinners’ and 
Aviation Snips; Screwdrivers; Hacksaw 
Frames and Blades; Punches; Chisels; Star 
Drills; Nail Pullers; Scratch Awls; and many 
kits and assortments including these items. 

Wait for the Crescent Wagon! 





(CRESCENT TOOLS > 


Sign of lhe Cfrtisan 
Fyn of Crccllence 


Crescent is our trade-mark, registered in the United States ond abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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OFL Drills of every type .. . for every purpose... in 


compact, handy sets that appeal to hobbyists, farmers 
and mechanics. The famous symbol ona drill means QUALITY. 
Sold in sets, the quality multiplies ...and so do the profits ! 












ORWLS ; - 


for ETE 











a 5. ease 
ee H-56 
Regular Length Drills for General Use Short Length for use in Electric Drills Metalworking Drills With 4” Shank 
Plastic container holds 11 high speed Home length drills, “Ys” to %" by Sizes %c” to 4", all with 4” shanks. 
drills, Ys” to YW”. Also with carbon 64ths, in steel case. All drill sizes Steel container with smooth-fitting 
steel drills (No. H-22). plainly marked. slide cover. 











Carbide Tipped Masonry Drills Woodworking Drills With 4” Shank Bit Stock Drills 
Tough, flexible plastic container, with Sizes 4" to %", all with '4” shanks. For metal or wood. Clear plastic case 
6 efficient masonry drills in popular These drills cut fast, with little effort holds 9 drills, “4s” to %”. Ideal for 
sizes—He"” to %”. or power. home and farm. 


Ask your Wholesaler about these and other CLEVELAND Drill Sets 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
® Stockrooms : New York 7 + Detroit 2 + Chicage 6 + Dallas 2 + Son Froncisce S + Los Angeles 58 
E. P. Barrys, Lid., London W. 3, England 


CLEVELAND HARDWARE WHOLESALERS EVERYWHERE ARE READY TO SERVE YOU 
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SELECTION OR 


DO 31.2” “more BUSINESS 


. “OPEN-DISPLAY’? . 





| GRAND RAPIDS 





..- AT LOWER OPERATING COSTS! 


“*CUSTOMERS SELL THEMSELVES”’ 


Probably the most repeated remark made by owners of Bulman 
equipped stores — because it’s true. Bulman’s unique flexibility of 
pegboard backs and accessories with sloped or straight shelves pro- 
vide greater “sell” for all types of merchandise. 


won TESS DESIGNED oe we 


me ee 


—F ia 2 a Ae ey 
Loi 


Ads venaialian scobnaemin' 
: ee al 


Now here are fixtures specially designed and engineered for “home” 
& hardware stores—with the strength and versatile flexibility to handle 
your merchandising requirements. And Bulman has the know-how in 
planning and merchandising that adds thousands of dollars to your sales. 


*Sales increases averaged 31.2 per cent 


nationally in Bulman Engineered and 
Equipped stores. 


THE 


Offices in Principal Cities 


Write, wire or call Dept. HA-57 


BULMAN EQUIPMENT — DESIGNED 
SPECIFICALLY FOR 

HARDWARE STORES — 

INCREASES DISPLAY 50 - 100% 


Bulman modern steel fixture designs provide 
greater strength, greater display space in less 
floor space for effective mass display selling of 
every type of hardware merchandise. Sloped 
or straight shelf merchandising “hands” mer- 
chandise to customers for increased selling 
impact. Bulman steel fixtures, bonderized with 
an automotive baked enamel finish cut over- 
head, offer low cost maintenance, too! 


NOW BEING PROVED IN 
HUNDREDS OF HARDWARE STORES — 
THOUSANDS OF OTHERS 


Bulman’s proven methods of merchandising on 
modern steel self-selection fixtures are increas- 
ing the sales of hundreds of “home” stores (and 
25,000 others). Successful stores look ahead, go 
ahead when they choose steel fixtures from 
Bulman — stores like R&S, Moores, Penn- 
Jersey, Strauss Agency, many others, 


WHAT Bulman DOES FOR YOU 


1 Plans (and installs) a store engineered to 
your type of operation. 


2 Provides a merchandising plan to increase 
sales. 


Trains personnel in modern selling 
techniques. 


Cuts overhead costs with bonderized steel 
and automotive baked enamel finish. 


Gives you stronger, more versatile steel 


equipment. 


Offers complete merchandising display 
techniques and accessories, 


ula CORPORATION 
Grand Rapids 2, Michigan 
The Greatest Name In Steel Equipment For Self-Selection 
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DU-8 SANDER 
Fastest cutting 
machine in the ro 
rental field 





C-5 EDGER 

POE §=6Perfect for 

‘ ’ sanding hard- 
to-reach spots 














FM-12R RUG SHAMPOO 
MACHINE 


For easy, thorough 
shampooing of all 
rugs and carpets 


FM-12 FLOOR 
MAINTAINER 


Scrubs, polishes, 
shampoos, waxes, 
and steel wools 








SANDING MACHINE COMPANY 





NAME 
305 East Clay Avenue, Muskegon, Mich. 
Authorized Sales Representatives and Service Branches STORE 
y and Distributors in Principal Cities 
f STREET 
. In Canada: Clarke Sanding Machine Co. (Canada) Ltd. 
aw we 21 Advance Road Toronto 18, Ont. 
Yu CITY STATE 
ennne 
NN ec te Pe BRT Se RC ce oe 
\ 


Clarke DO-IT-YOURSELF 


RENTAL MACHINES BUILD BIG PROFITS FROM: 


RENTAL FEES — the tremendous demand for these 
popular do-it-yourself work-savers give you dollars for dimes. 
In no time at all your Clarke rental machines pay 

for themselves in rental fees alone. 


RELATED ITEM SALES — rhe profit really pours in 


from sales of sandpaper, sealer, filler, wax, shampoo 
. . everything required to finish floors or shampoo carpets 
and rugs. You cash in doubly on your rental department. 


INCREASED STORE TRAFFIC — A Clarke do-it-yourself 


rental department brings new customers — keeps old 
ones satisfied. And, all this with no increase in overhead! 


COMPLETE MERCHANDISING PLAN — Easy-to-use 


window streamers, posters, shelf strips, postcards, 
newspaper mats, flasher sign, instruction booklets give you 
the most complete selection of promotional aids in the 
rental field — a proven merchandising plan to establish 
your store as a Clarke rental equipment headquarters. 










Mail coupon for full information 
on the complete Renta Clarke sales 
plan, the pioneer plan of the 
do-it-yourself rental field designed 
to build bigger profits faster. 





Write today for illustrated literature 
on Clarke's 3 Way Profit Plan. 
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anniversaries . .. so many gift occasions right now! Drills. They’ll be back buying B&D attachments and 
And you can make them pay off in extra sales by accessories for themselves; new drills for gifts. Give 
promoting Black & Decker Tools and accessories. your sales a Summer boost . . . display and sell B&D 
Don’t forget the ready-made sales you’ll get from Tools and accessories. Y ou’|l see the profit difference! 


Check your B&D stock now. 
If your inventory is running 
low, reorder from your whole- 
saler, for bigger gift sales. THE 
Brack & DECKER MFe. Co., 
Dept. H-505, Towson 4, Md. 


60 


Get more than your share of gift sales 
... display B&D 14” Drills and Accessories! 


Father’s Day, birthdays, graduations, weddings, 


Black & Decker Dealers 
ATTENTION! 


New Hedge 
Trimming Attachment 


Safe Saw 
Attachment 


Handy Screw 


Driving Attachment Orbital Sanding 
Attachment 













those 2-34 million families who already own B&D 















|| Find Your 84D | 
Wholesaler in | 
"Yellow Pages’ 


Cy |) Look under "Tools-Electric”’ 


Ask your wholesaler about this 


new U-1140 Merchandiser. World’s Largest Maker of Portable Electric Tools 
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KRAEUTER TRI-BRITE NO. 256 





KRAEUTER TRI-BRITE FINISH 


The full polish chrome plated mirror 
finish will make these slip joint pliers 
with milled jaws and wire cutter a 
sales leader. The Tri-Brite #256 is 
available in 6, 8, 10 inch size. Priced 
from $1.19. 





Use Kraeuter’s 
new exclusive 
hanger-hole for 
| displaying the 
° 0. eae Tri-Brite and 
Duo-Brite pliers. 
Your customers 
will welcome this 
new hanger de- 
vice for easy, 
neat, tool stor- 
age. 
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Kraeuter _ 





NB 
>, Brite’ < 


~ Finishes 


“The finest— ADD finishes i in the history of quality 
pliers; makes tool department sales extra bright.” 


KRAEUTER DUO-BRITE. NO. 156 





KRAEUTER DUO-BRITE FINISH 


The same high quality slip joint 
pliers as the #256 but the Duo-Brite 
#156 carries the bright chrome plate 
finish. Also available in 6, 8, 10 inch 
size. Priced from 89¢. 


BUY THE FINEST BUY KRAEUTER BUY AMERICAN 


AS MODERN AS TOMORROW 


kraeuter &co.inc 


FOR 100 YEARS THE FINEST IN HAND TOOLS 1860-1960@ NEWARK,.N. J, 


KRAEUTER HI-BRITE NO, 056 








KRAEUTER HI-BRITE FINISH 


High quality slip joint pliers that 
will make sales mount. Hi-Brite 
boasts a special satin chrome finish. 
The #056 is available in 6 and 8 inch 
size. Priced from 69¢. 

*Trade Mark 





61 














MAKE YOUR SLOW SEASON A GO SEASON! Summertime sellers are 
hard to come by, so in '57 latch on to De-Moist—the proven way 
to make hot, humid weather pay. Ask your distributor about the 
great new assortment deal that’s available now! 


New Assortment No. 1178 
SHIP. WT. 13 LBS. RETAIL PRICE 


7 12-02. Closet Size $9.73 
($1.39 ea.) 
50-oz. Sneen Size $9.90 


$4.95 ea.) 
$19.63 
Your Cost $11.78 


YOUR PROFIT $7.85 


DRIES UP 
HARMFUL 
DAMPNESS 

THAT LEADS To 
MILDEW, RUST 
MUSTY ODORS 


? DAMA WSL VR PAD WEVSE a : 


OPEN STOCK (Fair Trade-Price Protected) 


pot Cane 
$16.68 


For Best Discounts, Order In Case Lots 
Nationally advertised to over 9 million through your Sunday Newspaper Magazine sections. 


£0 saga STOCK—DISPLAY—ORDER TODAY ! 
SEN? Ovi G. N. COUGHLAN CO., West Orange, N.J. 


Mfr. of Nationally Advertised Chimney Sweep, Process 33, New Easy-Aid Oven Cleaner, ‘Cops’ Sponge Copper Cieaner, etc. 
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MORE COOKING AREA 
Square shape gives 20% more 
area than round models. Round- 
ed corners for easy pouring. 


ACCURATE HEAT CHART 
Handle chart above Signalite 
gives correct heat for the best 
cooking of all types of food. 








THERMO-CONTROLLED 
HEAT. Dial any heat from “off” 
to 420° and it’s thermostatically 


controlled for perfect cooking. 





iT’s WASHABLE. You can 
immerse the entire frying pan 
and the controls up to the Sig- 
nalite for easy washing. 


~ 


Automatic 
FRYING PAN 


LIFTS LID ON SALES 








y BIG I 2.N. SIZE 


*3°°9 COVER AND A 


NEW LOWS 29 ag 


PRICE 
A $25.95 VALUE 


Give them the cover they need, FREE, and watch those sales figures 
rise. For a limited time, Universal is offering this special inducement to 
your customers . . . a big $25.95 value for only $22.95! Today’s hottest electric 
houseware, with the famous Universal Trademark, with all the features to 
make it tops .. . and a FREE $3.00 lid. . . it’s a bargain they'll all want, so 
STOCK UP NOW! SEE YOUR DISTRIBUTOR TODAY! 





Qe. ANOTHER “HONEY” IN UNIVERSAL’S SPRING SELLING SPREE 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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. . saab 


Or, OUT-ADVERTISES © 


AND OUT-SELLS 





ALL OTHER LINES 


PUT TOGETHER! 

























@ Here’s the Jeadership line of metal 
household stools . .. the one complete line 

. the only line your customers ask for by 
name! Sixteen matchless models, all smartly 
styled and sturdily constructed ... with 
smooth, washable surfaces in a host of dec- 
orator colors. Remember: Cosco backs you 
with more national advertising, and more 
free sales aids, than all other lines put to- 
gether. And Cosco sells rings around all 
other lines put together. So forget the rest 
and sell the best! Contact your distributor 
today, and discover how it pays to concen- 
trate on Cosco! 


HAMILTON MANUFACTURING CORPORATION « COLUMBUS, INDIANA 


ILLUSTRATED AT RIGHT: 
4-M De Luxe Step Stool, $13.95 + $14.95* 


4-A Special 40-A Super DeLuxe 3-G DeLuxe 
Step Stool Posture Step Stool Kitchen Stool 
$9.95 « $10.75* $17.95 « $18.95* $10.95 « $11.75* 


*Price Colorado and west. All prices shown are retail list. 
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<— 
* Guaranteed by © 
Good ee 


StOOLs 


5-E Utility Stool 
$3.45 « $3.75* 





Nw new CAROL EXTENSION “CORDSETS” 
in eye-catching displays to sell on sight! 


Available in both red and black, each Carol 
Cordset is specially packaged in a heavy-duty 





box which opens easily into an eye-catching, hard- 
selling display case that occupies little counter 
space. Every set is clearly labeled to simplify 
selection, storage and inventory control. 


® SELL THE COMPLETE LINE 
CAROL CABLE COMPANY 


Seven different lengths in 2 gauge sizes meet every 
Division of The Crescent Company, Inc. 
Pawtucket, Rhode Island demand. All attachments are molded on for long life. 
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There's 
only one 


SPACKL | 


Largest-selling surfacing compound in the 
world! Painters have always insisted on 
(je Spackle — and now homeowners and ‘do-it- 
eee yourselfers are demanding. it, too. Nationally 
ee i advertised Spackle has millions of satisfied re- 
peat customers — they buy it in dry or paste 
form. Sell Spackle as the best insurance for a 
good paint job. 7 


® 
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This is your wax °° 


ULTRA GLOSS 


SELF-POLISHING FLOOR WAX 


Here’s the quality floor wax that is 
sold only through hardware, paint 
and department stores. No super- 
market competition! Ultra Gloss out- 
wears and outlasts ordinary shellac 
type waxes because it contains gen- 
vine Carnauba No. 1. Build a steady 
repeat volume with Ultra Gloss—the 
wax that offers consumers a “triple- 
your-money-back” guarantee. 





WRITE TODAY FOR THE NAME OF YOUR NEAREST DISTRIBUTOR 


THE MURALO COMPANY, INC. 


New York * Chicago * Los Angeles 
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Sales riot! 


Now! Expandable Tissue Dispenser yours separately. 


No. 2934— White, 
yellow, pink, tur- 
quoise, green. Retail 


price 
$1.49 





e Lid telescopes . . . expands to hold largest economy- 


size tissue boxes. 
e Exclusive top opening dispenses all brands of tissue. 


¢ Unbreakable, smartly-styled, easy to clean. 


THE WOOSTER RUBBER COMPANY 
Wooster, Ohio 


new! 


Kidlbeunuid, vanity set 









fan adidne v'n's 


No. 8870—Black tray with white, yellow, or pink containers. 
White tray with turquoise or green containers. Retail price 


$3.98 


Exclusive combination of materials: 


Non-skid, rubber-cushioned tray protects even finest 
furniture surfaces. Three unbreakable plastic con- 
tainers add color, blend with any room decor. 


Styled right: 


4-piece set holds every beauty aid in one convenient 
spot. 


Priced right: 


Another Rubbermaid impulse item, priced to move 
in volume. 


Gift-packaged: 


Eye-catching package adds extra gift-season appeal to 
an all year ’round best seller. 
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GEILE your high ting tor more 
pleasant SUMMER LIVING... 


INDOORS OUTDOORS 


Beauty Tene™ Aqua for th: 
ook of cool comfort. This por 


K Of 
ular member of 
Beauty Tone 
vied, act 


s varm colors, 
See WHE Tiythd oe 


ft ; 


’ 
Westinghouse Bug-A-Way™ 
llow bulbs. These ar ng 


fe) (ola itl Mm ole iial-ts i elereliilare 
display! 25" diameter, 34 
high. Removable base for 
Thy-Melameeltlal(-iamaleliol Mel@Me): 
Toles Mad ol Mol Mm oltlio Mam clelis 
60 watt and 100 watt sizes 


TO MAKE EXTRA SUMMERTIME PROFITS FOR YOU 


Here’s a great new concept in light bulb mer- 
chandising, originated by Westinghouse to give 
your summertime light bulb business a two-way 
boost. Westinghouse Beauty Tone Aqua and 
Bug-A-Way bulbs are naturals to sell together 
and increase your hot-weather profits. Each has 
already established tremendous acceptance— 
and now with this new idea of “‘Light for more 
pleasant summertime living,’’ your customers will 


you CAN BE SURE...IF its Westinghouse (W) 
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buy them in pairs and grab ’em by handfuls. 
And to make selling these bulbs practically 
automatic, Westinghouse has a colorful FREE 
MERCHANDISER which is yours for the ask- 
ing. Store banner, self-merchandising cases, 
counter signs, too. 
Here’s a profit opportunity too good to pass 


up. Call your Westinghouse lamp distributor 
and order today. 





TWO WESTINGHOUSE SALES BOOSTERS GET TOGETHER 


69 
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aununed tn adclmce! 


PREFERRED BY CONSUMERS 2 TO 1 
IN VAST, IMPARTIAL NATIONWIDE SURVEY 


Never before has there been such overwhelming assur- 
ance that a new line of dinnerware will sell before it’s 
introduced on your counters. New Boonton Patrician 
Patterns were consumer tested across the nation 
against best-selling competitive designs by a famous 
research firm. The patterns shown were clearly pre- 
ferred by consumers 2 to 1! 


WHAT THIS SURVEY MEANS TO YOU... 


Modern survey sampling methods revealed definite 
trends important to you. Know the preferences of 
your customers in advance! Be able to stock the right 
Boonton dinnerware for your sales area and write up 
more sales... faster! Order today from your repre- 
sentative or write for valuable ‘pinpointed’ Consumer 
Survey that reveals definite pattern preferences in 
each of 11 geographical areas, including your own. 


EXCLUSIVE NON-SLIP, NON-CHIP EDGE 
Now Boonton scientific 

cally reinforces danger one 

points with extra Mela- 

mine material. This spe- 

cial measure of hidden 

strength guards the ex- 

quisite beauty year 

after year. 


All Boonton Patrician Patterns 
attractively gift-packed. 


16-piece starter set EVERYWHERE *] 9% 


BOONTON MOLDING CO., Boonton, N.J. 
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“Waltonal Accounting Machines save us $32,290 
a year...return 74% annually on our investment!’’ 


—JACOBSEN MANUFACTURING CO., Racine Wisconsin 


“National Accounting Machines save us 
$32,290 a year — repaying 74% annually 
on our investment. 

“Our business is seasonal and highly 
competitive—a combination requiring 
the most versatile accounting equipment 
available. Our flexible and efficient Na- 
tionals have met this demand. They enable 
our operators to keep ahead of schedule. 
Peak work periods are eliminated. Current 
accounting details are always available. 


“Our use of National Accounting Ma- 
chines to control Sales Analysis, Accounts 
Receivable, Accounts Payable and Payroll 
for Jacobsen Manufacturing Company and 
its subsidiaries has contributed much to 
the success of our operations.” 


President 


THE NATIONAL CASH REGISTER COMPANY, Darron 9, o#10 
989 OFFICES IN 94 COUNTRIES 
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i 

' Jn your business, too, National ma- 
! chines will pay for themselves with 
I - 

' the money they save, then continue 
, Savings as annual profit. Your near- 
3 5y National man will gladly show 
1 how much you can save—and why 
t your operators will be happier. 
| (See yellow pages of your phone 
' book, or write to us at Dayton 
! 9, Ohio.) 
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Two and One Half Centuries of Progress 
now serve you... 


as two famous names join forces 


The merger of The American Crayon Company of Sandusky, Ohio into 
The Joseph Dixon Crucible Company of Jersey City, New Jersey, brings together 
two companies whose business lives total more than two and one half centuries. 


This, in a way, is a colorful combination, the better to serve future America 
in the worlds of color, modern design, changing industry, and education. 


The products of the two companies will continue to be promoted and sold 
separately by the respective sales organizations from their present headquarter 
locations. However, the combined resources and management will offer greater 
service to the trade, and create even greater favor with the public. 


THE JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY, N. J. 
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Revolutionary New Ice 
Crushing Principle 


crushes cube or 
lump ice! ” 
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Ice-O-Matic treats a thirsty market to a re- 
freshing idea and treats you to real cool profit! 
Just “tune-in” the size ice you want — from real 
fine to nugget-size. So simple to use. Light and easy 
to handle as a portable radio. 

Fast, quiet — the powerful motor barely whis- 
pers as it turns, yet it whirls the enclosed stainless 
steel blades with precision speed to crush ice as fast 
as you feed it in. Requires no more space than an 
electric toaster. 




















It’s New! It’s Electric! It’s from Rival... : 


WORLD’S FIRST PORTABLE ELECTRIC. | 


cE CRUSHER... /0.().IMqlie 



























Everything complete in this one beautiful unit. Nothing to attach. 
Nothing else to buy! Just plug it in and bring on the ice. 





DIAL YOUR ICE— ICE DRAWER holds HANDY ICE CHUTE— 


Selector dial adjusts te output of standard ice Safety-feed door takes 
any setting cube tray cube or lump ice 
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TRY #7! USE IT 
ANYWHERE! 





The sleek Ice-O-Matic is a handsome show- 
piece in the home. Just dial the ice you want — the 
rest is automatic. Portable — goes wherever you 
need crushed ice. 

A wonderful gift for the hostess who knows 
what crushed ice can do for drinks, fruit and sea- 
food cocktails, desserts, appetizers. Equally won- 
derful for the host who likes to be a good mixer 


Rival again leads with a dramatic new appli- 
ance to spur your sales in a vast, new, un-tapped 
market. 


Underwriters Laboratories Approved. $9Q° 


A real bargain at only 


Only at Rival ...a complete line of wall, table and electric ice crushers ...in every price range! 


Ask Your Distributor or write... 


tthe MANUFACTURING COMPANY—KANSAS CITY 29, MISSOURI 


RIVAL MFG. CO. OF CANADA, LTD., MONTREAL 
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Now on All... 


THERMDs. 


ICY-HOT” 
KEAPSIT™ 


ae 10 oz. Standard Neck 


= aus \ 
Sak , Vacuum Bottles totic 


AND TUG 
IT’S EASY-OFF 
AND EASY-ON 


PRESSURE- 
SEAL 
POLLY 
RED TOP’ 
Insulated Stopper 


e Child’s play for tiny fingers 
to remove and replace. 









—— 





1. Place stopper in neck opening 
and place cap-cup in position. 








a’ 
I — 





2. Tighten cap-cup firmly. Pres- 
sure seats stopper snugly. Proper- 
ly tightened, it can’t pop out, 
won't leak. 


ae Cap-cup holds stopper 
firmly in place. 


Easy to clean... won't 
absorb odors. 





3. To remove, unscrew cap-cup 
and lift stopper out. 





The simplicity of this new stopper will 
help you sell many more school lunch 
kits. Be sure to see the exciting 
THERMOS® Lunch Kit line for 1957. 
Colorful new designs, free lunch menu 
booklets, intensive advertising and 





THE AMERICAN THERMOS PRODUCTS COMPANY 
formerly THE AMERICAN THERMOS BOTTLE COMPANY 

SNNIVERSARY NORWICH, CONNECTICUT 

Canadian Thermos Products, Ltd., Toronto « Thermos (1925) Lid., London 


merchandising support... everything 
you need for record sales! 








There are many brands of vacuum and insulated ware...the best known and most used bear the — ERMDs. 
HARDWARE AGE, MAY 9, 1957 
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LAST CALL FOR 
gape 
EARLY BIRD SPECIALS! 


Act now for extra profit 
with BRIDGEPORT AER~A-SOLS 


.‘* DEAL No. 3 “< 


™ 3 Doz. UNIT DISPLAY PACK with 


- 
6 FREE 12 oz. BUG BOMBS >. 
Retail Value $6.54 





% Profi 4% PCa Mea a 
Extra 12% Profit above your usual 33% “Sisstony Sai 


Cat. No. Description Quantity Deal Cost Retailer Unit Selling Prices Total 


466 14 oz. Slug-a-Bug® 1 doz. $16.00 $1.98 $23.76 
140 14 oz. Ant & Roach 1 doz. 9.60 1.19 14.28 
400 12 oz. Bridgeport Aerzaxsol® 2 doz. 6.40 1.59 9.54 
120 12 oz. Bug Bomb® Y% doz. FREE 1.09 6.54 

($4.40 Value) 


Deal Total 3 doz. $32.00 $54.12 


No. 3 Deal Profit .. . 2 
$6.54 Extra Profit on $54.12 Sale— an Extra 12% 


FULL DOZEN Open stock DEAL—1 free with 11 


EXTRA 8’3% ABOVE YOUR REGULAR PROFIT OF 33's% 
APPLIES ON THE FOLLOWING ITEMS — 














* ; Mra? scene 2 My 

weoitr 2 = \ ONE SPRAYING 

Canmants es . ; vnie . tS FOR MOR”, 
< . ‘am — « : ““ = 





No. 137 No. 424 No. 406 No. 405 . No. 465 No. 466 . No. 1 0. 120 No. 134 
MOTH BOMB NEW MOTH VET-X@® PET BAN-X® INSECT BRIDGEPORT NEW 6 oz. NON-TOXIC ° . new BUG NEW BUG 
PROOFER SPRAY REPELLENT AER*A*SOL NON-TOXIC 


SLUG -A-BUG BOMB BOMB 
INSECTICIDE SLUG-A-BUG 14 02. 12 2. 6 oz. 


Limite MORE ADVERTISING, TOO! Now 


Act now! Ask sae on 300 ABC radio stations coast 


r 

local wholesale! ons to coast—“When a Girl Marries” 
+ broke 

BridgePpo’ 


- 4 times per week—reaching 
details. 
complete 


Plus daily newspapers, spot 
radio and TV in selected markets! 


1,400,000 women every day. 


BRIDGEPORT BRASS CO., Bridgeport 2, Conn. 
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WARE...the new quality line 
that sells on sight> 


J&L, a great name in galvanized ware, is easy to sell, lasts longer, priced 
right for faster turnover and higher profits. Stock the best . . . sell the best . . . 
the new J&L galvanized ware. 


Order J&L ware today from your hardware jobber. For detailed informa- 
tion or help in obtaining the Jones & Laughlin galvanized ware line, write 
direct to the Container Division, 405 Lexington Avenue, New York 17, N.Y. 


Jl Jones & Laughlin 


STEEL ...a great name in steel 
Galvanized Ware Plants: Toledo, Ohio, and Atlanta, Georgia 
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“The Utility” 
Water Pail 


This hot-dipped galvanized 
water pail is truly an all-pur- 
pose pail. It is one of the fast- 
est selling items in the line. 
Made with flaring sides and 
fitted with free-swinging wire 
bail. This Jones & Laughlin 
pail is a real business builder. 














_ 
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Super Sixteen, Super Twelve (Models 1657-S, 1257-S) —Portable air circulators, complete with Tilta-Breez 
stand. “Comfort Grip” handles. Sixteen: 18” x 18” x 5%"; 3000 cfm.* Twelve: 16” 
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Twin Twelve (Model 1257-T)—Slim, 
trim, with new automatic thermostat! 
3-speeds. Lightweight, portable; hangs 
on casement window in seconds. 16” 
Twin 12” 


x32" x 5%", 
3120 cfm.* 


blades move 





Super Porta-Breez (Model 1657-SPB) 
~<New mobile air circulator; easily 
moved on non-scuff wheels. Height ad- 
justable stand. Full 360° tilt. Popular 
Super Sixteen fan. Shipped complete 
in one space-saving carton. 
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Super Twenty (Model 2057-S)—Pop- 
ular 20” portable air circulator, Auto- 
matic thermostat. 3-speeds. 22” x 22” 
x 5%". Spacer panels for window in- 
stallation available. Big 20” blades 
move 3950 cfm.* 














Special Twenty (Model 2057-RW)— 
Powerful low-cost fan. Electrically re- 
versible! 5 position control. Built in 
adjustable spacer panel, Fits windows 
30” to 38%” wide. 20” blades move 
3950 cfm.* 
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Yes! More styling ... more features ... more 
performance—more of everything you need 
for a quicker turnover. Look over the 
rounded, complete line offered by Lau and 
decide now that you will make this year 
your top fan-selling season! There’s the new 
Ultra Twenty, the decorator-styled selling 
. the handy Porta-Breez, best- 
looking fan on wheels . . . the portable Supers, 


Twelve, Sixteen and 
Twenty ... the com- 
petitive, electrically 
reversible Special 
Twenty! Place your 
order today ! 





x 16" x 5%"; 2300 cfm.* 























Ultra-Twenty (Models 2057-U, UB, 
UT, UP) —Four decorator colors! Re- 
cessed control panel holds Saf-T-Eye, 
3-speed switch, thermostat, electric re- 
verse switch. Complete with spacers. 
Big 20” blades move 3950 cfm.* 
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Powerflow Twenty-Four (Model 2454- 
WR2)— Cools an entire home, Quiet, 
belt-driven, 2-speeds, electrically re- 
versible. Fits windows 31” to 36” wide. 
26%." x 31" x 10”, Moves 5500 cfm.* 

*( Equiv, NEMA) 


World's Largest Manufacturer of Air-Conditioning Blowess 


LAU FANS © tHE LAU BLOWER CO. * 2007 Home Ave., Dayton 7, Ohio 
Azusa, California. In Canada: The Lau Blower Co. of Canada, Ltd., Kitchener, Ontario 
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SWING-A-WAY builds-in the kind of quality that makes it FIRST in its field, and FIRST 
in ratings by America’s foremost testing laboratory and publisher. As proof of our con- 
fidence in SWING-A-WAY all products are backed by a 5-YEAR free service GUARANTEE! 
Of the major producers, we’re happy to say that only SWING-A-WAY can still make 
that statement. Sell the line that protects your customers and you...sell SWING-A-WAY! 





first in sales first in value! 


SWING-A-WAY MANUFACTURING CO., 4100 BECK AVENUE, ST. LOUIS 16, MO. ¢ In Canada: Fox Agencies, Port Credit, Ontario 
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Today’s brushes with improved TYNEX® nylon bristles 








mean better painting performanee for the user 


Some brushes work well on smooth surfaces, some on rough ones. Pro- 
fessional and do-it-yourself painters are finding that, thanks to steady 
improvement, today’s quality brushes with T'yNEx nylon bristles are 
right for all surfaces. 

Tipped and “‘flagged’’ TyNEx nylon bristles enable a brush to pick up 
a full load of paint at every dip . . . release a smooth, streak-free coat on 
fine wood or completely cover the hundreds of hidden valleys in ragged 
stucco. 

The quality of TyNEx nylon bristles has been proven in extensive 
laboratory tests. Your customers know that their over-all costs are less 
when they buy better-made brushes with T'YNEx nylon bristles. Benefit 
from this preference for today’s brushes with TyNEx nylon bristles by 


stocking a complete selection. 
TYNEX is the registered trademark for Du Pont nylon bristles 


TYNEX’ 


nylon bristies 
RE6. U.S. Pat. OFF 


BETTER THINGS FOR BETTER LIVING 
- «+» THROUGH CHEMISTRY 
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in all the world...more 


Sheffield 
Super Krome is 


sold in hardware 
and paint stores 

than any other 
aluminum paint! 








Sheffield 











17814 Waterloo Road, Cleveland 19; Ohio 
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“PUT THIS BRAND ON YOUR SHELF!” 








SPENCER KELLOGG’S LINSEED OIL 
...known and preferred by manufacturers 
of fine quality paints, and leading painting 
contractors, for over 50 years. 

SPENCER KELLOGG’S LINSEED OILS, 


Boiled and Pure Raw, meet all Federal Gov- 






ernment and A.S.T.M. Specifications. 





SPENCER KELLOGG AND SONS, INC. 


FREE...valuable sales aids from Spencer Kellogg. 
Get your supply today ...there is one designed 
to help you sell the contractor, one for the cus- 
tomer who wants to do-it-himself, and one for 
YOU! Let us help you sell more paint... handle 
America’s finest linseed oil... Spencer Kellogg’s 
Linseed Oil. 


BUFFALO 5, N. Y. 


Available, Pure Raw 
and Improved 
Boiled in refinery-sealed 
cans; 5 gal., 1 gal., 


quart and pint sizes. 




















MAIL THIS COUPON TODAY! 


SPENCER KELLOGG and SONS, INC. 


Dept. H.A., Buffalo 5, N. Y. 


Please send me Spencer Kellogg sales aids! 





Address 


















You get a ‘double helping’’ of sales because 































Model 7404 


ws 


Model 7404. Makes master- 
chef skill almost automatic. 24- 
inch, 16-gauge steel firebow!; 
chrome-plated rotating grill 
adjusts 3%” vertically, lifts 
out; motor-driven spit with 2 
adjustable forks; smoke-retain- 
ing hood with baked enamel 
finish; removable utility tray. 
6” rubber-tired wheels. Grill 
height, 31”. $39.95* 


Model 7402 





“CHARKY” GRILLS 


have (1) most wanted features, (2) best known name 
8 Models — Complete popular price range — $9.95 to $59.95" 


Sales start sizzling as soon as customers see the Arvin ““Charky”’ line—8 models 
built to famous Arvin quality standards, introducing new conveniences and 
providing the features most in demand in the mass movement to outdoor cook- 
ing . . . There are 2 models with 18-inch, and 6 with 24-inch firebowls—all with 
adjustable, rotatable, removable chrome-plated grills . . . Models throughout 
the line offer various attractive combinations of equipment, including motor- 
driven and hand-operated spits, adjustable draft dampers, smoke-retaining 
hoods, utility trays, rubber-tired wheels. Low-priced promotional model has 
foldable legs for easy storage and portability. 





ONE YEAR GUARANTEE ON ALL MODELS 


Firebowls are guaranteed for 5 years against burn-out 
















$9.95° Model 7802 , 








\ $14.95* tome 





For full information write or wire Gordon B. Sutton, General Sales Manager, Furniture and Housewares Division. 


Arvin INDUSTRIES, Inc., Columbus, Indiana 
Manvfacturers also of Arvin Outdoor Furniture, Ironing Tables, Home Radios, Fans, Lectric Cook, 


Portable Electric Heaters and Automobile Heaters. 
*Suggested retail price; slightly higher far West or South. 
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How to make 








money with 


SELF SERVICE 


Getting the most volume and profit out of a self service store 
requires more than wide aisles and shopping carts. It is a 


never ending job of looking for short-cuts to speed traffic 
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“The days of cracker-barrel hardware selling are over,” says 33-year veteran 


Walter E. Whitehead. 


“Qld-school selling, with many clerks, high counters, and merchandise hidden 
in barrels and bins is obsolete,” he adds. 

“This is an age of speed. And that has to apply to selling methods.” 

Mr. Whitehead means what he says. He is the proprietor of two stores in sub- 
urban Pittsburgh, Pa. His son, Dennis, is manager of the almost new (1953) 
Whitehead Hardware in the Miracle Mile Shopping Center at Monroeville. An- 
other son, James, heads up an exact duplicate of this store at the North Park 
Village Shopping Center, about 18 miles away. It opened in November, 1956. 

@ Both stores have 5250 sq ft of sales and stock area. 

@ Both feature giant paint departments. 


@ Both do their own packaging of small hardware, such as fasteners. 
@ Both are near large chain stores, and they like it. 


@ Both operate with only three or four regular employees including the White- 
heads. 


@ Both receive, mark, and display new shipments in two days or less. 
@® Both benefit from joint purchasing, advertising, and merchandising. 


@ Both stores have sales in the $150,000 to $200,000 a year range. This equals 
about $40 in retail sales per square foot of selling area per year. This is far above 





Turn page for floor plan of self service hardware store 








Super self-service 





(continued } 





Here is the floor plan designed for super self service. 


More than 700 customers a day can shop in each of 


W hitehead’s twin stores in comfort. 
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the national average of $25 to $30 
per square foot. And it attests to 
Mr. Whitehead’s philosophy of 
modern selling in a modern age. 


What’s in it for you? 





Mr. Whitehead makes no secret 
of his ideas and methods. Whether 
you are just starting to plan a self- 
serve store, or want to improve 
your present self-serve methods, 
ideas put to work in Whitehead 
stores can help you. 

Walter E. Whitehead had been 
through 28 years of hardware sell- 
ing, through wars, and a major de- 
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even to fasteners and builders’ hardware. 






Help yourself ... 
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Give 
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a customer a cart and he’ 
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I] try to fill it. 





What makes self service tick? Turn page 
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Special fixtures cut clerk time. 















































Shopping carts have many uses. 





pression. He heard of the proposed 
Miracle Mile Center in 1952. He’d 
had his share of hard knocks in 
three tough decades. And he had 
learned that you _ soften’ these 
knocks if you progress with the 
times. He didn’t hesitate to pick 
up the option for a hardware store 
in the new center. 

That was just the beginning. Mr. 
Whitehead felt there was much to 
be learned about self service before 
going any further with the new 
store plans. So, he made a tour of 
many large and small cities as far 
away as Washington, D. C., to see 











Super self-service 





(continued ) 


how other dealers had made the 
transition from cracker-barre] sell- 
ing to do-it-yourself shopping. 

He learned a lot. 

And he determined to put to use 
the best of many modern features 
he saw. To knit together modern 
layout and fixturing with the new 
ideas he had, Mr. Whitehead en- 
gaged the Bulman Corp. 

This fixturing specialist was 
given an empty 35x150 ft store to 
fill. It was to use the latest in fix- 
turing, paneling, layout, and light- 
ing, and to include the many ideas 
Mr. Whitehead had picked up on 
his travels. Bulman designed, built, 
and installed fixtures as per in- 
structions. 

Result? A 5250 sq ft store that 
holds more, looks better, and sells 
more than many late-model dealers 
who have a couple of thousand 
square feet to spare. 

Up to 700 customers a day is not 
uncommon. About 75 to 85 percent 
of them need no clerk service ex- 
cept to check out. 

How about you? You want to 
improve your self service system? 
You’ve checked your competitor’s 
methods. But have you ever taken 
a trip out of town to see what deal- 
ers and chain stores are doing else- 
where? 

Have you called in a planning 
specialist to look over your ideas, 
requirements, and floor plan? 

This is an investment that will 
show a mighty profit in your fu- 
ture. 


The old corner store, and stores 
set apart from shopping centers 
serve a basic need in American life. 
But they will likely have to be con- 
tent with about the same volume 
every year. And every time new 
stores or shopping centers spring 
up nearby, they take another blow 
in the pecketbook. Rising costs, 
seemingly without end, make regu- 
lar sales increases necessary to 
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This double length island fixture was especially built by Bulman Corp. to 
hold Whitehead's home-packed fasteners. It makes self-service a breeze. 


Mark everything! Self-service 
becomes clerk service if you 
do not. 





Here's the team that keeps store no. 2 humming. Manager Jim Whitehead 
(center), salesman Tom Burch (left), and cashier Sylvia Wenzel get part- 
time help on busy evenings and weekends. 
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Whitehead's own 
cludes vari-colored tabs for different 
types of fasteners. Price, number, and 
style are marked on each. 


pre-packing _ in- 


show a profit that is even with the 
vear before. 

Mr. Whitehead felt he could lick 
all of these problems by joining a 
big, new shopping center, and by 
aiming for regular volume _in- 
creases. So he gave up his old 
corner store. 

He found protection in numbers. 
His Miracle Mile Center parks 
about 3000 cars. It has _ several 


dozen shops, many of which carry 
competitive lines. He has a Sears 
Roebuck store practically next door. 

Of this he says: “Best thing in 
the world for business.” 

He explains that while Sears 
takes its share of hardware trafiic, 
it pulls heavy traffic to the center 
And the traffic it draws more than 
compensates for the traffic it takes. 

Son James’ store is on the other 
side of Pittsburgh. Its traffic comes 
from a maximum of 3500 ears, and 
45 other stores including a Gimbel 
Bros. department store. 

His store, recently opened, is a 
carbon copy of the Monroeville 
store. Its fixtures were also planned 
and installed by the Bulman Corp. 

How about you? You want to 
spread out. You want to go sub- 
urban, or increase the size of your 
store. 

Have you checked real estate 
brokers to learn where the next 
shopping center will be? 





Have you checked to see if your 
neighborhood is going downhill? It 
doesn’t take much digging to get 
the answers. And the answers could 
save you from big mistakes. 

Remember, it is often easier to 
go where the traffic is, than to try 
to channel more of it in your pres- 
ent direction. 


“Flexibility,” Mr. 
said, “that’s the word.” 

Island steps, wall shelves and 
brackets, and entire display units 
should be completely flexible, ac- 
cording to this owner. 

Wall areas and backs of fixtures 
should be blanketed with perfor- 
ated paneling, so that not an inch 
is wasted. Wall fixtures and island 
shelves should be deep enough to 
carry back-up stocks “where they 
belong: right behind the samples,” 
Mr. Whitehead said. 

(Continued on page 114) 


Whitehead 





What makes a self-service store tick ? 


(1) Tailor hours to your trade. Whitehead stores are open until 9 each 
night. Three or four regular salespeople are backed with part-time heip 


on busy nights, and Fridays and Saturdays. 


(2) Offer wide selections. 


Result? 
average. 


Whitehead stores have big assortments, but 
back-up stocks are not heavy. About 80-90 percent of items are on open dis- 
play. Fast ordering and stock handling keeps assortments fuller than most 
nearby competitors without carrying a deadly inventory. 


A turnover rate that is nearly triple the national hardware 


(3) Shopping carts important. Each Whitehead store has a dozen in 
use. “Give a customer a basket,” Mr. Whitehead says, “and she’ll start fill- 
ing it, just as she would in a grocery store. Maybe she only came in for a 
pie pan, but she will have a lot more than that when it comes time to check 


out.” 


(4) Be a square shooter. Whitehead handles complaints without quib- 


bling. 


good, or bad, reputation travels fast. 


(5) Save customers time. 


Items that don’t live up to standard are replaced, or money is 
returned. A fair attitude builds up a big back-log of good will. 


And a 


Item and section identification speeds traffic. 


says Mr. Whitehead. His stores have lighted section markers that are big 
and bright enough to be seen the moment a customer enters the store. 
Shoppers do not have to ask clerks for directions or waste time hunting 


the department they need. 
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How to be successful with a small 


Running a small chain of stores takes a lot of planning and 


management if profits and costs are to be kept in line 


Have you thought of opening a branch store? 


Many hardware dealers have thought of opening branch stores to expand their sales 
volume and get advantages of big scale buying. Population shifts, from city to suburban 
and country living, have spurred many dealers to consider a branch store operation. 


Branch store operation on a profitable basis is not an accident. Success requires care- 
ful planning, good management, careful stocking, and good buying. Branch store opera- 


tion means many new problems. 


Hardware dealers thinking about branch store operation can profit by the experience 
of Ballard Hardware, in Muncie, Ind. Here is a hardware business 61 years of age. About 
13 years ago Darrall R. Parsons and his wife, Carolina, the owners, started an expansion 
program. Now they have seven stores, are planning the eighth. 


Here is a summary of their experience that can guide you in planning branch store 


operations. 


Question: Now that you have seven stores 
going, do you plan any more? 

Answer: Yes, we are going to open our eighth 
store at Northwest Plaza Shopping Center, just 
north and west of Muncie, early in 1957. 


Question: How much planning goes into this 
store? 

Answer: Well, we have learned many lessons 
since we opened our first branch in 1943. They 
will all be put to use in the new store. Actual 
physical planning has been in the works for 
over a year. Each new store poses all-new 
problems. 


Question: Do you call all of your stores 
Ballard Hardware? 


Answer: No. As we acquired them we thought 
it would be wise to keep a long-accepted name, 
or else add our name to it. We have stores in 
nearly every direction from Muncie within a 
25-mile radius. 
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Question: What do you call your stores? 
Where are they? 

Answer: The new one will be called Ballard 
Hardware. There was no previous name, of 
course. We have four stores right in Muncie: 
our downtown Ballard Hardware of Muncie; 
Ballard’s Broadway; Retz Sporting Goods; and 
Muncie Boats and Motors. 

In Eaton, Ind., it’s Eaton Hardware. At New 
Castle we have Ballard-Ice Hardware. The for- 
mer Ice Hardware had a good 50-year reputa- 
tion. In Elwood, Ind., the old established Cen- 
tral Hardware was purchased. It is still called 
Central Hardware. 


Question: When you added additional stores 
did you know what items to stock? 

Answer: We often have made surveys in the 
area of a new store to determine specific mer- 
chandise needs. It pays to study buying habits 
and merchandise preference in a new trading 
area. Demand varies highly, even in our 25-mile 
trading radius. 
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chain of stores 


For example, our New Castle store has a 
large gift and china business. 

In Muncie, just 18 miles away, an entirely 
different type of giftware and china sells. 

Our Elwood store can’t sell appliances, sinks, 
or cabinets to its 10,000 inhabitants. Yet, in 
much smaller Eaton (pop. 1000) these lines sell 
well. 


Question: Aren’t many lines basic for all 
stores? 

Answer: Yes, there is a need for basic hard- 
ware everywhere. Such lines as builders’ hard- 
ware, tools, garden needs, plumbing and elec- 
trical fittings, and housewares are in general] 
demand. Each store carries its own stock, and 
we have a central warehouse with reserve 
stocks. 


Question: Do you believe in wide assortments 
within lines? 

Answer: Just what do you mean “assortments 
within lines”? 


Question: How many models of a given item, 
say a hammer or saw, do you think is necessary? 

Answer: Where many stores carry four, five, 
seven, or 12 types of ball-pein hammers, or rip 
saws, we feel that fewer types are necessary. 
There are many reasons why we feel this way. 

First, we’ve been successful stocking fewer 
numbers of identical items. 

Second, we need the stock room because seven 
stores have highly varying stock needs. 

Third, if you want to keep open-to-buy flex- 
ible you have to hold down stocks. When you 
have money to spend you can take advantage of 
more promotions and specials. 

Lastly, buying fewer lines and selling them 
faster hikes up your rate of turnover. 

We like to operate with four stock turns a 
year, which is high according to national hard- 
ware store averages. In many cases we get five 
stock turns a year by keeping selection low. 

We think that you confuse a customer, losing 
his time and yours, when you offer him too wide 
a selection. You have to explain each one with 
a reason why it is better than another. 

You can almost always get the same sales 
with less effort by showing fewer samples. 
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Question: We notice that none of your stores 
is in the really small towns near Muncie. Is this 
accidental? 


Answer: By no means. Long ago we learned 
that a small town store (under 1000 population) 
demands a large variety of merchandise to- 
gether with a fairly large back-up stock. And 
the volume of business is not in proportion to 
the stock you have to carry. 


Sure, rents and salaries are usually lower in 
a small town. But the cost of selling is actually 
higher than in the city because you just don’t 
sell as much with the same plant and equip- 
ment. 


Question: What’s your opinion of opening 
stores in large shopping centers? 

Answer: Everything is in their favor. New 
stores are designed to give about twice the dis- 
play area and sales production per square foot 
of most older stores. Most are air conditioned, 
have good lighting, and good stock handling 
facilities. 

In a new store in a big center you won't have 
the problems of the small town. And, most im- 
portant, we average 72 open hours instead of 
from 48 to 60. 


Many of these longer hours come in the eve- 
ning when husbands and wives shop as a team. 
Every dealer knows this makes a healthy sales 
climate. 

Of course, we have other advantages. There 
is more traffic all the time with 20 other stores 
touching yours. Free parking doesn’t hurt 
either. 


Question: What are some of the advantages 
of buying for several stores? 


Answer: Well, they aren’t all advantages. 
When you buy in quantity you often save 
through quantity discounts. This is a known 
fact. 


But when you make a mistake and buy a 
lemon, you have made it for seven stores with 
seven times the headache. 

Of course, an advantage of seven stores is 
that you can channel slow sellers from one area 
to another within the group. There are many 
other economies such as advertising, sign mak- 
ing, central office records, and billing. 


Question: What is the connection between 
your purely hardware stores and the Retz Sport- 
ing Goods and Muncie Boats and Motors stores? 


Answer: They reflect the growth of sporting 
goods in our business. Our earlier stores were 
naturally limited in size. We stocked mostly 
hardware and housewares lines. We began to 
get so many queries for sporting goods, and 
later boating needs, that we decided to do some- 
thing about it. (Continued on page 107) 








91 





Profits from home trailers 











The key to selling the home trailer market is plenty of lines that feature 
compact, lightweight design, plus salesmanship that includes lots of patience 


There’s lots of profit in selling 
owners of home trailers. Look at 
the trailer parks in your store’s 
area. Every trailer owner is a 
constant customer for many lines 
you sell in your store. 

If you want this home trailer 
business here are two things to 
do: 

1. Stock lines that especially 
appeal to trailer owners. 

2. Sell with lots of patience. 

Here is a hardware store that 
is making a good profit out of the 
home trailer market. It is Crest 
Hardware, in Topeka, Kan. Herb 
Henderson, who owns the store, 
is set up to handle this kind of 
business. He _ stocks the right 
models, and has lots of selling 
patience. 

Home trailer owners buy many 
things, the same kind as do owners 
of regular homes. However, weight 
and space are special factors in 
trailers. Any new or redesigned 
line that features weight and 
space saving is of special interest 
to trailer owners. 
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Home trailer owners, for in- 
stance, will replace hardware 
often. They do not wait for hard- 
ware items to wear out. If they 
can find a lighter, more compact 
model, they’l! buy it. 

For instance, home trailer own- 
ers buy refrigerators, But they 
want small models. They buy air 
conditioners. Small size space is 
more difficult to cool. 

Many home trailer owners are 
customers for lawn and garden 
tools. They plant some flowers, 
and vegetables, if they settle down 
for a season. They also keep pets. 
That means customers for your 
pet supply department. 

Home trailer owners also are 
good customers for tools. They 
need these to cut hose, for flaring. 
Also, they buy regular lines of 
hand tools. 

Salesmanship loaded with pa- 
tience is the way to sell trailer 
owners. 

Obviously, they cannot buy in 
large quantities. There just isn’t 
space to store things. Maybe a 


Trailer home owners are special 
customers for this hardware dealer, 


Herb Henderson. 





gallon of paint would be a good 
buy. But the trailer owner needs 
only a pint. That is what he buys. 
These owners buy in small quan- 
tities. They buy often. 

A trailer owner usually has 
some project going. He keeps 
planning ahead to the next job. 
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Trailer residents 


using materials 


sold to them by the hardware dealer 
to protect their trailer against rain, 
sun and wind. 


The end result is that trailer 
owners at any given time are buy- 
ers for certain lines and shoppers 
for other lines. For instance, an 
owner may be painting. Right 
now he is a customer for paint and 
sundries. He also may be thinking 
about putting in some more cabi- 
nets. That means cabinet hard- 
ware items in the future. 

That is why lots of patience is 
needed. Don’t try to rush the 
trailer owner. Let him take his 
time. Let him look around your 
store. Be eager to give advice. Be 
slow to suggest buying. The 
trailer owner will buy in his own 
good time. 

Here are a few facts to help 
you check on your trailer market: 

The average trailer family has 
2.9 persons. 

Average income is $1000 per 
year above the national average 
for all families. 

About 63 percent of trailer own- 
ers are migratory workers. That 
means season, or when the job 
is finished, moves. 

Just about all types of persons 
live in trailers. Some are en- 
gineers and professional men. 


Others are farm hands working 
® ind 


by the hour. 
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Here are lines to feature in selling the home trailer market 


Check over this list. Do you sell these lines in your store? This is your 
basic stock list for selling home trailer owners. Use it to set up your 
initial inventory. Make changes to meet special needs of your customers. 


Acoustical tile. 


Air conditioner cable connections. 


Air conditioner filters. 
Air deodorants. 
Aluminum foil. 
Aluminum lawn chairs. 
Aluminum sheeting. 
Aluminum stools, stepladders. 
Aluminum tubing. 
Barbecue grills. 

Brass fittings, couplings. 
Breakaway chains. 
Butane tanks and parts. 
Cabinet hardware. 
Caulking compound. 
Cinder blocks. 

Copper tubing. 

Curtain rods. 

Cutting, flaring tools. 
Door bells. 

Door chimes. 

Door mats. 

Downspout. 

Draft regulators. 

Drum stands. 

Electric cable. 

Electric connectors. 
Electric heating water pipe tape. 
Electric housewares. 
Enamel. 

Exhaust fan. 


Fencing. 
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Fire extinguishers. 
Floor wax. 

Folding chairs. 

Fuel oil filters. 
Garbage cans. 

Gateleg tables. 

Heater carburetors, parts. 
Hose, flexible steel. 
Hose, woven metal, plastic. 
[Ironing boards. 

Jacks. 

Kerosene cans. 

Oil drums. 

Paint. 

Plastic housewares. 
Plastic sheeting. 
Plastic tape. 

Plastic window screening. 
Plugs. 

Plywood. 

Roof coating. 

Soot removers. 

Step lights. 

Stove pipe. 

Trailer running lights. 
Undercoating. 

Valves. 

Varnish. 

Ventilators, louvres. 
Weather stripping. 
Wire. 





















Old firm goes suburban 


... and finds profit in changing 


Hutchens Hardware is a name that just about 
everyone knows in Huntsville, Ala. 

Fathers and gradfathers know it. For it was 
founded in 1886 by W. T. Hutchens. It pre- 
dates the automobile and the Spanish-American 
War. It has every reason to rest on its 
haunches and watch the rest of the world go by. 

But just a few weeks ago, it opened a new 
branch store that is as modern as the jet age. 

None of the “I’m too old to change now’ feel- 
ing is evident in anything that this firm does. 
There are lessons in the Hutchens story for 
every dealer who wonders if he is missing the 
boat in branch store expansion. 

Many dealers are on the edge of decision. 
They hold back because they think they may 
be too old to change, or are fearful of the risks 
involved, or want some encouragement before 
they take this giant step ahead. 


Never too old to modernize 


If you are in this category, bear in mind: 

(1) Hutchens Hardware Co., Inc., is one of 
Huntsville’s oldest business firms. It has been 
doing business at the same stand for more than 
70 vears. Yet it knew that to keep on growing, 
you must change as times change. 

(2) It has been growing with the times, 
right along. Its main, downtown store on La- 
fayette St. now has more than 11,000 sq ft on 
each of two selling floors. It is big, diversified, 
and up to date. 

(3) Shopping centers are new in the Hunts- 
ville section of northern Alabama. When Hut- 
chens contracted for its new suburban store at 
Parkway Shopping Center, on the Memoria! 
Highway traversing Huntsville, there was no 
other nearby shopping center for comparison. 
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Nor from whose mistakes Hutchens could profit. 

(4) Present owner Vernon F. Hutchens knew 
he would need help to pack all of the features 
into his branch store that would make it as 
functional and modern as possible. He knew 
his downtown, but suburban branches were 
another thing. 

Mr. Hutchens got W. C. Miller from fixture 
specialists, Heller & Co. to layout his store and 
design fixtures. Then he had Stratton & Ter- 
stegge Co., Louisville, Ky., wholesaler, furnish 
the fixtures and help with merchandising plans. 


Firm studied local demands 


In brief, he was not a do-it-yourselfer ham- 
mering out a new branch store from an unre- 
liable design. 

(5) Owner Hutchens knew that what sold 
like hotcakes downtown was not necessarily a 
sales winner in the suburbs. Different people, 
different homes, and different incomes change 
merchandise wants. 

So he found out what the branch trade want- 
ed. Now some of his key departments at the 
Parkway store include: fancy giftwares, crys- 
tal glassware, lamps, toys, sporting goods, and 
a big housewares department. Hardware, as 
such, does not take a back seat to these sec- 
tions. But each of these sections is given its 
full head. 

(6) Branch customers are self-serve custom- 
ers. Self serve is what they are used to and 
what they like. Hutchens Hardware was set up 
for maximum self-serve with step-up gondolas, 
clear department identification, and bold price 
marking. 

To date (store opened in mid-March, 1957), 
suburban manager W. W. Kennamer figures that 
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Streamlined branch of this 71-year dealer had 16,000 cus- 
tomers during opening days events. 


Many successful downtown stores are adding branches to... 


® Get their share of booming suburban traffic and profit 


65 out of every 100 customers help themselves. 
Nine employees run the store while helping the 
other 35 percent. 

One strategically-located check out counter 
keeps the flow of customers even. Low-backed 
gondolas and fixtures permit every customer 
and clerk to see the whole store from any angle. 

(7) Branch customers like credit. Here’s 
where the savings start. Giving branch custom- 
ers credit was easy. Central billing office in the 
downtown store takes care of details, and saves 
considerable expense. Other ways a branch store 
can save dollars include joint advertising, joint 
purchasing, and exchange of slow selling goods 
to better sales location in another store. 

(8) Many branch customers like delivery. So, 
Hutchens delivers free in the area up to three 
miles outside the 36-sq mile limits of Hunts- 
ville. 

(9) Branch customers like a big, bright, un- 
cluttered store for family shopping trips. Hutch- 
ens has 5000 sq ft, with a 50 ft front that is 
98 percent glass. Bright, recessed lighting and 
four shades of pastel coloring keep the store 
light and airy on the gloomiest days. 

Family shopping is encouraged by three-feet- 
wide aisles. 

(10) Branch customers won’t tolerate a stuffy 
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Take advantage of central credit, advertising, and purchasing 
Change with the times without closing the original store 


Take advantage of established good will and operating methods 






don Chin, 


Adjustable price-marked bins, abundant perforated paneling, 
wide aisles, and tiered gondolas speed self service. 
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store. Hutchens is 100 percent air-conditioned for those 
hot Alabama summers. 

(11) Branch customers, most of them, drive to their 
shopping places. They need a place to park. And one 
of the principal reasons Hutchens joined the Parkway 
shopping center was because there is room for 1600 cars. 

The lot is often full, because there are 24 other new 
stores in the center. Each draws its share of traffic to 

(Continued on page 110) 
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Aluminum canopy along 
front of store provides 
customer comfort at al/ * 
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times. 
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Modernize ?? 


This Oklahoma dealer decided to keep his old location and 


modernize. Here is a report on what happened to him 


Should you move into a new shopping center? Or, 
should you modernize your store, to hold old and at- 
tract new customers ? 

V. B. Lawson decided to stay at the old quarters and 
to make them more modern. He decided to tell the 
public of his changes with an expansion sale. 

Lawson Hardware & Supply is at Admiral Place and 
College St. in Tulsa. The store is on a main traffic 
artery which goes to the city’s center. It borders a 
commercial zone, and has middle bracket income 
families living on three sides. 

Several years ago Mr. Lawson bought a small lot 
next to his store. He removed a house to make a 15- 
car parking lot. This increased sales by 10 percent. 
Last June a lot on the opposite side of the building was 
obtained to provide 25 more parking spaces for cus- 
tomers. 

The two parking lots are now connected so that cus- 
tomers may enter from one street and exit into the 
other. If one lot is full they can park in the other. 

Several nearby merchants who benefit from these 
lots pay Mr. Lawson a monthly rental for parking 
their cars. They also pay a portion of the maintenance 
cost of the two parking spaces. 

The hardware store shares a building with a barber 
shop and a drug store. Mr. Lawson sold his neighbors 
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the idea of running an aluminum awning the entire 
length of the building. The awning extends the width 
of the sidewalk and replaces some unattractive awn- 
ings. 

Lawson Hardware is L-shaped with entrances on two 
streets. The owner added 1500 sq ft of floor space 
when he bought out two stores in the block. This addi- 
tion brought his store to the edge of his large park- 
ing lot. 

He improved part of the wall along the lot with full 
plate glass windows. The entire wall facing the cross 
street was also changed to provide a full row of win- 
dows. Continuous rows of fluorescent lighting flood the 
store with light. 

Mass displays are set behind each window, with an 
aisle for customers to pass in front of them. 

Gondolas and other display units were cut down to 
eye-level. 

The toy department is now a 52-week section instead 
of a seasonal line. 

Major departments in the store are grouped around 
the walls as far as possible. Each extends in pie shape 
toward the cashier’s table in the center. Every de- 
partment expands and contracts with the seasons. The 
cashier’s desk is always surrounded with seasonal lines, 
mostly impulse items. 


HARDWARE AGE, MAY 9, 1957 











Giftwares occupy all of the space of the original store in which firm started 


business 27 years ago. 





Sporting goods display pulls some window shoppers into the store. 


Lawson's expansion was launched 
with a three-day celebration from 
Thursday to Saturday, Oct. 18 to 
20. All visitors were invited to reg- 
ister names, addresses and phone 
numbers to participate in drawings. 
No purchases were required for par- 
ticipation. 

Seven major prizes included din- 
nerware service for eight, a .22 
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caliber rifle, a large doll, an auto- 
matic frying pan, four gallons of 
outside paint, a set of kitchen tools, 
a vacuum cleaner and a power 
mower. The variety of items had 
appeal for everybody. In addition, 
neighboring stores donated prizes 
to call attention to their lines. These 
included a smoked ham, groceries, 
drugs, motor oil, coupons for hair- 






cuts and other beauty treatments. 

The opening celebration was pro- 
moted as an expansion sale. It 
stressed greater variety of mer- 
chandise and more convenient shop- 
ping. 

Starting Sunday before the open- 
ing and ending Saturday, the store 
ran five spot commercials a day 
over the radio. During the first 
three days of the week, high school 
distributed 5000 one-page 
throwaways to homes within a two- 
mile radius of Lawson’s. Then on 
Wednesday night and again on 
Thursday morning an 11x17-in. ad- 
vertisement was run in Tulsa’s two 
papers. 


boys 


Traffic ideas were promoted 


The free drawings were stressed 
in all newspaper and radio ads, as 
were the large parking areas. Ads 
offered free coffee in the appliance 
department, a sports movie, and 
baking and painting demonstra- 
tions. Seven items were offered at 
sale prices for the three days. 

More than 1200 people registered 
to give the firm a mailing list. The 
list includes nearby families and 
some living quite some distance 
from the store. 

Thursday and Saturday were the 
big days with Friday rather quiet 
The crowds were absent on Friday 
because there were no drawings nor 
demonstrations on that day. 

Business was brisk each of the 
three days. Volume held up on Fri- 
day even though the traffic was 
thinner. 


Foreign archery draws crowds 


A small exhibit of antique bows 
and arrows in a showcase in the 
sporting goods department at- 
tracted much attention. They were 
loaned to the store from a private 
collection. The exhibit included 
archery items from Turkish, Modoc 
Indian, Dutch New Guinea and 
Japanese sources. 

Mr. Lawson timed his opening 
for mid-October so that he could 
promote Christmas sales. The store 
advertising, he says, did not have 
to face the competition it would 
later in the season. He believes that 
many who read these ads remem- 
bered them well into the Christmas 
season. @ End 
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MODERN DISPLAY IDEAS 
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Displays 





Effective display can increase 
impulse sales of carded and plas- 
tic packaged seasonal items. 

Here is a display unit with 
panels which can be rotated to 
make both sides of each section a 
sales tool. 

Our display consultant suggests 
the space-saver unit with four 
perforated panels shown in Fig. 1. 

If you make _ these 
18 x 48 in., and use both sides 
of each for display, you will have 
a total of 48 sq ft of usable dis- 
play area. This unit take 
only 24% sq ft of floor space. It 
will give you the same display 
area as a 6 x 8-ft wall panel. 

This unit is light weight so that 
it may be easily moved to different 
areas to meet seasonal needs. 

Painting the panels in flat white 
makes bright colors of cards and 


panels 


will 
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Here is a fixture you can build with four 
rotating panels for carded merchandise that can double 
the display value of your store’s floor space 


merchandise stand out effectively. 

Use 6-in. metal hooks in the 
perforated panel holes to hang the 
carded or packaged items. 

Change copy in the sign fast- 
ened on the face of the double- 
pointed arrow to tie in with the 
season. 

Fig. 2 shows details for build- 
ing this display unit. 

Suggested sizes can be changed 
to fit an individual store. The 
18 x 48-in. panels will be found 
to be a good size to take a large 
number of carded items with a 
minimum of wasted area. 

The lower end of the perforated 
panels should be not less than 18 
in. nor more than 24 in. from the 
floor. 

Make the center post and arms 
supporting the perforated panels 
from 2 x 3-in. lumber. Attach the 





arms to the upright center post 


with heavy-duty metal _§ shelf 
brackets. 
Cut the base sections from 


lengths of heavy 2 x 10-in. stock. 
Attach them to the center upright 
with wooden dowels. The heavy 
base is needed, so the assembled 
unit will not rock as the panels 
are turned. 

Fig. 2 shows how a short length 
of metal rod can be driven into 
a hole drilled in the top and 
bottom of each panel. Metal tube 
can be inserted in the supporting 
arms so panels may be rotated. 

Larger carded items should be 
displayed on the lower half of 
each panel. 

With rotating panels, a cus- 
tomer can stand in front of the 
unit and flip panels to look at 
items on both sides of each panel. 
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Parking lot 


Here’s how a suburban 


city and suburban traffic 


Locate where your store will attract good traf- . 
fic and where you can provide parking facilities 
for your customers. Operate a well-stocked and 
neatly arranged store and you will attract 
traffic. 


2 a —— ges 
1 Garden supplies section which adjoins cleaning 
supplies. 















Floor plan of the roomy and attractive store 
provides ample room for free movement of 
store traffic in each direction with wide areas 
for display of seasonal and bulky merchandise. 


2 Don Clark, left, vice-president of the firm and 


Edwin Danner, president and manager of the store, — 
talk about stocks of toys and juvenile sporting DOOR REST |ROOM 


gocds. 





STORAGE ROOM 
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attracts store traffic 


hardware store is laid out to attract 


off a main highway 
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Motorists going in either direction on busy 
State Rd. 32, west of Muncie, Ind., are attracted 
by the eye-catching exterior of Pine Terrace 
Hardware in the city’s outskirts. Both city and 
suburban traffic are pulled into the store’s park- 
ing lot. 

A 20-car parking lot in front of the store and 
more extensive space in the rear are traffic- 














FISHING 








CHECKOUT & 





SPORTING a 
GOODS 























PAINT 














WASTE 
BASKETS 


HOUS ewan 








"| 


AREA 





GLASS 


PAINT 
Jag 








v 





SEASONAL 
ITEMS 


s——-—--8 
PARKING 











l 








KITCHEN 
WARE 
















GADGETS 
& CAN 
OPENERS 
CUTLERY 
STORAGE 
































| DISPLAY 

















DISPLAY | 











HARDWARE AGE, MARCH 14, 1957 





puller magnets. Both parking sections are visi- 
ble from the highway. 

This completely fireproof store’s attractive 
interior seen through a wide expanse of low 
base windows is another traffic magnet. 

Built of concrete blocks, pink Roman tile, 
glass and steel, the store makes an impressive 
appearance. A large single pine tree to one 
side of the store gives it the name “Pine Tree,” 
and adds to the attractive appearance of the 
exterior. 

Edwin Danner, president of the company, 
designed the display fixtures. Fixtures were 
built by Mr. Danner, Don Clark, vice-president, 
and two other members of the staff. 

Display units are four-level fixtures with 
perforated panel backgrounds finished in yel- 
low, blue, pink, green or white. Wall panels are 
painted in the same colors. 

Storage space is provided behind display 
panels for a large part of the firm’s reserve 
stock. Storage sections behind perforated pan- 
els are four feet deep. 

The firm plans to spend $35 to $40 per week 
for newspaper advertising in the first year of 
its operation. Ads call the store “your hardware 
supermarket” and include the firm’s emblem 
which is a shield with the name Pine Terrace 
in script lettering and part of a pine branch. 

For the three-day opening sale, June 8, 9 and 
10, the firm used a full page ad in the Muncie 
Evening Press. A number of merchandise gifts 
were offered through drawings. No purchases 
were required fer participation in the draw- 
ings. Special prices were offered on some house- 
wares, a spinning reel and a shovel. 

Women were offered free roses for attend- 
ance, and for the youngsters there were balloons. 

Open seven days a week, the store hours are: 
Monday through Thursday, 7 a.m. to 6 p.m.; 
Friday, 7 a.m. to 9 p.m.; Saturday, 8 a.m. to 5 
p.m.; and Sunday, 9 a.m. to 4 p.m. 

Four sales people assist Messrs. Danner and 
Clark. ©End 
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partment to best advantage 


What is the best way to promote tool rentals 
in your store? 

There are a number of ways to do it effec- 
tively. But there’s one simple and inexpensive 
method that has been quite successful for a firm 
in Mississippi. And, naturally, the idea is highly 
recommended by that firm’s owners. 

“For best results, advertise rental service in 
the store window,” say Dennis F. McGrath and 
F. R. Wharton. They own and operate hardware 
stores at Pass Christian and Gulfport, Miss., 
under the name of Wharton-McGrath Hardware 
and Furniture Co. 

“Many more people will see a sign in the win- 
dow than will see it inside the store,” they say. 

The owners have found that this pays off. 
Large printed tool rental signs are displayed in 
the stores most months of the year. As a result, 
their rental volume is very healthy. These con- 
tacts also help them sell new merchandise. 

According to Mr. McGrath, “A good window 
sign catches the attention of do-it-yourself cus- 
tomers roaming the streets. And, there are many 
of them. The sign puts job ideas into their minds 
and they come in and rent tools. Usually they 
buy other materials, also. 

A rental tool, such as a sander, is often placed 
outside the store near the sign. The tie-in helps 
attract more attention. The effectiveness of this 
type of promotion has been proven by the store’s 
11 successful years of tool rentals. 

Unusual items are a big feature of Wharton- 
McGrath rentals. Offered are such things as, 
loud speakers, a rollaway bed and a baby bed. 
Surprisingly, there is a lot of call for these items 
during certain seasons. 

The owners and staff know most of the local 
residents because of the stores’ many years of 
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The sign’s the thing... 


Store traffic and profits can be boosted with a top notch 
rental department. Here’s one way to promote that de- 


in tool rentals 


service in the two towns. Only tool renters who 
are not known, or who cannot offer identification, 
are charged a deposit. Management has found 
that a by day rental price is the best. 

All departments in the hardware store have 
benefited from the tool rental program. It has 
been found that a satisfied rental customer comes 
back many times per year to rent more items or 
buy other needs. In other words the do-it-your- 
self customer likes the hardware store where he 
can get everything he needs for a job. © End 








Co-owner Dennis F. McGrath places a sander out- 
side near the tool rental sign. 
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gives you action that 








NEW KEYSTONE ROCKET FREIGHT 


aad Here’s modern appeal that sells! Pennsylvania ‘yard goat’ puffs smoke, 

¢ oaks... ; makes choo-choo sounds, and has Pull-Mor power! Exciting Rocket Launcher 

, blasts off its missile at a touch of the remote-control button. Complete set, 
$32.50 list, including 40-watt transformer. 
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NEW ACTION SAWMILL 


| | This one’s loaded! Push-button places giant 
: log on sawmill track car where board 
3 lumber is “sawed” by big ripping blade. 
N Lumberjack carries cut board to top of » 
ramp, where it drops into waiting lum- 

ber or gondola car. So realistic you # 

can almost smell the sawdust! 

Retail $10.95. 










ROCKET LAUNCHER CAR 


What a thrill to see this giant rocket 
blast off into the “stratosphere” and 
then glide back to earth. Provides 
endless fun and operates whether 
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This is the type of window display 
that appeals to women. Window is 
uncluttered, still displays a variety 
of lawn and garden supplies. The 
vase of flowers and flower pots add 
a note of fashion which is the primary 
appeal to women. 


Cater to the woman 


... sell the whole family 


Don’t overlook the woman’s angle when you 
plan your outdoor living sales program. 

Women influence more than half of the sales 
in the outdoor living market. To them, garden- 
ing is a way of beautifying their homes. Out- 
door living to them represents the ultimate in 
luxury living. It is the way to live and entertain 
graciously. 

Women are active shoppers for outdoor living 
supplies. They usually bring the children along 
when they shop. Often they bring their hus- 
bands, too. Thus, the woman shopper opens 
your store to family traffic and paves the way 
for sales in your other departments. 

That’s why you should angle your displays 
to appeal to your women customers. 

Here is how: 

© Appeal to fashion. Women are fashion con- 
sclous. Arrange your windows and store dis- 
plays with an eye to color. Place some flowers 
here and there to add a decorative touch and add 
a spot of color to your displays. Use illustrations 
from consumer magazines that show fashionable 
homes with lawns and gardens. 
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® Group related items together. Women are 
comparison shoppers. They like to check one 
item against another. Use talking signs to pro- 
mote the qualities of your products. 

© Display gadgets about your department. 
Women love gadgets. Nothing stops a browsing 
customer quicker than a new gadget. Have sev- 
eral displays of different gadgets. Spot them 
in different places in your department to perk 
up interest. You can keep up to date on new 
gadgets and other products by reading the 
What’s New section in HARDWARE AGE each 
issue. 

® Keep your displays neat. Women are keen 
about neatness. Make your displays simple so 
they will be neat. Keep your aisles uncluttered 
with merchandise. Make sure no dust accumu- 
lates on your merchandise. Don’t crowd your 
stock too much. 
® Promote the one-stop idea. Women prefer to 
buy where shopping is not a chore. Point out 
to them that they can fill all their needs with 
one stop. They don’t have to walk from one 
floor to another or one store to another. ®End 
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month after month... 


1512 million’ men and women“live by the book” 


.-.and the book is Better Homes and Gardens 


4,350,000 COPIES EACH MONTH 

















































































































BH&G readers depend on ‘‘the book’”’ for . 

ideas. They use it to help them plan their during the FORT see 

spending for all-round family living. And they 

can afford to spend. 3 out of 4 BH&G average- e 

issue readers are in the top 3 socio-economic f Am 

groups. 15,500,000 people read an average O erica 
issue of Better Homes and Gardens. One third 

of the 123,800,000 people in the U.S. 10 years 


of age or older read one or more of every reads Better Homes & Gardens ! 
twelve issues. That’s 44,150,000 BH&G readers 


—and 40% of them are men. Meredith Pub- 
lishing Company, Des Moines 3, Iowa. *A 12 Months’ Study of BH&G Readers, Alfred Politz Research, Inc., 1956 
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How to run a small chain 





(Continued on page 91) 


We stopped walk-outs for sport- 
ing goods first, when we bought 
the Retz store. The sporting goods 
firm had a fine 40-year reputation, 
so we didn’t change the name. 

Then, about eight years ago, 
boat and motor inquiries got so 
numerous that we acquired Mun- 
cie Boats and Motors. Now we 
don’t lose sales in either category 
downtown. And both departments 
reflect the tremendous growth of 
sporting goods in this part of the 
country. 

Our newest store, Ballard’s 
Broadway, is large enough (5300 
sq ft) to handle sporting goods and 
boats along with other hardware 
lines. Our next store at Northwest 
Plaza will also carry these lines. 

Question: Can you sum up sug- 
gestions for dealers thinking of 
expansion? 

Answer: 1. Locate in towns of 
1000 or more population to get a 
proportionate return on your in- 
vestment. 

2. Survey communities to be 
sure you have the right lines of 
stock to sell in that area. 

3. Keep selection within lines 
narrow so you will always have 
open-to-buy. 

4. Try to locate in shopping cen- 
ters for all the benefits available 
only in shopping centers. 

5. Take care in purchasing 
quantity. A mistake can be a big 
one. 

6. Don’t change the name of a 
store you buy out, if it is well ac- 
cepted in the community. A good 
name is ready-made good will. 

®hnd 


Semi-annual basket sales 


move out odds and ends 

Twice a year an Indiana store 
holds a basket sale to clear out 
odds and ends. 

Instead of putting these clear- 
ance items on tables or stands, 
they are put into clothes baskets 
and galvanized tubs. 

The sales price of each group 
is shown on a large sign. No ef- 
fort is made to group the bargains 
except by price. 


HARDWARE AGE, MAY 9, 1957 


Dealer’s fishing skill 
helps build friendship 


What do you do when you have 


a good fishing day? 


A southern dealer is an ardent 


fishing fan, and often goes fishing 
before his store opens. 
is brought back to the store and 
given to some of the firm’s cus- 
tomers. 


His catch 


In the front-of-the-store fishing 


OPA 


tackle section, people knowing of 
the dealer’s skill, stop in to see 
where fish are biting. 


The information is cheerfully 


given with no effort to make a sale. 


However, most anglers given tips 


as to where to fish will make some 
kind of a purchase. 


These friendly gestures are but 


one of the many things which help 
this store make four turnovers a 
vear on a tackle stock of $3000. 


WHEN YOU PLAN WITH AN 
M&D STORE PLANNING 
ENGINEER AND INSTALL 
M&D STORE FIXTURES 


Let the M&D QUALIFIED Store Planning Engineer show you on the premises—right in your store — 


7 the best possible floor plan 
7 the proper type of fixtures 
f the right fixture accessories 


SO THAT EVERY INCH OF YOUR SELLING FLOOR SPACE IS PUT TO WORK PROFITABLY 


THIS is why M&D fixtured stores have become the 
standard — THE FIXTURES OF CHOICE — in Hardware 
Stores all over the nation. 


And because these premium quality fixtures are sold 
nationally on such a large scale, prices are competitive. 
You get the best — without paying a premium when 
you order M & D. 


M &D is represented nationally by the leading Hard- 
ware Associations and large Wholesale Hardware firms. 
Contact your local association or Wholesaler for cata- 
log and general information. OR 

If you're planning over-all store improvements —a new 
store —or just a sectional upgrading. Whether it’s dis- 
play islands—gondolas—platforms—or wall sections, 
let the M & D man assist you with your plans without 
charge. 





Wall Cases 





NAME 


TEAR ME OFF AND MAIL ME TODAY to our nearest office, please. 


Have your Store Planning Engineer contact me. I am interested in: 
Complete Store Installation § Upgrading or remodeling Gondolas () 
Islands() Platforms () 
M & D Store Fixtures, Inc. Dept: HWA-3. 

245 Vineland Avenue — La Puente, California 


or 
502 South Green Street — Cambridge City, Indiana 
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STATE 
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SELL STEEL GIFTS FOR 


I 


It’s your promotion 
... you name the 
products and brands 


“Operation Shower” is out to help you sell 
steel gifts for the bride: housewares, traffic 
appliances, decorative items, stainless flatware, 
TV sets; anything made with steel makes an 
appropriate shower or wedding gift. There are 
no brand restrictions. It’s your promotion! 


You can make 
your store a 
Bridal Gift Center 


“Operation Shower” will help you get a-bigger 
share of the bridal gift market. In both national 
and local advertising, U. S. Steel will promote 
the selling slogan, “Shower the bride with Life- 
time Gifts . . . Give her gifts of steel.” Your 
tie-in advertising and displays will bring the 
family and friends of the bride to your store to 
buy steel gifts. 


i 


Uss UNITED STATES STEEL 


You get lots of 
advertising support 


1500 hometown newspapers will carry “Opera- 
tion Shower” advertising in June to support 
your local promotion efforts. 

4 TV commercials on the U. S. Steel Hour, 
June 5 and 19, will create consumer enthusiasm 
for gifts of steel. 

A 4-color spread in the July issue of Vogue 
magazine will establish the steel shower as be- 
ing smart, fashionable. 

An 8-page pull-out ad in the April issue of 
Forecast for Home Economists will reach the 
country’s 50,556 home economics instructors 
who are training today’s and tomorrow's home- 
makers. 


You can boost your 
sales of steel gifts 


“Operation Shower’ is setting the stage for steel 
gifts sales. Now it’s up to you to bring customers 
into your store. You can do it with advertising in 
local newspapers, on radio and television, and 
through direct mail. You can attract attention to 
your part in the promotion with store and win- 
dow displays. 


iN THE 
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PROFITS OF 


Shuey 


THE BRIDE THIS SPRING 





Shower 
the Bride 
with 


You get free 
display material 
and selling ideas 


U. S. Steel has prepared an “Operation Shower” 
Promotion Kit, complete with merchandising 
tags, banners, a colorful poster, merchandising 
plans, display ideas, sample newspaper ads, 
radio scripts, reproduction art of the promotion 
symbol and slogan for advertising use. 
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AMERICAN 


AND 


OLD FAITHFUL 


MARKING 


Famous for versatility, AMERICAN and 
OLD FAITHFUL marking Crayons help 
solve your customer’s work program in 
every stage of production... from hot 
steel to raw lumber, there’s a special 
marker to fit every specific identifi- 
cation need. 


WHEN MARKING COUNTS— 
COUNT ON 
OLD FAITHFUL! 


THE AMERICAN 


CRAYON COMPANY 
SANDUSKY, OHIO 


ing information on our com- 
plete line of Industrial Mark- | 
ing Crayons. Dept 


¥ 

e 

t 
ws 








Old firm profits in making changes with the times 





fill the lot. And each store contrib- 
utes to the others’ overall traffic. 

The result of all of this plan- 
ning? 

These efforts give Mr. Branch 
Customer all he could want in 
hardware store shopping comfort, 
ee i ae 
® more than 


16,000 customers 


Principals of Hutchens 
Hardware and the newly 
formed Hutchens- 
McCaleb Co. (from left), 
John McCaleb, Vernon 
Hutchens, Sr., and Vernon 
Hutchens, Jr. The younger 
Mr. Hutchens is assistant 
manager of the new 
branch store. 


jammed the Hutchens’ store for 
the recent three-day opening 
event. 

According to J. H. Sanders, cen- 
tral and southern division sales 
manager of Stratton & Terstegge: 
“This was tremendous. I have 
never heard of such a large figure 
for an opening in a town of this 
size (52,000 pop.).” 

Certainly, there were curiosity 
seekers and giveaway hunters. But 
most of the shoppers who came 
liked the way the store was 
planned, the self-serve set-up, and 
the merchandise assortments. And 
most of them bought something. 
® Upon the successful opening, 
owner Hutchens announced imme- 
diate expansion plans. A new 
company, Hutchens & McCaleb 
Co., was formed. Company con- 
sists of Mr. Hutchens, Vernon 
Hutchens, Jr., and_ son-in-law 
John McCaleb. 

Hutchens & McCaleb has started 
to build an addition to the rear 
of the new store. It will be occu- 
pied by a newly-established elec- 
trical, plumbing, and heating con- 


(Continued from page 95) 


tract department to service the 
needs of the branch community. 

Want to go suburban? Don’t 
let age or lethargy hold you back. 
You know hardware. You can get 
all of the help you need in plan- 
ning store, fixtures, layout, and 
merchandising. Times are chang- 
ing. You can too. 


Rainy day specials can 
pull traffic for you 

Unadvertised specials are of- 
fered in many stores to make peo- 
ple shop them. 

A further adoption of the idea 
would be rainy day specials. 

When it rains, put a sign in 
your window inviting customers 
to come in and ask about these 
specials. Display specials near your 
cash register. Use a sign to iden- 
tify these items. 

Specials could include slow-mov- 
ing items, white elephants, or one- 
of-a-kind shelf warmers. Items 
should be priced at not more than 
$1 in most instances. Once in a 
while specials could include an item 
that usually sells for as much as 
$5. 

If you use a daily radio program, 
include mention of your rainy day 
special policy from time to time. 

All women want bargains. Any- 
thing which brings them to your 
store during poor weather can give 
you extra opportunity to sell them 
big-ticket items. 
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the Levittown Story 
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They sprayed dramatically different effects on furniture, walls, woodwork. 
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And, because Vari-Krom is so easy to use, it’s been a breeze to sell! 


The Vari-Krom success story is making headlines in suburbs and cities throughout the country. It 
will happen in your town...to you...when the VARI-KROM PROMOTION PACKAGE FOR 1957 
(heavy local advertising carrying your name, new dealer displays, direct mail) unfolds in your own 
backyard! Be ready . . . with the only multicolor spatter paint packaged for the do-it-yourself market. 


comes in quarts and gallons GET ALL THE PROFIT-PACKED FACTS FREE! MAIL COUPON TODAY! 
Stability problem solved! Please send complete information about VARI-KROM. 
15 beautiful colors with matching primers : Your Name 
specially formulated to spray through any tank-type vacuum cleaner Store .... 
D y pray g y yp iin 
easy to use . . . no sanding, no paint or varnish remover City & State... 
Wag REND . . - SE NE MAIL 10. VARI-KROM, 95 HARRISON ST, HOBOKEN, NU 









ARI-KROM 


An affiliate of BREINIG BROTHERS, Inc., Hoboken, N. J. Hoboken 3-2900 
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Floor-protectors... 
or sales-makers? 


Your customers think of Bassick Rubber 
Cushion Glides as floor-protectors. 
Bassick’s year-in, year-out advertising to 
Saturday Evening Post’s almost 5,000,000 
families has seen to that. 

That’s why — for you — Bassick Rubber 
Cushion Glides are such easy sales-mak- 
ers. Especially now, with the new see-’n- 
sell tubes and self-merchandising display 
package. (They're still available in bulk 
too, of course, for large orders.) 


New display package (decimal 
packaging) starts impulse sales. 

This smart new packaging lends itself to 
display—does part of the selling for you. Or- 
der from your wholesaler, open up the dis- 
play flap on the carton, and set yourself up 
some sales-making glide displays. Display 
them in both your houseware and hard- 
ware departments — because women are 
even better glide prospects than men. THE 

BASSICK COMPANY, 
Bridgeport 2, Conn. Jn 
Canada: Belleville, Ont. 

7.22 


AOVERTist ‘nm 
The Saturday F vening 


Bassick 


A DIVISION OF 


' MAKING MORE KINDS OF CASTERS. .. MAKING CASTERS 00 moORE CELL) © 
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f orgers beware! 


Simple records cut loss 


Some hardware dealers cash a 
number of checks each week. 
Those that do must guard against 
forged checks. 

The problem for these dealers 
is to know their customers whose 
checks are good, and to guard 
against those whose checks are 
forged. 

Swinney’s Hardware in Tulsa, 
Okla., uses a simple set of rec- 
ords to let it quickly decide which 
checks to accept. 

Two metal drawers are filled 
with 3 x 5 in. cards bearing the 
name, address, bank and amount 
of checks cashed by individuals. 

When a customer offers a check 
the clerk asks if he or she has a 


check card on file. If not, a card 
is made out in front of the cus- 
tomer, after satisfactory identifi- 
cation has been given. 

As other checks are given at 
the store the amount and date of 
each one is recorded. If a cus- 
tomer has tried to pass a check 
that is not good that fact is noted 
on the record card. Then future 
checks are refused by the staff. 

With these records sales clerks 
can cash small checks without 
calling the proprietor. 

Customers who have to wait to 
have their records checked are 
not offended. People with a poor 
record will not present their 
checks at the store. 


Simple, fairly compact records tell the check story on individual customers. 
Drawers are kept under the store's cash register. 
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THEY’LL ALWAYS STOP 
TO PICK A 


the glamorous 


CAN OPENER) ™™ Ree. 


Tops in sales wherever can openers are 

sold! And no wonder! With a super 

honed cutting wheel, easy-turn handle 

and wide choice of glowing modern col- 

ors, Canaramic is built for a lifetime of iL NZ ‘ly i ag Baie 
service. Available with or without r =" eee 
Magnetic Lid-Lifter. | 


Oatateed by *, 


Bi, - Ss . 5 jf f: 4 aff 
os ~ iy im 3 Good 5 
Models from *4.95. __ Wn’ Ss 


#8 aovianstd ' 


Every home 
needs a 


DAZEY 


SENIOR MIX-ER-ATOR 


It aerates-mixes-blends- 
. CAN OPENER whi S- nioacanagg all 

With call Off” Washable Cutting Wheel sil ; 

mixing jobs in seconds! 


One-quart jar is corru- 
gated for safe handling. 
Complete with removable 
pouring lip. It’s a snap to 
clean. Priced right at a 


For a brand new twist in can opener sales 
it’s the Super Senior with the ‘“‘Easy-Off” 
Washable Wheel. A flick of the finger and 
the cutting wheel can be removed for easy 
cleaning! Comes chrome trimmed in brilliant 
Dazey colors—red, yellow, white and all- 
chrome—with or without permanent magnetic low, low $2.49. 
Lid-Lifter. Retails for as low as $3.95. 


Pe ; 








The name “Dazey” on Kitchen Appliances is 
equivalent to the mark ‘‘Sterling’’ on Silver. 


Be sure 


STEP 1: Push holding key toright, STEP 2: Washable Cutting Wheel 


turn key toward you. slides off for easy washing. 


See your DAZEY DISTRIBUTOR or write direct MANUFACTURED BY THE DAZEY CORPORATION, ST. LOUIS 7, MO. 
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SAVES VALUABLE 
FLOOR SPACE, PACKS 


MORE DISPLAY POWER 





Now, the colorful wire rack mer- 
chandiser included with every 
CHROMTRIM 8/60 Aluminum or 
Stainless Steel Deal displays gleam- 
ing CHROMTRIM better than ever — 
invites customers to serve themselves 
—and occupies less than 2 square 
feet of floor space Shipped fully 
assembled ... just remove from the 
carton and it’s ready to sell for you. 


Get this new merchandiser by order- 
ing a CHROMTRIM 8/60 Aluminum 
or Stainless Steel Deal containing 
ten 6-ft. lengths each of the 8 most 
popular metal mouldings. 


If you are already a CHROMTRIM 
dealer, you can get this rack FREE 
with your refill order for 5 or more 
tubes. But don’t delay . . . offer good 
for a limited time only. 


For full details, see your CHROMTRIM 


Distributor or write direct to: 


TW E RINE Rez: 





DEPT. HA-5, 295 FIFTH AVE., NEW YORK 16, WN. Y. 
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‘Super self service hardware store 





Bulk iines such as wire cloth 
should be mounted on special racks 
to minimize clerk-service time in 
measuring and cutting. Mr. White- 
head feels that while each shelf 
and each fixture should be designed 
to sell certain lines, each should be 
flexible enough to be altered for 
other items overnight. 

All bins should be adjustable. 
Each section or department should 
carry an identification marker to 
speed up self service. Even garbage 
cans, stove pipe, and plumbing can 
be fully self-serve if they are ar- 
ranged properly on your sales floor. 

How about you? You want to re- 
arrange sections to get more sales 


‘from top lines. 


You think cookware would sell 


better near the front of the store. 


But you are hampered by antique 
fixtures that seem to weigh a ton. 
Have you priced modern step fix- 


tures for possible one-by-one re- 


placement? You’ll find them on dis- 
play in many wholesalers’ show- 
rooms or manufacturers’ catalogs. 

Have you checked the prices of 
sheets of perforated paneling you 
could install yourself? 

You will find that $100 buys a lot 
of display when compared to sales 
losses on present fixtures. 


More and more manufacturers 
are packaging small items for self 
service. But Mr. Whitehead did 
them one better. In his old store he 
found that hours and profit were 
wasted in handling, hooks, screws, 
and other small hardware staples. 
He found that home packaging not 
only saved time in the long run, but 
customers who once paid a couple 
of pennies for a few screws or nuts 
did not balk at paying 10-15¢ for 
a plastic bag of six or eight. 

Whitehead’s pre-packaging did 
three things: it saved time, it 
raised the unit sale, and it raised 
the profit considerably. 

How about you? Are you still 
measuring out nails, screws, and 
hooks, from bulk containers? 

Is your average unit sale mea- 


(Continued from page 89) 





Walter E. Whitehead, proprietor 


sured only in pennies or nickels? 

Are you losing time and dollars 
with bins and barrels of loose hard- 
ware that belong in the cracker- 
barrel age? 

Take a fling at home-packaging. 
Small, plastic, paper, or cellophane 
bags are cheap when bought in 
quantity. A stapling gun and mark- 
ing pencil complete your equipment. 
With a little practice you can bag 
a hundred pounds of nails or 
screws in far less time than it 
takes to handle that quantity on an 
individual basis. And the customer 
you would charge a penny apiece 
for a couple of No. 10 sheet metal 
screws will gladly pay 15¢ for a 
small envelope of 12. You get an 
extra 25 percent bonus for the 
effort. 


One of the reasons self service 
did not progress faster in the 
cracker barrel store was the mys- 
tery of prices. Bulk containers, or 
bins, or shelves were filled with fast 
items. 3ut customers 
wouldn’t help them- 
items were not 


turnover 
couldn’t or 
selves because 
priced. 

A customer would examine an 
item, hand it to a clerk, and ask 
“how much?” 

The clerk would look over an 
item, search the pin for a price 
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No. 1030 Chrome Queen 
Sparkling, mirror-bright chromium 
plating adds beauty and long-life 
protection. 


I NE ee ed os ee 2.98 
SOs Se ess ac bine tees 2.79 
Pee Me rte, aati iat 2.49 
OF} <a ae 1.89 
ee ee a a 98 
9” round..... 79? 
Pr ee ea od a 49 
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No. SAT-24 Satin Queen 
Lustrous, stainless steel with exclu- 
Sive cross-Striping of satin-burnished 
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No. 500 Pearl Queen 

Beautiful, shimmering, mother-of- 
pearl pattern in choice of red, yel- 
low, grey, pink and turquoise. 
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No. SS-1 Stainless Queen 
Gleaming, stainless steel with at- 
tractive non-skid ribbing. 


Oe We dw o's 6 Sb bwie-s ahs $3.98 
2 8 Fe Sea 3.65 
Ts oa + 0 bad wees 3.29 
2 epee eer: 2.98 
Me Ws Gals oh es ce bane 2.39 
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Guaranteed by ” 
Good Housekeeping 
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No. 800 Carousel 
Gay harlequin pattern in cheerful, 
multi-colored diamond shapes. 


2). er ees: .98 
Oe 1.79 
a oe ee a 1.59 
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For top of the range, refrigerator, counter, or other work sur- 
faces. Protects against HEAT, NICKS, CHIPS, STAINS and CUTS 





No. AL-2 Aluminum Queen 

Newest, brightest mat in the Aristo- 

mat family of protective weak 
. $2 
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Ree eked O00 6 3: 
2). eee ee eae 2.49 
2 8 | SR 2.29 
See PAS bc cdidewe ss c'o: 1.98 








> 

@ 

) 

ae 

e 

* 

% 

% 

Re 

@ 

No. 401 Floral Queen 
° Perennial favorite of thousands of 
e housewives. Prize-winning design 
sells on sight. 
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Exclusive Rigid-edge 
Patented Kant-Kut-Korners 


Heavy gauge steel or aluminum 
Consumer demand through con- 
sistent advertising 


+ 
* 
e Heat-proof, asbestos backing 
* 
7 






A Division of Phoenix Table Mat Co 


1718 East 75th Street * 


s Chicago 49, Illinois 
> Note: All prices 
slightly higher 
a West of the 
Rockies. 
ed 
s 
& 
& 
ad 
* 
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No. C1—Copper Queen 
a Rich, copper tone can’t peel or wear 
Py off. Complements all copper acces- 
sories. 
id ge Ef eee $4.50 
e SF Bags See ere 4.10 
13 x 19” . 3.79 
e 11 x 19”. 3.25 
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Masterware 


Line-up... 
with the 
PROFIT Pay-off 


Sanette's 33 year reputation for 
QUALITY is rigidly maintained in 
the entire Masterware family of 
five kitchen specialties . . . and 
pays off in year ‘round steady vol- 
ume, bigger profits and satisfied 
customers. 


In QUALITY Kitchenware, it's 
MASTERWARE! 


















Vispensette 


For wax paper, foil 
and paper towels; for 
shelf or wall. 










Wastatte 
Space-saving; extra 
large capacity. 

















All items 
Available in 
ALL-CHROME 
ALL-COPPER 
ALL-ENAMEL 

CHROME 
and ENAMEL 

COPPER 
and ENAMEL 
































Built-in wood slicing 
board. Removable 
shelf; rounded easy- 
to-clean bottom. 


Sanette 
Rubber cushioned cover. 
14 qt. polyethylene pail. 


Canette 
Space-saving; stackable; 
with easy-grip removable 


covers. 


SANETTE WAXED BAGS 


America's most popular waxed bags. Sample 
in every Sanette. In handy, 50 bag dispenser 
packages. 


$B-3-50 $B-5-50 
for 10 to 14 at. for 15 to 20 at. 
cans cans 





MASTER METAL PRODUCTS, Inc. ¢ P.O. Box 95, BUFFALO 5, N. Y. 


Trademarks Reg. U.S. Pot. Off. Copyright 1957 Master Metal Products, Inc. 
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and finally shout to the owner: 
“Mr. Owner, how much?” 

Elapsed time? Two minutes, five 
minutes, ten minutes? 

In the Whitehead stores, every 
item from a 5¢ stove bolt to a $200 
power mower is boldly price- 
marked with gum ticket or indeli- 
ble ink. 

A customer sees what he wants, 
sees the price, puts it in cart or 
carries it to register. 

Elapsed time? Maybe a minute. 

How about you? Sure, you’d like 
to price mark every item. It speeds 
up sales, nobody denies that. But 
who has time? Many dealers who 
think this way are probably using 
the same marking equipment they 
started in business with, either a 
black grease crayon or a_ good 
memory. 

An indelible ink marker costs 
pennies. Small gum tickets are 
cheaper than costly mistakes you 
make through guesswork. And the 
super markets, who know how to 
make an expense dollar bark, use 
rubber stamps with indelible ink 
for price marking. The fact is, you 
can’t afford not to price mark new 
goods. 


Special orders build 
sales for this dealer 

A far-western hardware dealer 
encourages customers to request 
special orders. 

When a customer wants some- 
thing not stocked, a salesman in 
charge of special orders notes 
that request. He promptly checks 
to locate the wanted item. The 
next morning the special order 
man visits wholesalers to pick up 
items on special orders. 

There is seldom a day when the 
special order man has fewer than 
eight or nine special order items 
to pick up. Most of these special! 
order items are delivered to the 
customer within 24 hours of the 
request. 

First-time customers for whom 
special orders are placed become 
regular customers as the result 
of this service. 

Although special order items 
are delivered to the customer, 
some prefer to stop at the store 
and pick them up. That second 
visit builds store traffic. 
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E a 3-dimension plastic plaques 
> Plastic ‘Paint Department” sign 
x 3-color mobile Lt} 414) 4 ay ghee 
4 Color Studio Service " uA , LEGRRE) AE 
5s Minnflo color display . Kaa | 
6 Minnesota tinting display 
ge Customer idea book 

@* Take-one’ color card rack 
> Metal highway sign 

10 Big store sign 


START FROM THE OUTSIDE and 
pull more customers into your store 
with Minnesota merchandising. Out- 
side your town, put prospects on 
the beam with bright, easy-to-read 





Tete) 





Minnesota Paints highway signs .. j o | 
featuring your store name. Outside a “ PAINTS ee) 2 
your store, direct traffic in with one ‘4 2a 5 / ie t <3) 
of these billboard-type signs affixed Be IN GRETNA ITS | [Minnesota @ 
to your building. LE SAWYER & SON HOWE Bp eb 
Inside your store, change pros- Se 3 | Lit as 
pects into customers with merchan- | C0. 
dising that’s ‘‘on target’’. Minnesota os MOUND D HA RDWARE 





offers dozens of items . . . special 
seasonal promotions, posters, dis- 
plays, signs. Minnesota puts money 
in your pocket . . . customers in 
your store! Mail coupon today. 
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MINNEAPOLIS FORT WAYNE Minnesota Paints, Inc. 
| \ / | 1101 3rd Street South, Minneapolis, Minn. 




















@ Please send full details on your 1957 merchandising plan 
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Does your advertising 
have variety in appeal? 


Some hardware dealers pride 
themselves in the fact that their 
advertising follows the same pat- 
tern at all times. Others give their 
advertising some spice through 
variety. 

A Wisconsin dealer uses once- 
a-week ads in a daily paper. The 
ad usually is two-columns wide 
and appears 


each Friday. The 










AGAINST 
THIS LIST 


we 


eae 


Wrapped? 
NSF Approved? 


Jumbo Coils? 


ca el ee ee ee 


Fully Guaranteed? 


Plastex is — against Rust, Rot, Corrosion, Defects 


Different types for different needs? 


Plastex gives you four — to meet more piping needs 


Choice of Pressure Ratings? 
Plastex offers you regular, 75 psi, 100 psi 


Permanently Measure Marked? 
Every 10 feet — for fast, easy selling 
For faster handling, economical storage, protection 


Your guarantee — your customer's guarantee — of purity 


Lengths up to 600’ — save costly remnants 


Immediate Shipment from Stock? 





height of these ads varies with the 

season and type of approach. 
Some weeks the entire ad is in 

bold face type with no illustrations. 


At other times the firm uses car- 
toons to bring home a point. Copy 
is always brief and to the point. 
the firm emphasizes 
in an ad that it has been in busi- 


Occasionally 


ness for more than 50 years. 


All ads show the firm’s distinc- 


tive signature cut. 


Variety is the spice of this firm’s 


ads. 


Cee KKK 


Plastex will ship within 24 hours of order. 


If your present plastic pipe doesn’t score 100%, 
then for profit’s sake get PLASTEX PIPE! 


THE PLAS 


GE SINCE 


mr Gis 


Makers of Plastex, Twin-Tex, Pressur-Tex and Yello-Tex Plastic Pipe 


3232 CLEVELAND AVENUE 


@® COLUMBUS 11, OHIO 























Sliding panels provide 


additional display area 
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One way to gain extra display 
space for seasonal items in a small 
store is to use sliding perforated 
panels. 

The panels are mounted in a 
track suspended from above the 
wall fixtures, so that the sliding 
panels move in front of the shelves. 

Seasonal merchandise is mounted 
on the panels and can be changed 
more easily than if shelf space 
had to be emptied. 

Panels are slid easily to get mer- 
chandise from the shelves or can 
be removed after the seasonal pro- 
motion. 

Emil Loos, who operates a hard- 
ware store in Oshkosh, Wis., uses 
4x8 and 4 x 4 ft panels around 
his store. Here he checks a sea- 
sonal toy gun display which he 
mounted in his paint department 
in November and December. 


One-word sign boosts 
sales for this dealer 


Which single word would you 
use to make your salespeople re- 
member to try for second sales to 
each customer? 

A Kansas dealer keeps a small 
sign on his cash register with the 
single word “Prospect” in bold 
letters. This reminds each mem- 
ber of the staff to try for a second 
sale. 

Simple though this reminder is, 
it has helped to increase related 
line sales for all departments of 
the store. 
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W / Revolutionary SPRAY CAP 
NEW. Biggest Home-Gardening 
Sales-Sensation Ever! 
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A\ q Q sf 
Home-Gardeners See It and Buy It\ ¢ovS* ia) TA, f 
Because It Simplifies Home a 


p 4 r ora Each Bottle Complete with ANTROL Hose Spray Cap! 
aqraen opraying : 

P y g Chlordane Soil Crabgrass Killer. 
Insect Killer . . . 


*:9 ° Disodium Methyl 
Dealers .. . it’s Big! A brand new keeps lawn and Arsonate com- 


idea in water pressure sprays . . . de- garden bug-free for 2 pound widely ac- 


months—years! claimed as fastest, 
signed for BIG volume, profits! Kills ants, Jap safest, surest killer | 


Beetle grubs, sow- of crabgrass, many 
Just attach to any hose . . . fabulous bugs, lawn moths, other weeds! Retail 


precision cap measures, blends, sprays moet others. Sag- 5 =. $2.69 pint, with 
. ‘mpl . Can’ gested retail $2.98 sprayer attached. 
in one simple, accurate operation. Can't pint, with sprayer 

clog or back up...hands never touch attached. 

harsh chemicals! Formulas include 2, 4-D Weed Killer. 


. . Garden Insect Death to broad- 
most modern, most effective pest-killers Killer with Male. a i 
known to science! thion! Kills 4 Dandelion, Gold- 
Aphids, JapBeetles, “ enrod, Wild Mus- 
etc., on roses, flow- . tard, most others. 
EXTRA! ANTROL ADVERTISING ers, ornamentals, Won't harm deli- 


trees, vegetables, hia | cate lawns, plants. 
on local TV, in newspapers, garden pint, with sprayer Ry 


pages, magazines, trade journals! For attached. 
full details, write “Bug-Z’’, Garden 
Division, Boyle- Midway Inc., N. Y. 
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with sprayer at- 


Each Item Color-Keyed for Easy Selling! 
BOYLE-MIDWAY Inc., 22 E. 40th St., New York « Brooklyn « Cranford, N. J.» Chamblee, Ga. « Chicago « Los Angeles *« Canton, Ohio 








HARDWARE AGE, MAY 9, 1957 


















Customizing mail boxes 
brings in $1000 a year 

Selling customized rural mail 
boxes can be a profitable sideline. 

It’s worth $1000 a year to 
Acker’s Hardware, in Rock Ledge, 
Pa. 

Acker’s customizes mail boxes 
down to the actual installation. 
Each sale averages $22. The store 
averages 50 sales a year. 
Customizing is not difficult. 























3S Steps to 


10 TIMES the PROFIT 


with Seymour Smitn Electric Lawn Trimmers 


1 Display your hand grass shears 
prominently ... BUT 


9 With them, display the Seymour 
Smith electric lawn trimmers 
(special floor display free). 


3 When a customer is interested in 

grass shears, show him the elec- 
tric lawn trimmer and tell him the 
advantages—the hand shears are 
low cost in money, but the electric 
trimmers are low cost in time. User 
does an hour’s work in minutes, and 
does it standing up. 











= 
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You make $10.00 profit on electric lawn 
trimmer #700 ($7.25 on #70) instead of 
40c to $1.00 on a hand grass shear. And 
you'll be doing your customer a favor. 
Seymour Smith electric trimmers really 
do the job and give long, trouble-free 
service. 


#700: De luxe model with exclusive fea- 
tures. Custom-built, 1/10 h.p. motor. 
Safety switch at grip stops motor when 
released. Cord housed inside aluminum 
tube handle. Extension cord holder. Large 
rubber wheels. Auxiliary handle grip. 
wees has ball bearing on shaft end oiled 
or life. 











blank with 
each trimmer. 











#70: Priced for volume, but sell it with 
confidence. Jt does the job. 1/15 h.p. cus- 
tom-built motor. Rolls freely on large 
hardwood roller. 


Luatily Tools 
Seymour Smitu 
Swce 7850 





#70 , 
$21.95 
retail 


#700 
$29.95 
retail 
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SEYMOUR SMITH & SON, INC. 
2705 Main St., Oakville, Conn. 
Sales Reps: John H. Graham & Co., Inc. 

105 Duane St., New York 8, N. Y. 








Acker’s order a mail box from a 
wholesaler, then either paint it 
according to customer’s specifica- 
tions, or spell out the customer's 
name and address with reflectorized 
aluminum letters and numerals. 
The box is attached to a post of 
the customer’s choice and then in- 
stalled. 

Getting the business started was 
the most difficult part. Acker’s 
contacted builders in the area to 
learn the names of persons buying 
new homes, then wrote the persons 
explaining the service. Since then 
word of mouth advertising has 
brought in additional business. 

Shown here putting the finishing 
touches to a customized job are 
(left to right) Harry Acker and 
his brother Walter, who operate 
the store together with their 
father, Charles J., and brother, 
Charles F. 


Simple idea promotes sale 


of padlocks in this store 


Padlocks are used by so many 
types of customers that a New 
England dealer shows them in sev- 
eral departments. 

Bicycle locks of different types 
are shown in displays next to the 
cycle section. 

Dog collar and other small pad- 
locks get attention as part of the 
dog supplies section. 

Before this plan was put into 
action a bicycle customer was re- 
ferred to another part of the store 
when padlocks were wanted. 

Padlocks now sell faster. 


Classified ads can pull 


traffic to your store 


Sold on the value of daily ad- 
vertising, but unable to afford dis- 
play space that often, an Illinois 
dealer uses classified ads. These 
ads appear each day and range in 
size from three to five lines. 

Some days the dealer uses as 
many as three different ads. 

Copy is changed but once a week. 
If an ad pulls better than usual 
response it will be repeated the 
following week. 

Seasonal merchandise is featured 
in most of these ads. 
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“High Velocity” 





Again this year, powerful national advertising will mean more 
sales of Peters “High Velocity” ammunition. Make sure you're 
ready—stock and display the entire Peters line today. 


Big game guides, shooters, and hunters everywhere know there’s 
no more powerful ammunition in the world, than Peters “High 
Velocity.” 


haley 
PACKS THE\ POWER! GUPOND 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. an 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc, 


ore. 
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Desttuctiue Desigu 
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Sales ++tpeal 
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HAMMER 
FORGED 
CUTLERY 


Gutchers 
Skicer 


SEE YOUR HARDWARE JOBBER OR WRITE DIRECT 


This farm department is 


called a basement store 


When a Michigan firm moved 
most of its farm items to the 
basement, it had two reasons. 

One was to show farm lines 
where there would be more room 
for browsing. 

The other was to give more 
room on the first floor to house- 
wares and tools. 

The firm advertised its new 
section with no mention of it as 
a farm department. The types of 
items offered told farmers that it 
was a department for them with 
no suggestion of separation from 
the rest of the store. 

By calling its farm section the 
basement store, the firm suggested 
that the department is a place to 
find good bargains. 


Are you a light saver? 
This dealer isn’t one 


Good lighting is a most effective 
sales tool in a housewares depart- 
ment. 

An Ohio hardware dealer with 
an attractive and well-stocked gift 
and housewares basement tells 
how he keeps the department 
bright at all times. 

He says: “We keep the depart- 
ment bright by having three 220- 
watt wiring circuits so arranged 
that we can’t operate without all 
of the lights turned on. 

“This keeps us from turning 
lights out.” 

The department uses recessed 
fluorescent lighting, concealed 
fluorescent shelf lighting and ceil- 
ing spot lights. 


Hunters’ safety contest 


attracts men to store 


To increase store traffic, an 
eastern dealer conducted a hunters’ 
safety contest. No purchases were 
required for entry. 

Twelve simple questions on hunt- 
ing safety factors were asked. 
Sportsmen, young and old, were 
invited to visit the store to enter 
the Hunters’ Safety Contest. 

Interest generated by the event 
helped build traffic and built sales 
in sporting goods and other lines. 
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“ | Fishing fun is family fun 


S ...especially with a Bronson Soin Hing 


Only BRONSON helps you sell 
a family at a time 


Why settle for single sales, single profits—when 
Bronson’s ready to help you sell reels a family at 
a time. 

You can make your store the family fishing store 
by tying in with the hard-hitting national promotion 
“fishing fun is family fun . especially with a 
Bronson.” Use Bronson’s free tie-in material to 
profit on reel sales a family at a time. 

Your customers will recognize the Bronson “fam- 
ily fishing” theme, because Bronson’s hard-hitting 
national advertising is paving the way. Month after 
month, over nine million sportsmen and sports- 


women are being sold on family fishing with Bron- 
son through the pages of Sports Illustrated, Ameri- 
can Legion, True, Argosy, Field and Stream, Fisher- 
man, Outdoor Life and Sports Afield. 

In addition, Bronson gives you a reel to sell for 
every kind of fisherman, every kind of fishing—plus 
the full price range you need to outfit every member 
of the family. 

If you haven’t already received your free Bronson 
“family sales’ kit, ask your jobber salesman, or 
write Bronson Reel Co., Bronson, Michigan, 
Division of Higbie Mfg. Co. 


TIE IN WITH BRONSON’S "Fishing fun is family fun" PROGRAM 


Use your family sales kit: 
Poster—23” x 34” Counter Card—8” x13” 


Spinning Booklets — 


(Free for your customers) 


Streamers—8”" x24” 


Bronson 
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IN EYE-CATCHING 


“$43 Ag 


Camping, hunting, fishing, summer 
barbecues, skiing, skating? Whatever 
his favorite pastime, the outdoor en- 
thusiast instantly recognizes the Dietz 
“Tent ’n Trail” lantern kit as “just 
what the doctor ordered.” 

Its economy, its usefulness, its 
handiness, its wide circle of light in 
many different situations and 


NOW 


For Peak-Season 





especially during storm seasons when 
power lines are down . . . cant be 
matched by other sources of portable 
light. You can hang it up, set it 
down, or carry it with one finger, 
where other lights are awkward, un- 
reliable or impossible to use. Casts its 
glow over the entire area, also. 

Defies wind and weather. Gives 
full light to the last drop of fuel. 
Burns up to 15 hours on a single 
filling. The complete kit contains 
forty-hour supply of Dietz odorless 
Lantern-and-Igniting fuel. 


ORDER NOW for the big season 
ahead . . . and for year-’round im- 
pulse sales thereafter. Phone or write 
your wholesale distributor 


COMPANY 


SYRACUSE 1, N.Y. 
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Before and after photos 


will sell more paint 


A few before and after photos 
to show local buildings on which 
your paint was used will help sell 
your line. This is true when one 
photo shows a dingy looking 
building, and the other how it was 
improved with your paint. 

If you have a record of the cost 
of the paint job for each of these 
painted buildings you have an 
effective sales tool. 

Supplement this data with facts 
as to the quality and shades used. 
Tell the customer what had to be 
done to the house to give it the 
improved look shown in the after 
picture. 


Large local map helps 


sell more power mowers 


When a power mower prospect 
enters a hardware store in Texas 
the dealer inquires where he 
lives. 


Then he shows the customer a 
large map of the town on which 
pins give the location of people 
who have bought power mowers 
from the store. 

Told that a certain person in 
his neighborhood bought a power 
mower, the customer is invited to 
check with the owner to see how 
he likes the unit. 


Store billboards promote 
non-commercial campaign 





Here is one of two billboards on the 
store of G. H. Ebbers & Sons in She- 
boygan Falls, Wis., as it looked when 
used to help promote a safety cam- 
paign. This and the store's other bill- 
board promote store merchandise 
and services most of the time. Civic 
and welfare groups receive use of 
these boards at no cost, but must 
provide their own posters. 
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INCREASE YOUR PROFITS WITH THE 


MOST VERSATILE 


OF ALL BOLT MERCHANDISERS 


THE LAMSON ~._,. youd BOLT TRAY 


OoNAl Re 
~> 4 


ALL LAMSON SERVE YOURSELF PRODUCTS ARE GIVEN A RICH, 
LUSTROUS PLATING OF ZINC AND ADDITIONAL, CLEAR CHROMATE 
TREATMENT FOR A FINISH THAT LASTS . .. AND SELLS! 


Sores Yours! 


sauces 0 0°° 





CHECK THESE 
VERSATILE FEATURES: 


INCLUDES 

FIVE ASSORTMENTS 
—Carriage Bolts, Small and 
Large Machine Bolts, Car 
Screws and Stove Bolts... 
91 types and sizes to satisfy 
the needs of 80% of your 
fastener customers. 


REFILLS PACKAGED IN SMALL 
QUANTITIES to stock only 
one compartment. Eliminates 
half-filled cartons of back- 
up inventory. 
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Breaking all-time 
chain sales records — 
ie Chain’s exclusive 








“. Marked every 5 feet ., quick, exact measuring 


YW 


Color-Coded . . instant identification of 
ns ~ chain grade 
a 

on — ‘SS 
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See 
Baa 
BLUE weir hich test stect Chain, 


"M -Mark” f 
ORANGE cor aicy crein 


for Campbell 


















Chain sellers and users everywhere 
have been quick to recognize the advantages of new 
Campbell ‘““Measure-Mark’”’ Chain. No more cumber- 
some measuring—just count the colored five-foot 
markings. And you can instantly identify the proper 
grade of chain with Campbell’s exclusive Color-Coding. 


Saves time—assures accuracy. Get all the details on 
this completely new time-and-labor-saving method of 
handling chain—available only from Campbell. Write 
today, or ask your Campbell Distributor. 


Labels are Color-Coded, too, for instant 
identification. Space ts provided for‘ Per- 
petual Inventory’’ to tell you at a ct. a 


just how much chain you have in stock. 
<a LOY 
CAMPBELL 


AVAILABLE ONLY FROM CHAIN 


Main Office, York, Pa. 
West Burlington, lowa « Portland, Oregon « Sacramento, Calif. 





Makers of the famous Lug-Reinforced Tire Chains 








“WASHINGTON. 


EWS 











(Continued from page 10) 


Waiting for a loan from SBA? 
The money may be along soon 


If you have been waiting for a 
loan from the Small Business Ad- 
ministration, your wait may soon 
be over. 

SBA recently stopped making 
loans because it ran out of funds. 

Although out of funds, SBA has 
been processing applications right 
along to be in a position to lend 
money when funds are available. 

Now the funds are coming. The 
President has signed into law a 
bill giving SBA an additional $45 
million so it can resume lending. 


How many employees would you 
say most repair shops have? 


Been annoyed at times because 
your service department is not 
manned by a huge staff of specia- 
lists? 

Then relax, because yours is not 
an unusual situation. 

According to the Census Bureau, 
more than half of all the service 
establishments in the nation have 
no paid help whatsoever, and an- 
other third get by with fewer than 
six employees. 

In fact, only three-tenths of one 
percent of all service establish- 
ments have more than 100 em- 
ployees. 


FTC probes new trade rules 
for buff, polishing industry 


The Federal Trade Commission 
has opened hearings on new 
proposed trade practice rules in the 
buff and polishing wheel manu- 
facturing industry. 

Here is how these rules would 
affect you: 

The rules cover such things as 
misrepresentation and deception of 
products, false and misleading 
price quotations, deceptive invoic- 
ing, substitution of products, un- 
lawful price fixing, and discrimina- 
tion in prices, rebates, refunds and 
discounts. 

(Resume reading on page 11) 
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Sink your 
teeth into 
real profits 
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BULL DOG assures you 
solid profits because the 
famous BULL DOG name 
gives you fast turnover. 
BULL DOG Tape delivers 
thoroughbred perform- 
ance... sticks tight and 
stays tight. Provides per- 
fect electrical insulation. 
Dozens of other uses around shop and 
home build repeat sales. Complete line 
in smart packages that keep stock 
fresh and new. 
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Sold only 
through verified 


wholesalers 










There's a BULL DOG TAPE for every purpose 
FRICTION ¢ RUBBER ¢ PLASTIC 


BOOBs 


WArdsssy 
e 









Another quality product of 
BOSTON WOVEN HOSE & RUBBER COMPANY 


8 © Ss T © BOSTON 3, MASSACHUSETTS 


Also manufacturers of Garden Hose - Nozzles - Matting - Stair Treads 
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ALLER 
FAD 


ALLEN 
KEYS 


New bright finish 
New kit 


Lower prices 





#604 Junior 
Key Kit 


Now Allen key kits pack 
more value and new sales 
appeal. 

Keys furnished in our 
key kits have a high luster 
coating — rust resistant — 
better looking — makes size 
markings easier to read. 

Six different sets, fur- 
nished in attractive new red 
plastic trimmed envelopes 
are now available at leading 
Industrial Distributors and 
Hardware Jobbers. 

Write us for descriptive 
bulletin C38, and the name 
of your nearby supplier. 


ALLEN 


44,@) 


MANUFACTURING COMPANY 
ale Lahiclac me ae G@ lls ual a ae 


Convention Calendar 


1957 


1958 





conventions shows 


conferences 











Convention Check List 


r complete details about the convention 
the alphabetical listing following this quick check list 


National Assn. of Sheet Metal 
Distributors Spring Meeting Phil- 


ode!lpnia 


June 


2-4 Ace Hardware Corp. Summer 
Convention & Toy Show 
13-15 Texas Hardware Boosters Club & 


Texas Wholesale Hardware Assn. 


Conventions, San Antonio 


Industrial Supply Convention, San 
CG eancieccrn 


July 


August 





; listed by dates below use 


30-July 4 Second International House- 
wares Show, New York 


7-11 National Retail Hardware Assn. 
Congress, Dallas 

8-12 National Housewares Exhibit, At 
antic City 

22-26 West Coast: Housewares Show 


San Francisco 


4-7. Gift Show, San Francisco 
11-14 Gift Show, Portland, Ore. 
18-21 Gitt Sho Seattle 
25-27 Gitt Show, Spokane 








Second 





National Events 


Industrial Supply Convention, June 


18-20, at San Francisco, Calif. At- 
tendance restricted to members. 
Mark Hopkins Hotel headquarters 
for American Supply & Machinery 
Mfrs. Assn.; Fairmont Hotel head- 
quarters for Nat’! Industrial Dis- 
tributors Assn. and Southern Indus- 
trial Distributors’ Assn. Sponsored 
by ASMMA, W. B. Thomas, Hunter- 
Thomas’ Associates, 2130 Keith 
Bldg., Cleveland 15, Ohio, business 
manager; NIAD, 1900 Arch St.. 
Philadelphia 3, Pa., Robert C. Fern- 
ley, executive secretary; SIDA, 712 
Volunteer Bldg., Atlanta, Ga., E. L. 
Pugh, secretary-treasurer. 


National Assn. of Sheet Metal Dis- 


tributors Spring Meeting, May 16- 
17, at the Warwick Hotel, Philadel- 
phia. Thomas A. Fernley Jr., 
executive secretary, 1900 Arch St., 
Philadelphia 3, Pa. 


National Housewares Exhibit, July 


8-12, Convention Hall, Atlantic City, 
N. J. Sponsored by the National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


National Retail Hardware Assn. Cun- 


gress, July 7-11. Statler - Hilton 
Hotel, Dallas, Texas. Sponsored by 
National Retail Hardware Assn., 
964 N. Pennsylvania St., Indian- 
apolis 4, Ind. 


International Housewares 
Show, June 30-July 4, at the Coli- 


seum, New York, N. Y. Sponsored 
by Orkin Expositions Management, 
19 W. 44th St., New York 36, N. Y. 


Regional Events 


Ace Hardware Corp. Summer Conven- 
tion & Toy Show, June 2-4, at the 
company warehouse, 2355 8S. Blue 
Island Ave., Chicago 8, IIl. 


rift Shows: San Francisco, Calif., in 

Civic Auditorium, Sheraton-Palace, 
St. Francis and Sir Francis Drake 
Hotels and Western Merchandise 
Mart, Aug. 4-7. Portland, Ore., in 
Portland Public Auditorium and 
Plaza and Benson Hotels, Aug. 11- 
14: Seattle, Wash., in Civic Audi- 
torium, Olympic and New Wash- 
ington Hotels and Terminal Sales 
Building, Aug. 18-21; Spokane, 
Wash., in Davenport Hotel, Aug. 
25-27. Western Merchandise Ex- 
hibitors Assn., Kay Leber, show 
manager, 1355 Market St., San 
Francisco 3, Calif. 


West Coast Housewares Show, July 
22-26, at Western Merchandise 
Mart, San Francisco, Calirt. Spon- 
sored by Western Housewares 
Assn., Western Merchandise Mart. 
1355 Market St., San Francisco 3. 


State Events 


Texas Wholesale Hardware Assn. and 
Texas Boosters Club Annual Con- 
ventions, June 13-15, San Antonio. 
Howard Weddington, 1327 National 
City Bldg., Dallas 1. 
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Special Of jeu 


From 


| Master 


THREE FREE PADLOCKS 








320 


Fast-selling, low priced Master 
Padlocks, with free display, and 3 
FREE padlocks, to give you more 


profit — over 61 %. 


You buy 39 Master Padlocks at 
| _ : | regular price and get THREE FREE, 
Master Lock : Uy yasar plus a free display. 6 each of num- 
Wentds Laxges® _— bers 44, 55, 66, 22, 105, and 500 


Tame Iolani ole amiael acta Mm oliULMolal-M-lolda 


ORDER THIS NEW NO. 320 DISPLAY 
SPECIAL FROM YOUR WHOLESALER 


of the six numbers mounted on 
the display. 42 padlocks in all. 
You are charged for only 39. The 
Retail value of 42 Padlocks . $20.65 ee os — numer 
No. 320 Display Special costs you .... $12.80 44, 66, and 500 — have total re- 
Your profit margin (over 61 % on cost) $ 7.85. tail value of $1.45. 








oe ee oe ee 





WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 133. 


(Continued from page 15) 





close to the trunk. No-Trim Tree 
Guard fits around the base of the 
tree and prevents grass from 
growing too close to the trunk. 
Three sizes available are a 16 in., 
24 in., and a 36 in. core. Keelor 
Steel Co. 


For more data circle No. 14 on postcard, p. 133 


Double door utility cabinet 


This new addition to the White 
Mountain line of cabinets is a 
double door utility model measur- 
ing 66 in. high, 30 in. wide and 
13% in. deep. The cabinet has 
a Dupont Dulux Hi-Bake enamel 
finish, recessed handles with 




















a 


chrome pulls, 5 shelves and viny] 


roller catches. Maine Mfg. Co. 
For more data circle No. 15 on postcard, p. 133 


Five cloth tape colors 


Five spring colors have been 
added to the Mystik line of self 


130 


sticking cloth tape. Turquoise, saf- 
fron, cantaloupe, aqua and mocha 
are the new colors designed to fit 
into contemporary decorating pref- 
erences. The tape is plastic coated 
which makes it washable and color 
fast. Colors come in 34 and 1% in. 
widths in cellophane wrapped rolls. 
Mystik Adhesive Products, Inc. 


For more data circle No. 16 on postcard, p. 133 


Lawn fertilizer sprayer 

This lawn sprayer will treat a 
swath four feet wide. It is de- 
signed to spray one gallon of liquid 





uniformly over 3,000 sq ft of lawn 
or 3 gal over 9,000 sq ft. The 
Weedone sprayer has full instruc- 
tions on application requirements. 


American Chemical Paint Co. 
For more data circle No. 17 on postcard, p. 133 


Low priced portable fan 


Home owners and apartment 
dwellers, too, will be customers for 








this 20 in. portable electric fan 
priced at $39.95. Features include 
a 2-speed switch, weatherproofing, 
6-pole induction motor and three 
aluminum blades. The fan is 24% 
in. high, 2314 in. wide, 634 in. deep 
and weighs 23% lb. Arvin Indu- 
tries, Inc. 

For more data circle No. 18 on postcard, p. 133 


Textured look in floor covering 


Two additions to the Congoleum 
line of floor coverings emphasize 





the trend to texture. One pattern, 
“Blossom,” combines a floral motif 
and the textured look. The other, 
“Variety,” is a tile pattern. Blos- 
som pattern comes in gray, mocha, 
and beige. Variety comes in black 
and white, blue and white, and 
woodtone shades. Both come in all 


rug sizes. Congoleum-Nairn, Inc. 
For more data circle No. 19 on postcard, p. 133 


Safety lock for all doors 


Most folks will have a use for 
this inside safety lock that ac- 
commodates all types of doors. The 
lock has no key hole on the outside 
and operates by a key from the 
inside. It cannot be opened by 
prowlers even if door glass has 
been broken. Comes in satin-brass 





(Continued on page 132) 
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Ride the 
Simonds Profit Train 


PULPWOOD SAWS AND FRAMES 


with SIMO Oo 


Hardware /Line 
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Here’s a big money-making pack- _ Bits and ‘Red Circle” Shanks. ing Simonds Hardware Line right 
age — 6 famous Simonds quality Each and every one’s a top away. Get details from your jobber 
lines: Si-Clone Saws, ‘Red Tang” profit, steady seller with one qual- or nearest Simonds Branch. 

Files, ““Red End” Hack Saw ity standard — the highest you 
Blades, Pulpwood (Buck) Saws, can get. So hop aboard for 


Crosscut Saws, ‘“‘Blue Tip” Saw greater profits. Start stock- 0% : S | M @) N DS 


SAW AND STEEL CO. | 


125 years of growth 1832-1957 


Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon 
Canadian Factory in Montreal, Que., Simonds Divisions: Simonds Stee! Mill, Lockport, N.Y. —— 
Heller Too! Co., Newcomerstown, Ohio, Simonds Abrasive Co., Phila., Pa., and Arvida, Que., Canada = F IT CHBURG. MASS. , 


= V7F 
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(Continued from page 130) 
or satin-chrome finish complete 
with tamper proof screws. Lists for 
$3.75. Loxem Mfg. Co. 


For more data circle No. 20 on postcard, p. 133 


Ski rope of polyethylene 
Sporting enthusiasts will be in- 
terested in Supreme ski rope. Rope 





is made of braided polyethylene 
and tests to more than 900 Ib. 
Rope comes in 75-ft lengths com- 
plete with handle and towing loop. 
Storage reel and polyethylene stor- 
age bag are included. Rope is col- 
ored orange for easier visibility in 
water. Samson Cordage Works. 

For more data circle No. 21 on pestcard, p. 133 


72 foot runabout boat 


Fishermen, duck hunters, and 
the entire family will be customers 





4 


for this 74% ft boat equipped with 
a 3 hp inboard engine. Remote 


controls adjust speed or maneuver 


the boat out of tight spots. The 
2-cycle air cooled engine has an 


132 


ignition switch, 2-qt fuel tank, and 


rewind starter and weighs 16% lb. 
The wooden Skeeto boat has a 


formica deck, splash rails and a 
plastic windshield. Choice of red, 


blue or green trim with chrome 
hardware. West Bend Aluminum 
Co. 


For more data circle No. 22 on postcard, p. 133 


Revolver has two finishes 


A .22 caliber six-shot revolver in 
two barrel sizes and two finishes 
has numerous other feature to in- 
terest plinkers and customers who 
buy arms for the home. Model 622 
features solid non-glare frames, 
push-pin extractor for faster re- 
loading, checkered brown “Cling- 
Fast” side grips, and four- or six- 
inch barrels. Model 623 has same 
features, but is finished in chrome. 





Retails are $27.95 for model 622; 
$29.95 for chrome-finished model 
623. Harrington & Richardson 
Arms Co. 

For more data circle No. 23 on postcard, p. 133 


Bird call record player 

“Call of the Wild” will bring 
traffic to dealers who sell sporting 
goods. This portable, three-speed, 
battery - operated record player 
plays duck, crow, goose, and other 
popular calls. Features include 
water proof metal cabinet and 25 
ft extension cord for loudspeaker. 
Transistor unit needs no warm-up 
time. Unit has hand microphone 














to convert address 


it to public 
system for sporting events. Animal 
Trap Co. of America. 


For more data circle No. 24 on postcard, p. 133 


Spray coating for mowers 


Lawn mower owners will be in- 


terested in Easy-Cut, a spray coat- 





ing that prevents grass from stick- 
ing and accumulating on lawn 
mower blades and housings. Coat- 
ing can be applied to hand, rotary 
and reel-type power mowers. Coat- 
ing also resists rust formation and 
staining, won’t harm hands, shoes 
or clothing. Easy-Cut comes in 16- 
oz aerosols. Speco, Ine. 

For more data circle No. 25 on postcard, p. 133 


New colors for tough jobs 


Customers who have masonry 
painting problems will welcome the 
Poly-Sol line of 12 packaged colors 
said to paint any type of stucco or 
masonry, regardless of condition. 
Colors can be intermixed to give 
desired shade in a broad spectrum. 
Water-emulsion based, the paint 
can be applied over damp surfaces. 
It does not require primer. Ankor- 
Fil undercoat has been developed 
for masonry that is excessively 


(Continued on page 136) 
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Please use this P. O. 
Box Address for Quick 
Check Cards Only 



























































use this FREE 














CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 
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FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 
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Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the ‘What's New’ columns. You get more of these in 
HARDWARE AGE than in any other magazine. 
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When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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ers. Use this card for free 
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HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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WHAT'S NEW 


@ For more information 
on these products and 
services use free post 
card on page 133. 














SALES 


PROFITS! 
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(Continued from page 132) 





porous or cracked. Ankor - Kote 
primer is another product to give 
better painting surfaces for Poly- 
| . ta Sol. Ankor-Kote is primer for 
DUPONT oe 1 4 water cement surfaces that produce 
eh Te ee : chalky residue. 

SPONGE YARN 3 3 34 be te _ For more data circle No. 26 on postcard, p. 133 





















| Double-faced adhesive tape 


Homeowners and businessmen 
will be customers for this Scotch 
| brand cellophane tape which has 
adhesive on both sides. Tape can 
be used for sticking stamps to let- 
ters, mounting photos in albums, 
attaching cards or letters together, 
sealing packages invisibly and 
other uses. A 200-ft roll of %-in. 
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DUPONT SPONGE YARN 
Highly absorbent. Holds 

















~ more water. Cleans wide tape retails for 39¢. Minne- 
COMPACT “SILENT «= floors faster. Applies sota Mining & Mfg. Co. 
SALESMAN” ce liquid waxes. Resists For more data circle No. 27 on postcard, p. 133 
souring. Won't lint or ‘ 


FREE with every 
dozen. Sturdy Shipping 
Carton is a 3-color Dis- 
play that attracts traf- 
fic and sales from three 
sides . . . yet occupies 
floor area only 9”x18”. 
Easy to set up. 


tangle. Stays fresh and Plastic spinning rod case 


clean after rinsing. Dries Your fishermen customers will be 


interested in this spinning rod case 
floors faster. Longer- Pp & | 


lasting than natural yarn. 


NATIONALLY | | 
ADVERTISED ig nieiiiilas 
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FREDERICK évlA va MARYLAND 
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of heavy fabric-backed plastic. 
Case will accommodate any center- 
jointed rod of 7% ft length or 
shorter. Rod may be stowed broken 
down with reel, line and lure rigged 
on it. Case has zipper opening and 
adjustable carrying strap. Deluxe 
model has plastic compartment lure 
box. Retails for $5 up. Boyt Co. 


For more data circle No. 28 on postcard, p. 133 


Plastic home service oiler 


Some handymen will find this 
plastic home oiler interesting. The 





unit has a finger tip trigger 
plunger that produces a fine pres- 


surized stream. Its transparent 
plastic body holds up to 4 oz of 
lubricant and unscrews for filling. 
The oiler won’t corrode or rust. 
Comes in amber with red, green or 


yellow trim. Plews Oiler, Inc. 


For more data circle No. 29 on postcard, p. 133 


Three wrench design advances 


S -K/ Lectrolite adjustable 
wrenches have three important de- 
sign advances: jaws are designed 





to give true hex fitting; larger 
knurl means easier operation; and 
protrusions at the head with jaw 
closed have been eliminated. New 
wrenches are forged from alloy 
steel for extra strength, yet are 
thin for nimble use. All surfaces 


(Continued on page 138) 
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NOW: You and your customers 
SAVE TIME, SAVE MONEY 














on every jot * 


Ww. H —- unit aren POLLY-PAKS ! 


AVAILABLE WITH ALL ITEMS PREVIOUSLY 
TISSUE WRAPPED 


Again! W-H brings you and your cus- 
tomers new convenience and time-saving 
hardware POLLY-PAKS. 

With these new, sturdy visible plastic bags, 
customers take to their jobs the exact hard- 
ware units they’re installing, complete with 
the right size and the right quantity of 
needed screws. All components are to- 
gether; the annoyance caused by lost or 
missing parts is forever ended. 

There’s eye appeal and sales appeal in W-H 
individual POLLY-PAK bags; merchan- 
dise is always clean and bright—“ factory- 
fresh,” free from scuffs. 

YOU, TOO, will find W-H single-unit hard- 
ware POLLY-PAKS a wonderful way to 
store, protect and handle your stock; they 
enable you to supply the exact quantity of 
any wanted item without counting out 
needed screws; they help you, too, to pre- 
vent loss, misplacement, pilferage; ease 
storage and inventory work. 

Remember W-H hardware POLLY-PAKS, 
with matched screws, COST NO MORE 
than old-fashioned packing; have added 
sales-appeal that adds up to extra profits. 
Write, wire, or ’phone order—TODAY. 


WESSEL HARDWARE CORP. 
919-931 N. 5th St., Philadelphia 23, Pa. 


in Canada: Geo. S. Hall Co., 25 Grenville $t., Toronto 1 
Export: Hall & Reis, Inc., 165 Broadway, New York 6 


HAE-WH-171-57 


WESSEL 


HARDWARE 


corporation 
PREVIOUSLY, HALL-WESSEL Co. 










































































YOU’LL PROFIT MORE WITH 







ELECTRIC 
GENERATING 






PLANTS 





GASOLINE 


ENGINES 











ELECTRIC 


PORTABLE 


POWER 
TOOLS 
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@ For more information 
on these products and 
services use free post 
card on page 133. 


(Continued from page 137) 


are nickel and chrome plated to re- 
rust and _ corrosion. All 
wrenches in line come in 6, 8, 10, 
and 12 in. lengths. S-K/Lectrolite 
Tools. 


For more data circle No. 30 on postcard, p. 133 


Safety door stop and holder 
Homeowners will be interested 

in this aluminum safety door stop 

and holder. Unit prevents door 








from banging into wall and base- 
board and also holds door in open 
position. Unit comes in two parts. 
One part fastens to door, the other 
to the baseboard. Parts clamp to- 
gether when they meet, release 
when door is pulled. Grand Spe- 


cialties Co. 
For more data circle No. 31 on postcard, p. 133 


Low-priced power sprayer 


Here is a _ low-priced power 
sprayer, Mighty-Mite, that will be 




















(Continued on page 140) | 





| Customers BUY “ 
when they SEE what 


they need in your store. 


REMIND ‘EM WITH | 
A PROMINENT 
DISPLAY OF NEW 






SICKLE and TOOL 
GRINDERS 


and Abrasive Wheels 
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E33G 
NEW ELECTRIC TOOL GRINDER 

@ Heavy Duty '4 H.P. or 1/3 H.P. Motor. 

® Chisel Grinding Attachment included. 

@ Easy Access to front of wheels. 

® Bali Bearing. 











HEADS 


fill exacting needs of 
your most particular 
customers at the right 
price. A full line of 
Belt driven Sickle 
and Too! Grinders 
.«« @lso Hand 
operated Tool and 
Sickle Grinders. 








\ Pegi: ips 
POLISHING of a Wien 











New Improved Design 
SAW MANDRELS 


@ Ball Bearing type available with single 
or double threaded ends. 

®@ Pillow Block type with end pulley. Also 
center pulley. 

© A Complete Line! 





WISSOTA'S 


Fully Vitrified Abra- 
tive Wheels and 
Sickle Cones safe- 
guard good tools, 
sections. Cool, fast 
cutting. Are better 
balanced. Uniformly 
made. Accurately 
dressed. Carefully 
Tested. 


CUSTOMERS WON'T BUY ‘EM IF 

THEY DON'T SEE ‘EM! 

. . . STOCK THE FULL WISSOTA LINE! 
Ask Your Jobber's Salesman. 





ai ena ee cn 


MANUFACTURING COMPANY 


MINNEAPOLIS 4 





MINNESOTA 
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—YOUR CUSTOMERS 
(ilies al ice tel: 
i SNEWwWAPEIER 
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Over 3!/, million hand tool customers 
. . yours among them ... are being told 

and sold on the usefulness of the new 

Channellock No. 415 Smoothjaw Plier. 


They’re reading about it now in Popular 
Mechanics, Popular Science and Mechanix 
Illustrated. And we’re asking them to 
come into your store to buy. 






























The Thing OC 4 
hrome - EPI 
For Cc 4 K . . te 


Fixtures = 





ings 
: ~ a a | Fitting : 
| os ols you'll ever Be profit-wise . . . be ready to sell 
| + of the handiest tess ooo them. Get your supply of the new Chan- 
c 7 . 7 
er oe : ips without Byrom nellock No. 415 Smoothjaw Pliers now ... 
yaw = ticke ot for sripPe nd other and then put them out front 
1 Astic, ol 
mS attings: Pla os pecially soo Be *. where your customers can eye he 
mooth suriac ures and - jjustable "em and buy ’ em. — 
chrome — jaws quic a urself . 
ro-handls, openings. Smoothjaw Plier. 
to tO" tock No- ‘cht 
Channellocs it's “the Fi Op. SHIPPED IN ATTRACTIVE 
You : of jobs in home ¢ o—" DISPLAY CARTON 
re c ° 
sco ware ome PLIER 6 Pliers Per Carton 
moe ) 


HAMPION DEARMENT TOOL COMPANY 
MEADVILLE, PENNSYLVANIA 
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Applicator for split shot 
f This split shot applicator, the 
Shot-Master, will be of interest to 


@ For more information on these products and services 
use free post card on page 133. 

















(Continued from page 138) ing. Cord can be changed for right- 
and left-handed ironers. Dual 
thumb rests also provide for either- 
hand operation. Iron also features 
conveniently located fabric dial, 







of interest to farmer, nurserymen 
and owners of large tracts of 
ground. Sprayer discharges 3 gal 
per minute in up to a 21-ft swath 
in a uniform spray. Syrayer is " 
equipped with adjustable bracket 

for holding nozzle assembly in a 
variety of mounting arrangements 

on any tractor. Sprayer weighs 40 

lb and can produce 300 lb maxi- 
mum pressure. F’.. E. Myers & Bro. 

Co. 


For more data circle No. 32 on postcard, p. 133 

















your fishermen customers. Shot- 
Master uses pre-loaded cartridge of 
shot for quick, one-handed attach- 
ment of split lead shot to fishing 
line. Unit also removes shot from 
the line quickly and easily with 
chromed-steel blade and V-notch. 
Unit comes with three interchange- 



























Combination steam, dry iron sere able, color-coded Redi-Shot car- 
Housewives will be customers for ‘ tridges. Retails for $3.95. Addi- 
this combination steam and dry tional cartridges retail for 15¢. 





; a le coe ' 7 full- view soleplate and tilt - back 
ee ee ee heel rest. Retails for $15.95. 


an oversize tank to hold enough 
f Wh es oe Proctor Electric Co. 
water for a half-hour’s steam iron- For more data circle No. 33 on postcard, p. 133 


South Bend Tackle Co., Inc. 


For more data circle No. 34 on postcard, p. 132 
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‘ 1. KYANIZE, as an Independent manufacturer, is 
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pete merchant. 
oOwnes Ou ict . . 3 
OF ail 2. KYANIZE does not operate its own “‘company 
NVYanig 
‘ stores. 


tween the manufacture: 


3. KYANIZE is pledged to making it possible for 
Kyanize distributors to meet their competition. 

4. KYANIZE offers assured profits at maintenance, 
painter and retail levels. 

S. KYANIZE protects its customers, does not sell 
accounts “across the street.” 

6. KYANIZE provides an elaborate continuous ad- 
vertising program geared to the needs of the Inde- 
pendent paint merchant. 

7. KYANAZE offers a complete line of top quality 
paints. 

8. KYANIZE pees the Independent merchant 
close personal attention and service. 


CHOOSE TODAY FOR TOMORROW! 


Let the Kyanize salesman tell you how Kyanize guaran- 
tees you a basis for continuous growth and profit. 
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AND SCHUMACHER MAKES IT 
PROFITABLE BUSINESS FOR YOU! 


The insect season is on its way, bringing sales oppor- 
tunities for you— opportunities to enjoy good volume 
sales of window screens and screen doors. And you stand 
the best chance to make those sales with Schumacher 
screen goods; quality sells best and Schumacher’s made 
only quality products since 1889! 
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FAMOUS “REDDY-LOC” ADJUSTABLE WINDOW SCREEN 


© Exclusive locking device prevents 
screen rattle . . . keeps small chil- 
dren from pushing screen out of 


Ee | 


window. 
® Double-strength corner construc- 
tion. 


® Metal slide has four position grips. 


cloth machine-stitched and _ se- 


curely anchored. 
® Colorfully-labelled to build self- 
service sales! 


METAL-RAIL WOOD END ADJUSTABLE SCREEN 


@ Step tenoned corner construction for 
maximum rigidity. 

© Heavy gauge galvanized rails. 

© 18 x 14 mesh galvanized wire cloth 
means clamped in rail and metal up- 
right. 


® Attractively finished kiln-dried wood 
ends. 
























SCHUMACHER SCREEN DOORS 


® Wide range of styles and finishes. 
® Thoroughly seasoned lumber in every door. ese ll 
® Blind mortise and tenoned construction. aaa 
® Flush beaded molding on every pattern. | Psseevvcivecig 
® Wire cloth is machine rolled and locked. | 
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For plus sales, stock Schumacher Window Ven- 


tilators, too. There's a type that’s right for every customer. A post card 
to us will bring complete details. 





THE F. E. SCHUMACHER CO. 


HARTVILLE, OHIO 
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Per tried to start a power mower when its car- 
buretor is clogged up with gasoline gum? What 
a job! That’s the problem your customers have 
—for just about every power mower is clogged 
with gum deposits right now! 


Here’s how you can help. Tell your customers 
about GUMOUT. There’s nothing like it! 
GUMOUT, added to the fuel, dissolves gum 
and varnish quickly and effectively ... permits 
the engine to “breathe” again. 


lf you are not already selling this nationally 
advertised, fast moving carburetor cleaner, 
order from your jobber, or write: 


GUMOUT DIVISION 
Pennsylvania Refining Company 
2680 Lisbon Road, Cleveland 4, Ohio 
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Display High-Profit 
SHUFORD’S 


Mger 


PLASTIC CLOTHES LINE 


wet OR , Rifun, Or 


a 

s* Guaranteed by @ 

Good Housekeeping 
ey 


<_ 


Here’s the plastic clothes line 
your customers really go for! 


For more sales, bigger profits, display nationally advertised 
Shuford’s TIGER LILY plastic clothes line up front in your store. 


Extruded over tough, long-lasting tire cord rayon core for more 
strength, less stretch and longer wear. In white and Azure Blue, 
Pin-up Pink, Tiger Yellow and Mint Green pastel colors, guaranteed 
not tuo fade onto clothes. Packaged in Shuford’s Ever-Wrapped 
clear film bag, two connected 50 ft. continuous length hanks. This 
colorful self-display carton helps you sell! 


Sell the tops in braided cotton clothes line! 
Shuford‘’s HAWTHORNE® 


®@ Pre-stretched ® Stronger ® Wears Longer 


Shuford’s biggest selling cotton clothes line. “Pre-stretched” solid 
braided cotton. Two connected 50’ hanks individually packaged in 
clear film Ever-Wrapped Bag. 12 hanks in sales-making self- 
display carton. 





CLOTHES LINES « TWINES 

PRESSURE-SENSITIVE PAPER TAPES 

SASH CORDS © WEATHER STRIPPING 

COTTON & RAYON YARNS e EXTRUDED PLASTICS 





— 


World’s Largest Manufacturer of Cotton Cordage 


4$ ADVERTISED quer 


MWHAT’S NEW 





@ For more information 
on these products and 
services use free post 
card on page 133. 


(Continued from page 140) 


Kitchen tools in new colors 
Housewives will be interested in 
the new color combinations avail- 
able on the handles of the Androck 
1000 line of kitchen tools. New 


(ANDROCK 


color combination is bright red 
with charcoal base and narrow 
white band. Tools retail at 35¢ 
each. A set of eight chrome-plate 
tools in a gift package, No. R-1008, 
is also available. Retails for $3.49. 
Washburn Co. 


For more data circle No. 35 on postcard, p. 133 


Electric fence controllers 

There are six models and a bat- 
tery adaptor in this line of elec- 
eric fence controllers for 1957. All 
models have been redesigned and 
now have the push-button signal 
light tester. Only the Shox-Stok 
Model PH-5 will have the conven- 
tional tester. Models range from 
the deluxe Model Z (shown) to 


(Continued on page 144) 
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The finest and best selling fishing the Sion that sionals 
tackle acessories onthe market. Safety, Sales, customer satisfaction 


1080G 













» LONG-LIFE 
Non-fioating type 
— heavy two-piece 
construction — 
perforated insert. 
in galvanized or 
Tern Plate finish. 









#792 
DELUXE YACHT CAP 





MIN-O-LIFE +480 
Full-floating with solid 
DYLITE float chamber. 
Can't leak—can't sink— 
won't rust—won't rot. 
Rugged two-piece construc- 
tion. Galvanized finish. 
Perforated insert. Snap- 
type, riveted, hinged cover. 


2119 STAY-A-FLOAT 


* 326 CUSHIONS 
(Coast Guard Approved) 


e Year after year, dealer 
profits on Frabill fishing MIN-O-LIFE 

. Galvanized, 
tackle accessories have se n= 9 
risen steadily. Besides Hinged cover and 

. . snap lid. Insert of 

profit and quick turnover, pure-white 
dealers are assured of sulphite pulp. 


Frabill products’ match- 


* 332 EMBOSSED CUSHION 
(Coast Guerd Approved) 


* 216 MOTOR BOAT JACKET 


. adie (Coest Guard Approved) 
less quality, dependable henna 
performance and % 455 THE HIGHLANDER 
complete customer = : 
satisfaction. Stock and ail 


display the complete 
Frabill line. You'll make 
extra sales—extra profits, 
all season long. 


MINNOW TRAP 
Telescopic body. 
New type fastener 
prevents opening in 
fast water. Positive 
snap lock. Anchor 
easily attached. 
Galvanized. 


* 811 
PLASTISOL BOAT FENDERS 





#1275 


OTHER BEST SELLERS IN THE FRABILL PROFIT LINE 


@ ; ; 
\ ef ~~ 6o6e BAGmen vent 1104 BALSA LIFE FLOAT 


eeewe ate "Vou can't buy better... Write 
































ain or is ishin nchor Bucke Saf . 
i Sringers a i eam — Chain Chelan to save your e" for free literature 
NATIONALLY ADVERTISED — Sold exclusively through jobbers 
Poe adh THE AMERICAN PAD & TEXTILE CO. 
b FRABILL MANUFACTURING COMPANY GREENFIELD, OHIO 
234 West Florida Street ° Milwaukee 5, Wisconsin Viiaediae a setiticks Colt : ii an 
EXCLUSIVE EXPORTERS * John H. Groham & Co., 107 Duane St., New York City in Canada: Tapatco, ltd.. Magog, Quebec 
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367 Million Messages Sell 


CLINTON ENGINES To Your 
Customers During The 


SHOULDN’T YOU BE FEATURING 
THE GASOLINE POWERED 
EQUIPMENT WITH THE ENGINE 
FOLKS ARE MORE FAMILIAR WITH 


Clinton has a big schedule of 
advertising in the leading construction, 
transportation and maintenance 
publications. Big space advertising 

iS aimed directly at local businessmen 
in your area who buy and use 
gasoline powered equipment. 







The Biggest Promotion in Gasoline Engine History 





: 


us News 


World p... hab : 
BUSINESS 


Och a geHi Oe 


od 
’ 
‘ ; 


Next 4 Months 





MILLIONS WILL SEE THE 
CLINTON NAME IN AMERICA’S 
LARGEST FAMILY WEEKLIES 


Every major magazine with a million circulation or 
more will carry Clinton advertising. Prospects for 
gasoline powered equipment will read about and 
be sold on Clinton Engines. You can tie in with 
this history-making effort. Send the coupon below 


and find out how. 


36¥ CITIES WILL CARRY 


S| CLINTON ADVERTISING 
—— LOCALLY TO MORE MILLIONS 


This is advertising right in your local newspaper— 
right in your own neighborhood. Clinton is using 
both national and local impact to sell the gasoline 
powered equipment you feature. 





Clinton Machine Company 
Engine Division, Dept. A-4 
Maquoketa, lowa 






BWHAT’S NEW 








Send me complete facts about the Clinton Engine promo- 
tion and what Clinton is going to do in my area to promote 
the sale of gasoline powered equipment. 





Firm Name 





Address ____ 





City 











| 
| Name 











® For more information 
on these products and 
services use free post 
card on page 133. 


(Continued from page 142) 


the low priced Economy Fencer. 
Model Z uses 110 volt, 60 cycle 
alternating current on up to 15 
miles of fencing. All models have 
built-in lightning arrestors. Shoz- 
Stok, Ine. 


For more data circle No. 36 on postcard, p. 133 


Salt water spinning rods 
Fishing enthusiasts will be cus- 
tomers for these three light 1-piece 
salt water spinning rods. The rods 
are an addition to the Harnell 
Black Spun-Glass tubular fishing 
rod line. Salt water fishing from a 
small boat, pier or surf is covered 
by the new rods. The 1957 Harnell 





catalog describes and illustrates 
the rods. George Hine Products Co. 


For more data circle No. 37 on postcard, p. 133 


Separate mirrors, cabinets 


Here is a line of separate mir- 
rors and cabinets for bathrooms. 


'Mirrors may be used alone or in 


PLSRE - r4 a eee es > Sr . i a 
‘4 ss 


2 
en Na 
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combination with one of several 
cabinets. One combination (shown) 
is with the Grandview, a 3 part 
wing mirror, and the Cosmetic, a 
surface cabinet. Both units hang 
on the wall, with screws making in- 
stallation simple. A _ catalog is 
available free. Philip Carey Mfg. 
Co. 


For more data circle No. 38 on postcard, p. 133 


Redesigned asphalt shingles 


These Ranchline asphalt strip 
shingles feature a design especially 





suited for use on roofs of one and 
one and a half story houses. The 
shingles stress the _ horizontal 
rather than the vertical lines with 
tabs that are 50 percent longer. A 
shadow band also accents the long 
narrow look. Shingles come in 
various shades of gray, green, tan 
and red, plus white. Barrett Div., 
Chemical & Dye Corp. 


For more data circle No. 39 on postcard, p. 133 


One application wood stains 


Home handymen and  profes- 
sional craftsmen will be interested 
in these new wood stains that fill, 
seal and color in one application 
and do not have to be wiped. Stains 
come in 12 wood tones, including 
redwood, to enhance the natural 
texture and grain of any wood. 
Martin-Senour Co. 


For more data circle No. 40 on postcard, p. 133 


Lightweight hunting coat 
Hunters will be customers for 
this low priced, lightweight hunt- 
ing coat made of 8 oz 2-ply Army 
duck. The stripped down Cumber- 
land has a stormproof finish, re- 
inforced shoulders and slash pock- 


(Continued on page 146) 
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The builder saves money 


with a shop he can carry 


And the Stanley H63 Builders Kit is a shop any carpenter can carry to the 
job . . . to job after job, where these Stanley builders tools make his door 
hanging faster, easier and better. Open up this compact kit of builders 
equipment ...let your carpenter customers see what’s in it for them. 





Fit doors perfectly with new 16” 
Jointer Plane. Cuts as wide as 
2-1/16”. Long shoe and high 
speed gives smooth, straight cuts 
... fast! Same 22,000 rpm motor 
powers the router. 





Hang doors perfectly. The power- 
ful H45 1/2 hp router, shown 
above, cuts hinge mortises in sec- 
onds. Template assures perfect 
alignment and will fit doors up to 
2” thick for 2 or 3 hinges. 


Ask your wholesaler about Stanley Builders Kits, or for full 
details, write Stanley Electric Tools, Division of The Stanley 
Works, 385 Myrtle Street, New Britain, Conn. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 





This famous trademark distinguishes over 20,000 quality products of The Staniey Works—hand and electric 
tools « drapery, industrial and builders hardware + door controls » aluminum windows + metal parts + coatings - 
steel and steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany 
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WRENCH SETS} 





by 





























ichek 


- = 


plus a 
plastic case! 


10 different openings from 3%," up to 
%”, Guaranteed Drop Forged! 
Expertly heat-treated for maximum 
strength. Now available in Polished 
Chrome (P3342) or Velco (P2564). Blue 
plastic case has grommet for hang- 
ing; snaps shut. 


THE VLCHEK TOOL CO. 


3017 E. 87th Street * Cleveland 4, Ohio 


| sizes. 





WHAT'S NEWD 





or more information 
on these products and 
services use free post 
card on page 133. 
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(Continued from page 145) 








ets, and a blood proof game pocket 
with two openings. Comes in small, 
medium, large, and _ extra-large 
American Pad & Textile Co. 


| For more data circle No. 41 on postcard, p. 133 


All-purpose insect repellent 
The entire family will be cus- 
tomers for this all-purpose insect 





repellent. Long lasting “Off” does 
not rub off easily and has a pleas- 
ant odor. Protects the wearer 
against mosquitos, flies, chiggers 


_ and ticks. The repellent comes in a 
| 5 oz aerosol container for $1.19 and 





a 1% oz bottle for 75¢. S. C. 


Johnson & Son, Inc. 
For more data circle No. 42 on postcard, p. 133 


Winch with 9 to 1 gear ratio 

No. 247 winch (illustrated) has 
1400 lb capacity and 9 to 1 gear 
ratio for maximum output with 


| minimum effort. The 114-in. drum 


(Continued on page 148) 





THIS 
you! 


IF YOULL WAIT, SIR. 
/M SURE | CAN FIND THE RIGHT 
SIZEL 
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WE SELL 
ANY OLD 
DRILLS 








THE DRILL DISPLAY 
THAT ASSURES SALES. EVERY 
DRILL INSTANTLY ACCESSIBLE. 





CONTACT YOUR JOBBER OR — 


HENRY L. HANSON COMPANY 


24 UNION ST. WORCESTER, MASS. 
EER oh A 
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NO MORE RUST SPOTS | 


from customer handling of saws | 








ALL DISSTON SAWS you order, such as this D-23, | 
are “DISSTONIZED” for your protection. | 


Disston’s special baked-on finish 
keeps saws factory-fresh and shiny — 


No more rust spots or smudges! No more finger marks! 
No more oiling! Now you always have a new-looking 
piece of merchandise to display and sell... no matter how 
much your customers handle Disston Saws. 


How come? It’s all because of the tough, flexible, trans- 
parent finish Disston engineers bake onto the steel. This 
finish is not an oil, wax or lacquer. It won’t rub off, peel, 
crack or discolor the blade. 


Stock and sell the hand saws that are protected from 
rust while on display—Disston Hand Saws! Place your 
order through your Disston wholesaler today. 


WANT MORE INFORMATION? 
Write Henry Disston Division, 
H. K. Porter Company, Inc., 
Philadelphia 35, Pa. 





Henry DISSTON DIVISION 
H. K. PORTER COMPANY, INC. 
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Jam-proof 65R 


Now Guarantees 
Straight Threads Every Time 








Fast 65R sales 
with new TC workholder 
that centers even 
over or under size pipe 


They buy this—no more crooked threads! 65R 
pre-sets to size by turn of TC workholder gauge 
ring—tightens by palm-of-hand push on forged 
cam lever. All 3 jaws close together on pipe by 
one mechanical action. Always straight threads, 
jamproof, 1”’ to 2” with 1 set of dies, fast size 
change—only 65R offers you such profitable sales 
—order from your Supply House. 


. 4 The new TC workholder fits present 65R’s! 


The Ridge Tool Co 


mpany ° Elyria, Ohio, U.S.A. 
















stock 


PERMAGUWMN®* 


CORDS 


for unequalled quality 
and performance 








































UNLIMITED 
SHELF LIFE! 


No fear of your profits drying up 
with your inventory! Permagum will 
be as fresh the day your customer 


uses it as the day you stocked it! 


BRILLIANT 
WHITE COLOR! 


No tattle-tale grey here...but a 
pure white that blends welt with 


any white surrounding. 





EASY WORKABILITY 
AND PAINTABILITY! 


Convenience at the fingertip! Any 
“Saturday Mechanic" can do a fast 
neat job with Permagum .. . easy to 


paint over, too. 





Yaa 


(Sy) 






CONTACT 
YOUR 
WHOLESALER 


PRESSTITE 


lao MP OL 


A Division of AMERICAN-MARIETTA COMPANY 
3754 CHOUTEAU AVENUE, ST. LOUIS 10, MISSOURI 


WHAT'S NEW 














@ For more information 
on these products and 
services use free post 
card on page 133. 
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Pa Re 


will take a cable up to % in. and 
features an adjustable rope keeper 
to provide an even lay of rope or 
cable. Two-way ratchet with off 
position permits rotating drum in 
either direction. New No. 235 winch 
has 1000 lb capacity and uses a 
side-mounted rope keeper. Fulton 
Co. 


For more data circle No. 43 on postcard, p. 133 
(Resume reading on page 16) 


TO HELP YOU SELL 





New Displays and Other 
Dealer Sales Helps 





(Continued from page 16) 


decorator combinations. Extra re- 
sale hardware comes with each dis- 
play. Amerock Corp. 


For more data circle No. 44 on postcard, p. 133 


Booklet on special planes 


Hobbyists and professional crafts- 
men will want this fact-filled 20- 
page booklet on various types of 
rabbet, router and double end 
tongue and groove match planes. 
The illustrated booklet shows the 
planes in use and the many cuts 
that can be made with special pur- 
pose planes. "How To Use Special 
Purpose Planes” is available in 
quantities and may be imprinted if 
desired. Stanley Tools Div., Stan- 
ley Works. 


For more data circle No. 45 on postcard, p. 133 


(Continued on page 150) 
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Ass’ n, Inc., in Dallas Sept. 14:19, 1 


For complete details write: 
_ Mark Hannon, Exec Sec’ alias | 


Wholesalers 





INCREASE YOUR SALES-DOLLAR- 
VOLUME INSTANTLY with 


the NEW, 


Sensational 


cont {ater (oncrete 


REP AIR-TOPPING-WELDING 


REVOLUTIONIZES cement and moa- 
sonry repairs — ELIMINATES fhe 
CHIPPING or ROUGHENING, 
PRIMING ond CURING thot are 
necessory with ordinary cement 
patching materials. 

What's more it is applied as THIN 
os 1/16°° or more than 1° whotever 


HOPPE 


| UBRICATING 
*_ OIL 

















Dont Miss Any 
Gun Cleaner Sales 








A terrific 


gaitee tn the thickness needed. 
; 
i ; EF It. Your- Saves contractors, home owners, 
When it comes to gun cleaning and gun care ate. a pe rr Se oe 
: , of dollars in concrete replacement 
and protection Hoppe’s No. 9 Solvent, and repairs. 
h : AVAILABLE IN 3 SIZES 
‘e MALL KIT—@8 /bs. | CONTRACTORS UNIT 
patches, oil, gun grease and gun cleaning 2 bone nt dn aS UNIT 
a oe a to inf ft. of average Includes 40 ibs. powder 
rods ‘get the call” because they are known crack oO 4 


mix, 1gallon latex mixer. 
LIST PRICE - $2.95 Sufficient to cover ap- 


LARGE KIT — 14 /bs. prox. 100 sq. ft. 1/16" 
(double size) 


thick 
LIST PRICE..... $4.95 LIST PRICE .....$10.00 


BOTH KITS include powder mix, liquid ALL PRICES 
rubber latex and a trowel FOB-Chicago 


See Your Wholesale Supplier or 
Write Today for Complete Information 


FRANK A. HOPPE, INC. © CAMP COMPANY, Joc. 2 DEM .55.1 ico 


2314A North 8th St. Philadelphia 33, Penna. OVER 22 YEARS OF CONTINUQUS SERVICE 





and used and recommended by expert 





shooters everywhere. Ask your jobber. He 











handles them. 
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TOHELP YOU SELL 

















































(Continued from page 148) 


Air volume control display 

Here is a four color dsiplay card 
designed to show details of the 
Sta-Rite air volume control. It is 
a valuable sales aid in promoting 
replacement kit sales of the con- 
trol. The 11 x 14 in. ecard is 
especially useful as a counter mer- 
chandiser. A booklet describing the 


ik 
Ba Control 








ANOTHER 









STOCK THEM 
TODAY... 
SELL THEM 
TOMORROW 


Famous F & W 
Varijet Shallow 
Well delivers 40- 
70°%% more water, 
yet reduces motor load and current con- 
sumption. Best of all, it’s packaged com- 
pletely assembled with tank, pump, and 


588 Oak Street, Kendallville, Indiana 


© For more information on these products and services 
use free post card on page 133. 


of the control is also 
Sta-Rite Products, Inc. 


For more data circle No. 46 on postcard, p. 133 


operation 
available. 


Paint merchandising plan 


Here is a booklet that outlines a 
paint merchandising program for 
building paint sales. Features of 
the plan described include color 
studio service, customer idea book, 
store and highway signs, 3-dimen- 
sional plaques, special give away 
color cards, and other selling ideas. 
Minnesota Paints, Ine. 


For more data circle No. 47 on postcard, p. 133 


Display unit for wrenches 


Wrenches and sockets can be dis- 
played effectively on this rotating 
counter merchandiser. Tools are 
mounted on four 12 x 24 in. panels 





accessories. No extra parts to buy or stock. 
Installation easy and quick. A natural for low- 
expense, high-profit selling. Send for details today! 


FLINT & WALLING MANUFACTURING CO., INC. 


AW means Fowl WO% by Flint & Walling 











which are set back to back. Panels 
are fitted into wood frame so that 
they rotate. Wrench and size num- 
bers identify each tool. Red and 
white sign fits on top of unit. Bill- 
ings & Spencer Co. 


For more data circle No. 48 on postcard, p. 133 


Home light fixture catalog 


Dealers who want to stimulate 
customer interest in home lighting 
fixtures will be interested in this 
color catalog showing hundreds of 
new shades and styles. Light fix- 
tures are shown in actual use in 
this booklet, to give customers 


(Continued on page 152) 


THE DEMAND 1s GR£ZA7FOR 


FOR EASY 
SALES AND 
INSTALLATION 


able in 112-, 2-, 3-, 5 
and 10-gallon sizes. 


Be Speeifie! 


Specify Sta-Kool 
F & W VARIJET mvs oa . 
for Shallow Wells. y< 

Y4-% H.P. Motors, hardware jobber. 


720-1800 G.P.H. 
@ 10 ft.@ 20 PS. 


WINFIELD 


Sta-Kool Water Coolers 
with recessed, flush- 
mounted faucet. Avail- 


 . 


| H. P. GOTT MFG. CO. 


WRITE FOR NAME OF 






water cans and 
water coolers 


Keeps water pure and cool for long pe- 
riods of time. Extra large top openings 
make Sta-Kools easy to fill and ice. Rug- 
gedly built on the exclusive Gott principle 
of double-wall, thermo-type construction 
of galvanized steel with- 
out heat conductors. 
Available with or with- 
out recessed, flush- 
mounted faucet. 1'-, 2-, 
and 3-gallon sizes are 
equipped with easy- 
carrying bails; 5- and 10- 
gallon sizes have large, 
convenient side handles. 





Water 


Sta-Kool 
Cans are available 
in I-, 2-, 3-, 5-, 


” KANSAS and 10-gal. sizes. 






NEAREST DISTRIBUTOR 
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HOOKER 


ONE-COAT H ouse PAINT 


Mecsther pent Loews bo 
apmek Rieck Rene Cabars fey & Appiy «ovens © — a 





Recent survey | 





a Puce Weote 





Most paint 


customers purchase 


color, not brand 


Majority claim that color 


determines the paint they buy 


What do customers really look for 
when -_hopping for paint? To get facts, 
not opinions, we talked to hundreds of 
housewives and asked them this ques- 
tion: “When buying paint to decorate 
your rooms, which is more important 
—the color of the paint or the name 
of the brand?” 

Color was definitely more important 
in the choice—63% ranked color first 
while 37% said they either looked for 
brand or had no opinion. 


Customers are buying 
Hooker colors 


Following an exhaustive survey of 
consumer color preference, Hooker 
now offers one of the finest color se- 
lections in the industry. A sparkling 
variety of rich new shades (interior 
and exterior) is moving fast from 
dealers’ shelves. Hooker is setting the 
pace in the big swing to color . . . the 
colors your customers demand and 
buy! 


Brand is often over-rated 


Dealers should think twice before 
stocking any brand on the basis of 


Louis V. Lewis of Franklen Paint & Wallpaper Studio, 





Ry 


Se 


Let the Color 
Wise & 
Boson 4 ‘ ceil <7 - 


Chicago, agrees with latest survey—most of his customers 


alleged “demand”. A dealer’s special 
knowledge is the most important factor 
in the sale of any paint. Brand names 
don’t sell themselves as many dealers 
think they do. Quality is important 
and advertising helps. But the dealer 
makes the sale in seven cases out of ten! 


Why take a smaller margin? 


Some dealers take a smaller margin of 
profit on their paint line, expecting 
volume to make up the difference. But 
experience shows that good volume 
doesn’t “happen’—it comes to the 
dealers through their own selling ef- 
forts, regardless of brand. (Of course, 
the price must be right and the quality 
must be good.) That’s why it’s a mis- 
take to rely on “demand” for bigger 
volume and profits. Why take a small- 
er margin when you can have good 
volume and make more profit with a 
quality line like Hooker? 


Hooker margins are bigger 


With the Hooker line, you make a big- 
ger profit on every can of paint you 
sell. We would like to prove this to 




















Hooker! 
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) [GLASS 4 PAINT 
MFG CO , 


FREE ‘‘PROFIT 
CALCULATOR’’ 


This simple slide rule 
shows the margin you 
make on your various 
items. Send for it now— 
it's your free gift from 


\) 








Name 


HOOKER GLASS & PAINT MFG. COMPANY 
659 W. Washington Bivd., Chicago, Ill., 


Gentlemen: Please send me a free ‘Profit Calculator’’ along with your 
new color cards and details on your successful mechandising program. 


buy color, not brand. 


you personally, regardless of the size 
of your present paint volume. 


What you need for 
successful selling 


Quality—Hooker paints are equal to 
or better than most good brands. This 
is not an empty claim—we’ve proved 
it time and again in objective tests 
against our best competitors. For cov- 
erage, hiding power and durability, 
Hooker is second to none. 


Price—Hooker prices are competitive 
with the best selling brands in your 
community. 


Labels—Hooker’s “talking” labels are 
brilliant and colorful! They give a 
visual lift to your store and they help 
sell paint! 

Merchandising—After trying every 
kind of promotion throughout the 
years, we have found the “one-two 
punch” program guaranteed to work 
for you. May we have the pleasure of 
showing you this successful local pro- 
gram? It features you and your store 
because we know that you are more 
important in your community than 
any individual brand! 





Business 





Address 


City State 
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= Your Solder 
5) | Sales Via 
| the Do-lt: 
ea | Yourself 


Plgatic Rosin Cos 


: Boom! 
OLDERINY » 


a |KESTER 
SOLDER 


The Fine Complete Solder Line 


SOLDER IS A SALES “NATURAL” FOR THE 
DO-IT-YOURSELF MARKET especially if 
you have the complete profit-maker 
Kester Solder line in stock. Kester 
helps you sell with the handy 16-page 
“Soldering Simplified” manual... 
free to your customers. Write 

Kester today for a supply of 

this instructive literature. 


KESTER SOLDER COMPANY 
4207 Wrightwood Avenue 
Chicago 39, Illinois 


Newark 5, New Jersey 
Brantford, Canada 


43504 ¥ 
® SOLDER #4’ 
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TO HELP YOU SELL 











® For more information 
on these products and 
services use free post 
card on page 133. 





(Continued from page 150) 
ideas on types and _ installation. 
Catalog emphasizes copper, brass, 
and aluminum finishes in both tra- 
ditional and codern styles. Kitchen 
and bath fixtures are featured. 
Imperial Lighting Products Co. 


For more data circle No. 49 on postcard, p. 133 


Paint remover merchandiser 
This combination shipping car- 
ton and counter display takes only 
27 sq in. of counter space but holds 
a dozen pint cans of paint remover. 





Strypeeze and Kwikeeze cans are 
shown to best advantage in this 
Easy-Up carton. The self-service 
point of sale piece is available free 


of charge. Savogran Co. 
For more data circle No. 50 on postcard, p. 133 


Bathroom sales ideas booklet 


This color booklet contains many 
new bathroom ideas to sell more 
chrome bathroom accessories. The 
ideas presented cover both remodel- 
ing jobs and new baths. Several 
new and unusual specialties as well 
as standard items are covered in 
the book. Hall-Mack Co., Div. of 


Textron, Inc. 
For more data circle No. 51 on postcard, p. 133 


Carousel for paint brushes 
Here is a carousel display unit 
for paint brushes that you can use 
on your counter. Unit has six arms 
that rotate easily and. noiselessly. 
Unit measures 10% in. high with 
(Continued on page 154) 
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NEW “TOUGH CORE’”’! 
Super-tough plastic inner core, 
takes any shock, blade can’t be 


Handle — into handle. 
the screwdriver 
that’s NEW right 


down to it’s 





NEW HANDLE DESIGN! 
Giant, firm grip handles. “Tough Core” 
’ and “Super” models with 2-tone 
trp! 


clear plastic handles. “Special” models 


with slip-proof wood handles. 
un a complete department 

















ASTER 


of 100 top-quality screwdrivers at 





fast-selling prices! 








f ‘ae * oa 
Por Mesre = SUREWORIVERS FINEST QUALITY STEEL! 
| Every blade of tempered tool steel... 
y ral ‘ ng an i  . ‘ oil hardened. Torque tested to meet 
| P i at YU all government specifications. 





A SOLID PROFIT 





MUM AME sioccceil cc $45.60 
| ee 30.40 
DEALER PROFIT ......... $15.20 


| Reorder in bulk or uncarded 
| using standardized model numbers! 
| Never a stock problem! 


> 25 different models (a screwdriver for every need!) >» Individually carded and priced! 
> FREE metal self-service rack! BP 15¢ to 85¢ retailers, branded and fully guaranteed! 
> For literature on «200s assortment write to POWERMASTER TOOLS 

928 Broadway, New York 10, N. Y. 
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No wetting... 
























No waiting... 


Just a press of the finger and 


it’s labeled with 
Dennison PRES-a-ply* 


Look at the other unique advantages 
that PRES-a-ply labels offer: 


¥ Clean, easy and labor-saving. 
¥ Adhere to surfaces usually difficult to label 
surfaces like enamels and plastics. 





smooth non-porous 


¥ Broad choice of stocks including litho-coated, high gloss, foils, 
casein coated metallics, tag, acetate, latex impregnated. 

¥ Available in a wide range of shapes, sizes, colors — Dennison- 
designed to fill yowr requirements. 

¥ Available with permanent or removable adhesive. 

¥ Long shelf life. 


Dennison offers four convenient PRES-a- 
ply Dispensers — manual or electric. They 
are easy to load and operate. They speed 
labeling, insure against label spoilage. 






For more information write 


SD emisow 
DEPT. 112, FRAMINGHAM, MASS. 


*Registered trademark for Dennison self-adhering labels and seals 

















TO HELP YOU SELL 


® For more information 
on these products and 
services use free post 
card on page 133. 





(Continued from page 152 


an arm span of less than 10 in. 
Carousel unit comes free with a 
2 1/3 gross assortment of new 
Quickie touch-up varnish brushes 
made with unbreakable plastic han- 
dles. Edy Brush Co., Inc. 


For more data circle No. 52 on postcard, p. 133 


Clear package aids display 
Extra selling power is the re- 
sult of new clear plastic packaging 
for drop cloths. Simpler dealer dis- 
play is possible becaluse each dif- 





ferent size Ma-Crepe cloth is iden- 
tified with distinctive color com- 
binations. Plastic container is re- 
usable for storing paint supplies. 
D.C. May Co. 


For more data circle No. 53 on postcard, p. 133 


Visual package for bit sales 
Every type of dealer display: 

open counter, perforated paneling, 

or self-service racks, can now help 


(Continued on page 156) 
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HARDWARE AGE 


BUILDERS 
HARDWARE 
HANDBOOK 


By Adon H. Brownell, A.H.C. 











¢ Practical, down-to-earth information for hardware men, 
contractors, architects, students, teachers. 






* All the basic facts about Builders’ Hardware presented in 


: 234 pages, 
simple, easy to understand language. tet 

* Detailed descriptions of functions, applications, specifica- size 8!/." x 11" clothbound 
tions and estimating. Price only $8.00 

This all-inclusive volume covers base RECOMMENDED BY NATIONAL BUILDERS’ HARDWARE ASSOCIATION 

metals, finishes, hinge requirements, AMERICAN SOCIETY OF ARCHITECTURAL HARDWARE CONSULTANTS 

lock functions, exit devices, door closing 

devices, lock security and keying, hard- —for experienced hardware men or students 

ware installation, special type hard- 

ware for specific ie Dy —how to set up a builders’ hardware department—and 

and safety precautions. Operating make it pay 


costs, financing, marking goods, other 
information necessary for efficient 
management. A complete glossary of 
builders’ hardware terms is also in- 


cluded. —how to bring prospects into your store 


—how to read blueprints and specify jobs 


—how to cash in on replacement and follow up items 





2 ee ee ee ee ee ee eee ee ee ee eee eee ee ee ee 


HARDWARE AGE, DEPT. A2 
56th & Chestnut Sts. 
Philadelphia 39, Pa. 


WRITTEN BY AN EXPERT Please send me ...... copies of HARDWARE AGE BUILDERS' HARDWARE 


' HANDBOOK by Adon H. Brownell, A.H.C. | will send payment upon receipt of 
WITH 45 YEARS’ EXPERIENCE the invoice in the amount of $8.00 per copy, plus 45 cents handling and 





IN BUYING, SELLING panne 
AND MANUFACTURING CP CCat sh dha n CUA Kewee Ha4 oONb Cond OSS eeeneaeasesckuen 
BUILDERS' HARDWARE PO veh cn cccedescsetecccsaner rece see qbaneneseoses 
 sBAGecduneescecnecess BOER. 6s vcs DOG wees dvetce 


he Check here if sending payment with order, saving you the 45 cents handling 
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52 E ELK STREET 


BURKS 


Super-Turbine Pumps 


Quickly Regain 
Their Prime 


Super-Turbines do not air bind. They 
quickly regain their prime even if low 
capacity or gaseous walls let air into 
the line. Burks Super-Turbines pump 
water, air, or a mixture of both to full, 
usable water system pressures. They’re 
fully automatic. 


Easier Installations Save Your Time 


Burks Super-Turbines don’t need graded 
lines nor extra-deep ditches. These 
powerful pumps pull good capacity 
through dips and humps in the line — 
even extreme overhead loops caused by 
deep basement floors. 


More Sales From Less Inventory 


Use the same Super-Turbine models for 
either shallow or deep well jobs — with- 
out mechanical change in the pump. 
(In shallow well systems they deliver 
good capacity from suction lifts as 
as 28 feet!) 


great 


Exclusive Impeller 
Is Selling Advantage 


Because each blade in the 
single impeller accelerates 
in a “multiple-stage” action, 
Super-Turbines give instant 


full pressure response. They deliver 
good 


capacity throughout the entire 
rated pressure range. This means 
long years of service 
because a Burks never 
works under strain. 






BURKS STAY 


SOLD! 


» 
~ 


a 
eumec 
We se 


Steqcet 


DECATUR PUMP COMPANY 
DECATUR, ILLINOIS 4 


See your wholesale distributor 
y or write for further information. 













WATER SYSTEM 
MONTH 


MAY IS NATIONAL 




















TO HELP YOU SELL 








@ For more information on these products and services 
use free post card on page 133. 


(Continued from page 154) 


take expansive bits out of hiding 
with this visual packaging. Box 
base is covered with non-warp 
plastic sleeve so that each piece of 
stock is a display unit. Back of box 
tells a sales story to help improve 
self-service. Both small and large 
size Conn. Valley and Wright ex- 





pansive bits are packaged this way. 
Connecticut Valley Mfg. Co. 


For more data circle No. 54 on postcard, p. 133 


Sheet sandpaper packages 


Here are two attractive display 
cartons each holding 25 packages 
of 9 x 11 in. sandpaper. One carton 
features professional No Load 
sandpaper for finishing. The other 
carton features professional Alu- 
minum Oxide all purpose sand- 
paper. Each newly designed indi- 
vidual package holds a 10 sheet 
assortment. No Load packages con- 
tain extra fine, fine and medium 


grades while Aluminum Oxide 
packages have fine, medium and 
coarse grades. Armour Handy 


Home Products, Armour and Co. 


For more data circle No. 55 on postcard, p. 133 


Cover and brush display rack 


Customers will be attracted by 
this self-selling display rack hold- 
ing mohair paint roller covers and 
trim brushes. All items are on pre- 


priced cards which give the use 
and general care for each product. 
All sell for 99¢ each. The display, 
which comes free with a dozen of 





each item, is 12 in. high, 11 in. 
wide, 7 in. deep. A. G. Jacobus’ 
Sons, Inc. 


For more data circle No. 56 on postcard, p. 133 


Socket set wall displays 


These complete socket sets can 
be shown on perforated panel- 
ing fixtures or any wall. The 
Challenger Wall-ettes put socket 
wrenches in the impulse sales cate- 
gory. Each set has a concealed 
metal hanger. Six sets are avail- 





able with wrenches to handle nuts 
and bolts from 3/16 to 1% in. 
Chrome plated wrenches come with 
green metal box. Penens Tool Corp. 


For more data circle No. 57 on postcard, p. 133 


Aluminum lawn decorations 


Flamingos made of aluminum 
will perk up your lawn display and 
sales. Black wrought iron legs 
give permanent support to 31, 36, 
and 41 in. high birds. Each is fin- 
ished in pink, with red, black and 
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white markings. Suggested retail 
per pair: $9 (small), $17 (medi- 
um), $24 (large). Tennessee Fab- 
ricating Co. 


For more data circle No. 58 on postcard, p. 133 


Colors added to paint line 


Muralo has broadened the color 


range of its ready mixed PVA 
Mural-Tone. The line now offers 
24 standard colors with 24 sug- 


gested intermixes. There were 16 
standard and 16 intermixed colors. 
A new color card is available that 
presents chips of all colors. It also 
draws attention to the 125 addi- 
tional shades possible with the 
Fashion Color tube system. Muralo 


Co. 


For more data circle No. 59 on postcard, p. 133 


Power tools display stand 
Two new display stands are avail- 
able for displaying five Darra-James 





power tools. Models 1455 and 1456 
take up 20 x 2l-in. floor space. 
Mode! 1455 (illustrated) is equipped 
with 8-in. tilting arbor saw, 12-in. 
drill press, 94-in. band saw, 15-in. 
jig saw and belt-disc sander. Black, 
yellow and red sign at top of unit 
is permanently mounted. Toolkraft 
Corp. 


For more data circle No. 60 on postcard, p. 133 
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Carded plastic metal tubes 
Duro, plastic aluminum, is now 

packed in display card form in ad- 

dition to the 12-pack display car- 


ton. Card has prepunched hole for 


use on perforated panel or can be 
used on open counters or racks. 
Sales message is printed on each 
card and various uses for product 
are illustrated. Each tube is cov- 





ered by an acetate bubble. 
hill Chemical Mfg. Co. 


For more data circle No. 61 on postcard, p. 133 


W ood- 


Catalog of builders’ tools 

This 92-page catalog describes 
1,500 tools used by builders in the 
trowel and general construction 
trades. Many new tools are intro- 
duced in the catalog which covers 
tools from simple hand tools to 
husky power equipment. There is 
a completely revamped section of 
general contractor’s tools and equip- 
ment. Goldblatt Tool Co. 


For more data circle No. 62 on postcard, p. 133 


Duster and sprayer rack 
This 
sprayers 


display stand for hand 
and dusters is mounted 
on large, free-wheeling casters so 
you can move it to any location you 





(Continued on page 158) 
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Use corrosion-resistant bronze 
for all pumping parts... 


Mineral deposits don’t collect to 
clog water passages and reduce capa- 
@ city. You’re not faced with call-backs 
to explain a pump that doesn’t furnish 
@ top capacity. Heavy cast bronze sur- 
@ rounds all pumping activity the 
all-bronze educer (a) 
@ impeller (b) 


. all bronze 
(the only moving part) 
. and the fully enclosed all-bronze 


Versatile And Easy To Install 


Burks HV-Pumps are installed horizon- 
tally or vertically . .. either directly 
well or offset, without me- 
chanical change. Use them for shallow 


over the 


or deep wells and conversion is easy if 
needed. Small and compact, these 
pumps fit into close quarters and adapt 
to almost any location. 


Competitively Priced 
Centrifugal Design, But... 
HV-Pumps are fast priming . . . won't 
. and handle air so well 
they even prime shallow well suction 
lines. Their new 


air bind . . 


mechanical seal re- 
quires no adjustment. Motors have built- 
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in overload protection and automatic 
reset. 


(TPs This Exclusive Feature 
= Helps You Sell 
‘ Straight channels in the HV- 
Pump impeller throw water 
in greater volume and force 
to the cam-like outer rim. 
There, “Kam-Action” controls the tur- 
bulence and directs the water flow. This 
improved centrifugal action gives 
good capacity at higher 
pressures and eliminates 
any need for multiple 
impellers on ordinary 
water systems. 
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BURKS STAY 


sold’ 


See your wholesale distributor 
or write for further information. 
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DECATUR PUMP COMPANY : 


@ 52 F ELK STREET DECATUR, ILLINOIS » 
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' Ex-Ter-Miskee-Ter f 


« GARDEN TORCH 
- & INSECT KILLER 


FAST-MOVING, MONEY-MAKING 
EXTRA FOR YOUR 
LAWN—GARDEN— PICNIC 
EQUIPMENT SALES! 
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vidually 
boxed... 12 to 
the carton. 


LIST PRICE 
+S iin 
Write for illustrated 


catalog page and 
prices. 
DISTRIBUTORS: 
Ask about open 
territories. 


GARCO MFG.CO. 


744 N. ADA ST. © CHICAGO 22, ILL. 
AOE A ANS PENS ACCRA HS 
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For more information 
on these products and 
services use free post 
card on page 133. 


(Continued from page 157) 


wish, inside or outside of your 
store. Stand will hold full range of 
items from 5-oz intermittent hand 
sprayer to 334 gal tank sprayer. 
Unit is constructed of heavy steel 
with angle-iron bracing. Unit 
measures 54 x 24 x 18 in. John 
Bean Div. Food Machinery & Chem- 
ical Corp. 


For more data circle No. 63 on postcard, p. 133 


How-to-promote catalog 


Dealers stuck for ways to ad- 
vertise and promote water appli- 
ances will welcome Rapidayton’s 
8-page catalog. It covers advertis- 
ing in all media, point of sale aids, 
how to get local publicity, and all 
the many ways to promote water 
sporting goods effectively. Catalog 
is written for dealer and whole- 
saler use. Rapidayton Div., Tait 
Mfg. Co. 


For more data circle No. 64 on posteard, p. 133 


Carded bottle, jar opener 


These bottle and jar openers are 
now mounted on colorful, self-ser- 
vice display cards for easier mer- 
chandising. Cards measure 6 x 4%4 
in. and have a hole punched in the 








top for hanging on peg. Cards can 
also be placed on shelves or in bins. 
Circle in upper left corner provides 
space for you to mark your own 
price. Zim Mfg. Co. 


Fer more data circle No. 65 on postcard, p. 133 


(Continued on page 160) 








Swings easily 
in Tight 
Places 


Handy 20 foot rolls of Gold Seal 
Plastic Tape are popular with work- 
ers. Easy to hang on to. Easy to 
“swing” in tight places. Easy to 
mold into a neat, thin wrapping. 
STICKS and STAYS like a quality 
tape should. It’s tops in quality .. . 
to build sales suggest 20 foot rolls 
of GOLD SEAL. Jenkins Bros., 
Rubber Division, 100 Park Avenue, 
New York 17. 


IN HANDY 
20 FOOT 
ROLLS 


Ten 20 ft. rolls in the 
Handy Pack can. 


Single 60 ft. rolls in 


individual metal cans. 





Gold Seal FRICTION—RUBBER—PLASTIC TAPES... 


Commercial and Specification Grades 
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Design means demand for G R I SWO LD 
colempowiu MAIL BOXES 


The light in your customer’s eye will mean cash on 
the counter when he spots the fresh, new design of 
Griswold’s long, wide and handsome Contemporary 
Mailboxes. 

A natural for both builders and individual owners 
in the snowballing modern home market. See your 
wholesaler . . . or write 





#704 Black 
#704W White 
1744” long 


List $8.95 priced to sell 


completely weatherproof 











rust proof 
heavy gauge steel 
gleaming brass trim 











Designed by C. A. Masso 


#705 Black #705W White 
Patent applied for 


13-9/16” tall. List $4.95 


#706 Black #706W White 
1714” tall. List $6.95 











#703 Black la * , Ff. 
rowwnie | ® GS | GRISWOLD — 
1614” long by the makers ofamoas | MANUFACTURING CO. «ERIE, PA. 
List $5.95 Griswold cast iron skillets A Division of McGraw-Edison Co. 




















A bar for every purpose, a price for every purse 


KIMBLE GLASS BARS 





You carry a quality line 
with a quantity demand 
when you stock Kimble 
Glass Towel Bars. 

They are made in a wide range of 





KIMBLE GLASS BARS 
aN (I) PRopucT 


sizes and styles to fill every customer's 
need. They are designed to give the 
maximum of consumer value but 
priced to stimulate sales and give you 


high profit margin. 


Don’t delay, place your order today 
with your wholesaler or write for one 
nearest you. Address Kimble Glass 
Company, subsidiary of Owens- 
Illinois, Toledo 1, Ohio. 


Owens-ILLINoIs 


GENERAL OFFICES - TOLEDO 1, OHIO 
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sell superior heating 
with the 
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of the 1957 





Heaters 
‘Continental Console Styling” 





A new concept in 
heater styling 


Send for new catalog 
showing complete line of F&F Ce 
vented and safety cabinets 3 i é-. 
v800 


mice MARTIN STAMPING & STOVE c0., 
QE Huntsville, Ala. 






















MORE POPULAR 
THAN EVER.. 










in their 
“SERVE 7 
YOURSELF’ \. 
packet 


Moore Picture Hangers in their handsome, 
colorful Picture Window Packets sell faster, with ; 
less effort. They're easier to display, easier to | 

















handle, and the 4 different sizes are more BELONGS ON 
quickly identified. For more picture hanger YOUR COUNTER 
sales, stock these 56-year favorites, NOW IN 

TODAY’S MOST MODERN HANGER PACKAGE. The Moore 7208 Counter 















Display. 72 Packet ca- 
pacity, yet is only 10%” 


RUE a Ne EPRI BEE Fich, wih 9° cicmeter 


‘ base. All metal. Revolves. 
RY; TT, /9O O Ask your jobber. 


Vakers of farnmous Moore Push-Pins 


113-25 BERKLEY ST. PHILA. 44, PA. 
















TO HELP YOU SELL 














® For more information 
on these products and 
services use free post 
card on page 133. 





(Continued from page 158) 


Easel display for knives 


This three-color easel display 
board will hold 16 assorted pocket 


knives, 


a floating fish knife and a 





narrow stag handled hunting knife 
with guard. Display, shaped like a 
giant Kodiak bear, comes free with 
assortment of 18 different knives. 
Robeson Cutlery Co. 


For more data circle No. 66 on postcard, p. 133 


Pump catalog data folder 
A handy pump selector chart to 
help choose the right unit for a 


particular 
alog data folder. 
horsepower 


job is in this pump cat- 


Heads, capacities, 


ratings and other in- 


formation on a variety of pumps 
included. Gasoline, elec- 


are 


tric. 
are covered. 


also 


diesel and belt-driven pumps 
Barnes Mfg. Co. 


For more data circle No. 67 on postcard, p. 133 


Aluminum molding, rack deal 


Self-service 
features 


are 


key 





and space economy 


of this rack and 
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trim-it-yourself aluminum molding 
deal. Floor rack takes less than 
one-half the space of older rack it 
replaces, and it holds 120 ft each 
of eight Chromtrim shapes for self 
service. Built-in dispenser supplies 
consumer literature and fasteners. 
R. D. Werner Co., Inc. 


For more data circle No. 68 on postcard, p. 133 


Gas cartridge dispenser 


Target shooters will be attracted 
by this gas cartridge dispenser. 
Crosman Genuine Super Pells and 
Giant Powerlets are both sold from 
this compact display unit. There 





are 24 self-dispenser boxes of Su- 
per Pells and 12 pocketsized 6- 
packs of Powerlets on each display. 
The display can be bought for $2 
or is available free on a special 
deal. Crosman Arms Co., Ine. 

For more data circle No. 69 on postcard, p. 133 


3-color plastic bag package 


The Ma-Crepe Overall plastic 
line is now packaged in a 3-color 
plastic bag. A new label has also 
been introduced on the package 





of the Overall plastic cover. The 
cover is handy as a drop cloth, rain 
cape, car or furniture cover, picnic 
spread and so on. D. C. May Co. 


For more data circle No. 70 on postcard, p. 133 


(Continued on page 162) 
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Sell the line of = 


R-W TRACK and 









FEATURES 


@ Bird proof 

@ Self-cleaning 

@ 4-wheel, center-hung 
hanger 

@ Exposed locking nut for 
quick, easy adjustment 


@ Weather proof 


construction 


® Track and housing 


R-W 36 Track and 423 Hangers, shown 
above, are favored by farmers everywhere 
for installation on the doors of their Barns, 
Cribs and Tool Sheds. R-W offers you a com- 
plete line of top-quality, time-tested tracks 
and hangers that sell on reputation...a line 
you can sell with the assurance of knowing 
your customer will be satisfied. R-W Track 
and Hangers will provide years of depend- 


able, trouble-free service for your customers * 


ond, best of all, greater sales volume and 
added profits for you. 


STUDDING SOCKETS 


@ Rugged, heavy-duty 


complete in one unit 





























0) 





A FULL LINE OF HARDWARE 












Eliminate cost of sill... protects studding from 
rot and deterioration. Securely anchors studding 


and corner posts to concrete floor or foundations. 
Available in 2x4, 2x6, 2x8, 3x8 and 4x8 sizes. 


From track, hangers and hard- 
ware to the best line of electric 
door operators you can rely on 
R-W products to provide com- 
plete satisfaction. Sell the 
quality line...enjoy added 
profits. Write today -for your 
copy of Catalog A-91-1P. 








ewe ee 


R-W offer a complete assortment of all types of 
hardware, including swing door hinges, flush pulls, 
bow handles, stay rollers, floor guides, bumpers, 
latches, hasps and door bolts, 


MANUFACTURING COMPANY 


A HANGER FOR ANY DOOR THAT SLIDES 





310 W. THIRD STREET, AURORA, ILL. Branches in Principal Cities 
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BIG PLUS SALES TOHELP YOU SELL 


| ® For more information 
on these products and 
services use free post 
card on page 133. 








(Continued from page 161) 


Pipe joint compound display 
Pipe joint compound can be dis- 
played in little space on counters 
with this display carton. Carton 
takes up 4 x 8 in. space, stands 
l-in. high. Carton is designed in 


(POWER MOWER ATTACHMENT) 


KILLS MOSQUITOES WHILE YOU MOW! 


Professional-Type Pest Control 
Spray a Half Acre in 10 Minutes 













AMAZING 


LOW COST LEAK PROOF 


EASY TO INSTALL, EASY TO USE — Attaches to ai LIST PRICE 

4 cycle engines simply by removing old muffler. 

Permanent installation. Exhaust throws a bil- $7.95 
lowing insecticide fog that penetrates into grass 

and bushes, killing pesky bugs where they breed. Mode! No. BF-80 
Harmless to humans, pets and foliage. Individually packaged. Com | 
SELLS ON SIGHT TO POWER MOWER OWNERS — lized” Insecticide, Weight 
Extremely low cost . . . greater outdoor comfort in ites eek (6 tb 
.. . protection from annoying insects . . . double- Shipper — Weight 25 Ibs 
duty from power mowers! These are advantages Quarts packed 12 to Master 
every mower owner wants. You can provide Carton — Weight 30 Ibs 
them at a handsome profit with BLITZ FOG F.O.8. Milwaukee, Wisconsin 


Jr. Order your supply today. See your jobber 
or write direct. 
Blitz Fog Deluxe Model No. 201 


; ‘ : ‘ 
Thousands in use Nationally advertised at Siena an Mt 


BLITZ FOG COMPANY emery manag, 8 Ripe 


407 East Michigan St. © Milwaukee 2, Wisconsin Refill — $3.98. ; 
ae oe eye-catching colors of blue, orange 


wre er eremene — and white to stimulate impulse 
| a sales of the item. Hercules Chemi- 











MS: 

“ww? WATERSPIKE 

Amazing mode! 553—2 

woy watering device. | 


PATIO | | too 
For more data circle No. 71 on postcard, p. 133 
| Correction 
8 aie i Si 
gin aiid et This photograph in the April 11 
Brae issue, page 174, was published 
‘ ayy Pouisnies with the wrong item. The photo- 
WATERFEED x eautill graph should have been with the 
x isplay Packa€*" item describing the combination 
Water soluble cartridge type fertilizer. 2 for- | | item aescrioping e compinatio 
mulae, 30-10-10 and 15-40-10. No lawn 
burn. Leaf feeding. Box of 20 cartridges | | rails 
$1.00 or in bulk pack. ; See 
BIG SPRING SALES | eS 5 


BIG SUMMER SALES 
YEAR "ROUND GIFT SALES 


Weaters overhead or 
} flip valve for sub- 
surface irrigation di- 


mate 0 ene. There is something irresistible about a 








$4.90 ea. | BIG polished brass bell! And this Bell 
H | is a beauty that folks just won't be able 
| to leave behind. 
WATERFEEDER iin 
Model 954. Applicator for cartridge | Bells are individually packed, fully | 
type ny seg ane on fav- assembled with bracket attached in at- 
: woteri vice. » ° ° 
aliens can aaa. Oe. ™ tractive display cartons. Show it and 


you'll SELL it! 
SQUARESPRAY 


Famous model 433. | 
it gets the corners. | 
Hookup in tandem or 

vse to fertilize while 
you water. $2.95. 





EVIN BROS. sarrel Pak of Beacon Plastics 
MANUFACTURING COMPANY Corp. The Pak consists of five 


: ] . . 
East Hampton, Connecticut | | sizes of plastic waste baskets, plus 


Sales Re tatives: 

presentatives: a plastic trash barrel cover and 
’ hn H. Grah & Co. Inc. a ‘ 
PROEN oon ial | | a utility pail. 


J} -Zejeltien s-aaer | 105 Duane St., New York 8, N. Y. 


9th & GRAYSON « BERKELEY 10+ CALIFORNIA si | (Resume reading on page 17) 













LTaen 
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always sell PERFORMANCE 


f 
ROGERS | masz 


the best liquid fish glue 



































SCIENTIFICALLY CONTROLLED for 
Perfect Uniformity — Clarity — Strength 





. will not discolor woods... ~AR 
Easier to paint, varnish or stain... f | 
Stronger than any animal or . 
fish glue on the market. ie. if 
cas as / 
wg? @ NATIONALLY ADVERTISED for Universal 
S | Popularity . . . Once Used—Never 


Substituted . . . Preferred by Home 
Craftsmen and Industry. 


| PROFITS < a 


is quick-acting 
YOUR PROFITS CLIMB .. . Rogers em ‘ 


Glue is fast selling, with a good 
mark-up and greater customer es!) ‘és 











satisfaction. Customers always Ss ae New 12 oz 
come back for more. Your sales >= S?¥ 

go up . . . Profits are assured. = and pint 
Stock up. Protect your customers quart and 


supply you with Rogers Glue, 


write us immediately. Y sia 
ROGERS 


ISINGLASS & GLUE CO. 
GLOUCESTER, MASS. 


—Protect yourself. See your job- 
ber, today, or if he is unable to J gallon cans. 








3,885 Ibs. and over Shearing 
Strength per Square Inch 























| Versatile QUIXOL!® is loaded 


| with sales appeal — it does so 


with old-style bulk solvents. 








manv jobs SO well. And it's Plan now to get you r share of 
a superior water-free shellac the repeat business and extra 
thinner and solvent profits enjoyed by QUIXOL 


dealers! Specify versatile 


What’s more —QUIXOL’s QUIXOL on your next order! 


| modern, convenient, factory- And don’t forget QUAKER- 
| packaging saves spillage, SOL®, the shellac thinner 
| evaporation losses and exces- that builds business, another 
| sive handling costs that go CSC top quality product. 









COMMERCIAL SOLVENTS CORPORATION, Specialties Department | 
260 Madison Avenue, New York 16, N. Y. 
Please send free folder on | QUIXOL and [| | QUAKERSOL 


and the name of my nearest supplier. 


Name.. 


We had to put on extra hands — since we 
started suggesting ‘“Scotcn” Brand Masking Tape 
with every paint sale! 


Address............... 


a ee ea eee Ee 


| We area |} Retail Dealer [ | Wholesale Distributor | 


A ST, 


| 

| 

| 

Firm Name................ shciiat matical psdiitistecaktniapliinaasabdaatabevanie | 
| ! 

| 

| 
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How's the Hardware Business? 





What are the best ways to channel traffic 
through your store? Here are some answers 


What is the best way to channel 
traffic through a store? That is 
a question that confronts many 
hardware dealers. 

Should they leave aisles open so 
traffic can flow without interrup- 
tion? Or should they set up dis- 
plays to interrupt the flow of 
traffic and divert it? 

How close to the store entrance 
should key displays be set up? 

On which side of the store 
should women’s departments be 
located? 

These are some of the questions 
dealers ask themselves many 
times. 

Here are the answers: 

Aisles should be left open so 
traffic can flow without interrup- 
tion. 

Key displays should be set back 
several feet from the entrance, 
not located right at the entrance. 


Women’s departments should be 
located to the right of the en- 
trance. 


The answers come from K. R. 
Bailey, manager of the store plan- 
ning division of Firestone Tire & 
Rubber Co., Akron, Ohio. His 
division’s answers are based on 
vears of research in its model 
store in Akron. 

Free flowing traffic aisles are 
recommended because experience 
has shown that displays which 
attempt to divert traffic do not 
divert traffic at all. Rather these 
displays stop traffic. Traffic dis- 
tributes itself better when aisles 
are left straight and unobstructed. 
Minimum width for all aisles 
should be 4 ft. 

Starting point for the traffic 
flow should be the’ entrance 
through which the most people 
pass. 

Key displays should be set back 
away from the entrance. Custom- 
ers have a blind spot when they 
first enter a store. They are 
usually several feet inside before 
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they become oriented and begin 
to “see” displays. As a result, 
important displays should be set 
up so that they will attract cus- 
tomers later or as they leave. 

Locating women’s departments 
to the right of the store entrance 
is important because women in- 
stinctively turn to the right when 
thev enter a store. 

It is also important to cater to 
women in other respects, such as 
cleanliness and appearance, be- 
cause women influence about 80 
percent of the purchases. 

Firestone found this to be the 
case when it added major electri- 
cal appliances, electrical house- 
wares, and housewares to the lines 
it carries. 

Merchandise should also be dis- 
played so that the customer sees 
it from no matter which direction 
he approaches a display. He 
should see merchandise, rather 
than the end of a display unit, as 
he approaches a display unit and 
as he passes it. This exposes the 
customer to more merchandise 
and thus increases sales opportu- 
nities. 


Department store sales 
top ‘56 week by 7 percent 


Department store sales across 
the nation in the week ended April 
13 were 7 percent above the same 
week of 1956, according to the 
Federal Reserve Board. 

Since the first of the year, de- 
partment store sales are up 1 per- 
cent from last year. 

Here is a breakdown of sales by 
Federal Reserve Districts: 


Four Wks. Jan. ] 
Federal Reserve One Week Ending Ending to 

District Apr. 13 Apr. 6 Apr. 13 Apr. 13 
6 a ot opie + 7 + 4 + 2 ] 
New York ..... +4890 + 8 + 6 4 
Philadelphia .. +11 +19* + 9 + 1 
Cleveland ..... — 2 +] — 4 — 2 
Richmond +17 +12 + 4 + 3 
Atlanta +17 + 4 + ] + ] 
Chicago .. + 8 + 5 + 4 + 2 
St. Louis + 9 +10 + 2 — ] 
Minneapolis + | — ]* + | + 1 
Kansas City + 7 + 1 — 3 -_ | 
RS + ] — ? —_ § = 2 
San Francisco... + 4 +14* — | 0 
U. 8S. Total + 7 + 3* + 2 + | 


* Revised 





Chains report business 
fell sharply in March 


Retail business slumped sharply 
for variety and mail order chains 
during March, compared to last 
year. 

The drop in business was so 
great that it resulted in lower first 
quarter volume for all but two 
chains, Sears, Roebuck & Co. and 
Rose’s Stores. 

The fact that Easter Sunday 
came three weeks later than last 
year was blamed for the business 
dip. 

Sears was the only chain to re- 
port a gain in March. Its sales 
were up 1.6 percent for the month 
and 4 percent for the first quarter. 

In contrast, Montgomery Ward 
& Co. reported March sales were 
off 8.1 percent and first quarter 
sales were off 1.5 percent. 

Sales declines for variety stores 
during March ranged from 9.3 to 
21.4 percent. The average decrease 
was 16.2 percent. 

The March drop in sales came 
after 10 straight months of in- 
creases over the year before. 


Dealers get support in 
American Toy Promotion 


Dealers who cooperate in the 
Christmas, 1957 American Toy 
Promotion will get strong con- 
sumer advertising and merchandis- 
ing support in newspapers, on tele- 
vision, and in the Ladies’ Home 
Journal. 


‘Best dealer support in the Pro- 
motion’s 10-year history,” includes, 
according to the Journal, a dealer 
listing in that magazine’s seven 
page December American Toy ad- 
vertisement. 

There will be heavy TV coverage 
in 25 key markets, and full-page 
Sunday newspaper ads in 50 mar- 
kets. 

Local dealers who cooperate in 
the promotion will be listed free 
of charge in the newspaper ads. 
In addition, participating dealers 
will receive a special point-of-pur- 
chase promotion kit to tie-in their 
stores with the national campaign. 

Dealers interested in joining the 
promotion should write to Ameri- 
can Toy Promotion, 430 Park Ave., 
New York, N. Y. 
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*EALs DECORATES - presente : 


SEAL-KOTE 
helps you sell! 


National advertising — plus a 
full line of sales aids and dis- 
plays—creates strong customer 
: sem preference for SEAL-KOTE, 

commercials the new liquid plastic. SEAL- 
KOTE’s universal uses—indoors 
or out—assure you of strong 
year ’round sales. Wide range 
window banners Of colors. 






: 


newspaper mats 





envelope stuffers 





AA-3902 


THE WOOSTER SEALKOTE COMPANY 
Wooster, Ohio 





















RESISTS THE 
EFFECTS OF 








Wright Hardware Cloth is woven to 
the specifications of Commercial 
Standard CS 132-46, issued by the 
U. S. Department of Commerce. 
This precision woven fabric util- 
izes hard drawn wire in place of 
the customary annealed wires, 
giving strength and _ rigidity. 
Wrightweld Wire Cloth (flat 
wire selvage) is made in 2 x 2, 

3x 3 and 4x 4. 


on 
ee 





| 
| 


G. F. WRIGHT STEEL & WIRE CO. 


Worcester © Massachusetts 





HARDWARE AGE, MAY 9, 1957 


i 
i 
i 
Please let me see your catalog. 
i 
l 
l 
I 
i 








4” Upright Rim Knob Lockset 
SKILLMAN 

Passage Set— Steel Plated No. 002142S 

SKILLMAN 


No. HS5003xDB 


This Passage Set and Rim Lock. Set, familiar to 
the hardware trade for generations, are still made in 
the fine-old way with sand-cast iron cases and wheel 
polished bolts, by Skillman, the largest manufacturer 
of Rim and Bevel Sets in the country. True to the 
name and number, these “bread-and-butter” locks 
have never been cheapened by switching to pressed 
steel and pot metal. Supreme quality in their class, 
they let you meet competition and get a fair profit. 

These are just two of the many items in what is 
probably the largest line of builders’ hardware car- 
ried by any hardware maker. Everything from fine 
Colonial reproductions, house and heavy duty mor- 
tise locks, competitive bore-in locks, classroom and 
church hardware, to shelf hardware. 


Having trouble getting some old stand-by? We 
probably stock it. One of our representatives is near 
you—won’t you invite him in? Please use the coupon. 


Gas 


L_LMAN 


One of the Longest Lines Available 





SKILLMAN HARDWARE MANUFACTURING CO. 
1700 N. Cathoun St., Trenton 4, N. J. 


Name 





Firm 





Address ” 
We're especially interested in 











i 
i 
i 
i 
i 
i 
i 
i 
i 
i 
mI 


Os ce: Ge on an on om an ab aan Gnu Gy a aa an Gn ae Os om 


165 












THIS SPRING 


OTHER PROFITABLE KVP 
HOUSEHOLD PAPERS 


hae me | 
cues 


BAKING 
CUPS 


DUSTING 
PAPER 


WAXED | 


PAPER 





FREEZER 
PAPER 





More profitable than ever 


FEATURE KVP SHELF PAPER 


Clean-up time at home can be “‘clean- 
up” time for you — from a good dis- 
play of KVP Shelf Papers. 

Ads in Ladies’ Home Journal, Mc- 
Call's, Better Homes & Gardens, Par- 








ents’, Household will tell thousands of | 


women in your area about the dust- 
Shedding features and many color 
choices of KVP Shelf Papers. 

Order now from your KVP paper 
jobber. Samples and details on request. 








Standard 
of value for ever 
65 years 


( g y & 
\ CO I == 

\\ Be PAA ale ae 
\\ \ CAZNA T 

A, PAAR 


\Wz —— ae | 
\ ZN % 


SE 


———— 


POSTAL 
SCALES 


RECIPE 
SCALE 


HANGING 
BALANCES 


<~% == VY 
é NURSERY 
a SCALE 
See Your o/s 
Jobber , —— 


_— — 


HANSON SCALE co. (Est 1888) 
SO) 3051-1010) Gm al, elk 





even the bathroom is 


get 







PURITAN 


toilet seats 


11 decorators’ colors 


See your jobber! 


Canta 0 
CLEVELAND 2, OHIO 





Co entary PRODUCTS, 














Promotions 


Manufacturers’ New 
Merchandising Plans 








Deming has a promotion 
on water systems month 


A consumer mailing program 
and tie-ins with National Water 
Systems Month highlight the cur- 
rent activities of the monthly 
Pump Specialist Plan prepared by 
Deming Co., Salem, Ohio. 

The Deming mailing advises 
customers to contact their Deming 
dealer. 

Another consumer mailing is 
planned for this summer. 

The Deming plan also calls for 
dealers to display the National 
Water Systems Month banner and 
urges them to hold an open house 
or other special display for cus- 
tomers during May. 

Dealers are also offered signs, 
decals, envelope stuffers and other 
materials for use during the month 
and throughout the year. 


Jacobsen Mfg. begins 
spring ad campaign 

Jacobsen Mfg. Co. has begun the 
spring advertising campaign for 
its Turbo-Cut rotary power mower. 

Ads are appearing in Sports 
Illustrated, Saturday Evening Post, 
Household, House & Garden, House 
Beautiful, Farm Quarterly, Holi- 
day, Life, Sunset, Parade and This 
Week. 

Dealers can tie-in with various 
size cooperative ad mats, television 
films, and radio scripts. Blow-ups 
of four-color ads and point-of-sale 
posters, signs, and banners are 
available. 


Kromex is promoting 
June bride special 

The nine-piece Pantry Partners 
starter set is featured by Kromex 
Industries, Cleveland, Ohio, as 
a June bride special. 

National advertising for the of- 
fer, which includes a free chrome 
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SHOPPING 
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‘ Bissell Sweepers >, 
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Cal-Dak brings you the finest 
work-saving, quality housewares. 
Products with engineered design, 
perfect balance .. . precision 
closings, priced for true value. 














The Cal-Dak Shopping Cart offers 
a sturdy, satin-smooth frame, 
rubber-tired wheels . . . a snap- 
handle closing. A quality cart 
you will sell with pride, assured 
of customer satisfaction. 


CAL-DAK PRODUCTS 








: NATIONALLY 
ADVERTISED IN ALO | 16 
of McCALL’S ART KEARNEY, Bissell salesman, 
: LIVING is telling everyone he meets— 
BRIDE’S 
y “Bissell Sweepers’ rate of turnover per sq. ft. is about 


5 times that of the average housewares item!” 
Manufacturers of 





Work-Saving Quality Housewares 

: y And Art’s the man who'll never let you forget to 
ROLL-A-TRAY SETS @ TRAY TABLES ; . , 

| HOSTESS CARTS @ LAUNDRY CARTS | push Bissells for jumbo profits! He’s got a trunk- 

| SHOPPING CARTS © HOSE REELS ful! of sales-making ideas—give him a call. Or 


| contact your Bissell salesman or Bissell Carpet 
Sweeper Co., Grand Rapids 2, Mich. 





CANBY. 





THREE FACTORIES TO SERVE YOU BETTER: 
LANCASTER, PA. © LA PORTE, IND. 
COLTON, CALIF. 
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... for EXTRA HEAVY 
Load Installations 
...it’s NEW! 


Big brother to the proven 


The “KING-SIZE” increases the 
range of applications to 1%” 
wall thickness, with greater 
holding power. 


STANDARD SIZE | 
Cat. Ne. 7922 || 
At last... the perfect pair for 


ok ee ; DEALERS... 
| erase 


TWO SIZES : THE JOB $4 les,/ 


KING SIZE 
Cat. No. 7923 








FREE winic-oinc Counter 


Display ... for use with BULK 
PACKED WING-DINGs. 4SL 
50 to box. List $8.00 per 100. 
5SL 25 to box. List $12.00 
per 100. 


Colorfully printed in blue, 
yellow and black, this silent 
salesman invites your customer 
to examine the WING-DING 
and urges them to buy. 


WING-DINGs like all other DIAMOND Products are sold only 
through jobbers and distributors. 


MORE INFORMATION? Write for Bulletin No. 7901R. 





DIAMOND EXPANSION BOLT CO., INC. 


GARWOOD, NEW JERSEY 


A complete line of fasteners for Masonry and Hollow Walls 
Masonry Drills—Pipe Clamps—Pole Line Hardware. 

















“Standard” WING-DING... | 


all hollow wall applications. | 











“NOW YOU CAN MAKE YOUR 
DREAMS COME TRUE” 


A large number of the worid's most successful people have been 
those who were termed ‘‘dreamers."" Thinking success for your busi- 
ness is an essential step to progress. You can make the dreams of 
improvement of your business now come true. Increased sales can be 
had by using HELLER Sales Tested Flexible View Store Fixtures. Think 
of a most attractive store, one that will be most outstanding and 
that will draw trade. HELLER can furnish the necessary equipment. 


W. C. HELLER & CO., Montpelier, Ohio 
FOR 65 YEARS 
SUCCESSFUL 
MERCHANTS 
HAVE USED 
HELLER STORE 
FIXTURES. 














WRITE TODAY 
FOR CATALOG NO. A-57 
WITH HELLER'S LOW PRICES! 




















LOOK TO..: 
PROFITS 



















¢ 
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\ 
ROTARY 
EDGER and TRIMMER 


Newest in the market, Geyer’s Rotary 
Edger and Trimmer has the features 
to make it a best seller... 

e SURE GRIP TIRE TREAD 
SELF-SHARPENING BLADE 
EXCLUSIVE SPRING TENSION 
MULTIPLE USES 
GUARANTEED DURABILITY 
COLORFUL FINISH 





® National advertising 
Ck Fa, and selling aids are 

Ls offered to assure you 
of extra profits with 
Geyer tools. 
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Manufacturers’ Promotions 





(Continued) 


cCanape tray, will be in the May 13 
issue of Life. 

Regional and local consumer ads 
also will be used. 


Melmac dinnerware being 
promoted in ad campaign 


American Cyanimid Co., New 
York, has started an advertising 
campaign for Melmac dinnerware. 

Ads are appearing in the May and 
June issues of Ladies Home Jour- 
nal, Life, Good Housekeeping and 
Better Homes & Gardens. 

The ads play up manufacturers’ 
brand names, their varied dinner- 
ware lines, and feature the Melmac 
Center. 

Magazine readers are offered a 
32-page full-color booklet, “Easy 
Ways to Make Beautiful Table 
Settings.’ Dinnerware lines of 14 
manufacturers are featured in the 
booklet. 


Spring promotion is 
underway for Kentile 


A spring promotion for Kentile 
floor covering is being conducted 
by Kentile, Inc., Brooklyn, N. Y. 

Ads, with the theme, “Today’s 
smartest floors wear Kentile,” will 
appear in Life, Look, Saturday 
Evening Post, Better Homes & 
Gardens, American Home, Sunset, 
Living for Young Homemakers, 
Good Housekeeping, McCall’s, True 
Story, Farm Journal, Progressive 
Farmer, House Beautiful, Ladies 
Home Journal, House & Garden, 
Home Modernizing and New Homes 
Guide. 


Promotion to spark 
skate sales started 

A full-scale promotion for roller 
skates is being launched by the 
Roller Skating Foundation of 
America. Purpose of the campaign 
is to stimulate interest in skating 
as a hobby and thus boost sales of 
roller skates. 

Highlighting the promotion will 
be a nation-wide $10,000 skate 
queen contest. The contest will be 
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Penn | Slale 


amous TRIPLE TEST s 


PENN STATE SAWS 


PENNSYLVANIA 
SAW CORPORATION 


OFFICE - NEWARK, N. J. FACTORY - 


YORK, PENNA. 















The ALL-NEW 


UNION MT-7 
Super Steel 


MACHINIST'S CHEST 


A Proved 
Sales Leader! 


UNION has translated the basic de- 
sign of the famous UNION B-20 
quartered oak Chest into sturdy, 
streamlined steel. The result is the 
MT-7 .. . the first really new Machinist’s 
Chest in years...a Chest painstakingly designed 
and built to include every wanted feature ... 
ultra-modern appearance... rugged construction 
. Increased capacity .. . easier accessibility. 





CASH-IN 
on the tremendous demand for this 
fast-selling item. Place your 
stock orders now! 


JOBBERS: 
DEALERS: 


Write for literature and 
prices on the New MI-7 


STEEL CHEST CORPORATION 


LE ROY, NEW YORK 
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CE Ie 
3X S95 


PADLOC 





RAR hs. 


LANCASTER, PENNA. 
ORDER FROM YOUR JOBBER 








ALUMINUM 


HARDWARE 


RUST-PROOF 
in BRASS, 


=} fe] 74: 
or ALUMINUM 
FINISHES 





, IR. ic, 
. Seebsse 


and HARDWARE CO. 
















MR. PHXZ CARRIES 
A LOAD! 









































A large investment in a 
small volume line! 























Fasteners are only a small part of his busi- 
ness, but Mr. Phxz thinks he has to carry a 
large inventory of fasteners to satisfy his 
customers! Too bad he hasn’t heard of the 
Sharon line—a complete fastener department 
witn small investment, 1,000 sizes of the 


( 
most-wanted fasteners in minimum space! 





























He’c be able to put his money and valuable 
counter space toward more profitable items— 
and still nave complete fastener stocks—with 
the Sharon Assortment! 





























Small investment is one important reason why 
it pays to stock the Sharon line! 











ASK YOUR JOBBER, OR WRITE: 
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YOU MAK 
mUnt MONEY 





Your customers will welcome the 
convenience of buying spring lock 


washers in NEW UNI PAK®. 





These sturdy, visible, space-saving 
paks make PSW spring lock 
washers easier to handle on any 
job. Sell UNI PAK® because 
they’re the most up-to-date and 
most useful package of spring lock 
washers. They'll boost your profits 
by boosting lock washer sales. 

Write for complete details, 
jobbers discounts and FREE 
SAMPLES. 


PHILADELPHIA STEEL AND WIRE 


CORPORATION 
Penn St. and Belfield Ave., Phila. 44, Pa. 
Sales Offices and Warehouses: 
New York, Detroit, Chicago, Cleveland 






K WASHERS 


HAE—PS349—1256 





SPRING LOC 











Manufacturers Promotions 
(Continued) 





staged locally by more than 4,800 
roller rinks and the finals will be 
held in November in Miami Beach, 
Fla. 

Another contest will be staged 
in the fall for dealers. Dealers 
will be judged for the most orig- 
inal roller skates display. Top 
prize will be two pairs of gold 
skates and a two-week, expense- 
paid vacation for two at Sun Val- 
ley, Idaho. 

Also in the works are skating 
handbooks, tie-in promotions in 


| general advertising themes, and a 
| general publicity program. 


Shakespeare prepares ad 
drive for Father's Day 


Shakespeare Co., Kalamazoo, 


|Mich., has prepared a_ special 


Father’s Day promotion to help 
women select Shakespeare tackle 
for their husbands. 

Special ads with the theme, 
“Fishing fathers will treasure 


| Shakespeare fine fishing tackle,” 





will appear in Life and Saturday 
Evening Post. 

Other advertising will appear in 
37 consumer magazines. 


Cookbook promotion is 
offered by Toastmaster 


Toastmaster Products Div., Mc- 
Graw-Edison Co., Elgin, Ill, has 
a fry pan cook book promotion to 
stimulate sales of the new Toast- 


| master 1l-in. and 12-in. fry pans. 





The cook book sells in bookstores 
at $2.50. Dealers can offer it free 
with the purchase of a Toastmaster 
automatic fry pan. 


Creo-Dipt Co. sponsors 
dealer display contest 


Dealers selling Fynal-Kote are 
eligible to win up to $100 in the 
1957 Fynal-Kote display contest. 
The contest is sposnored by Creo- 
Dipt Co., Inc., North Tonawanda, 
ae £ 

To enter the contest, dealers set 
up a window, counter, or floor dis- 
play, then mail a photo or snap- 
shot of it to Creo-Dipt, together 
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sex “ate : 
Am afit . 


"VZTLES. IN 


wWesec TiCIDES 
G funcicipes | 
WEED KILLERS 


— One sprayer 


EVERYTHING ! 


> 


for 


RediMix 2 int GARDEN HOSE SPRAYER 


@ World’s best garden hose 


@ Dial-A-Spray control valve, 


a sprayer™*. built-in Back Siphonage pro- 
ax 3 @ Sprays flowers, lawns, and tection, new Zamak cap, and 
| 4 trees. all brass working parts. 
@ Comes with 2 different nozzles, @ 40% discount on case of 3. 
instantly interchangeable. @ Eye-catching display card. 


No. 243C RediMix 2 in 1 


Retails s 495 Ping 


complete with 2 nozzles 


* (See page 341 of June 1956 


issue of leading consumer 


research magazine.) 


RediMix 
Shrubmaster 


SPARSE & IIZZLtS 


2575 -28th Ave. No., St. Petersburg, Fla. 


Write for free catalog of all Sprayers & Nozzles fine 
products or contact your local distributor. 


| 








“Little Giant” 
Sprayer 


Ken*Sprayall RediSprinkler * — 


Lawnmaster 








8 other proven 
.--in self-selling 


ROLLER-TRIM 


Finishes walls where 
roller misses. Size: 


2% “xd ". One doz., 
$4.2 Retail 59c, 
BRUSH-ETTE 


For fine easy edge 
painting around mold- 
ings, window sash and 
frames, Packed one 
dozen to a display, or 
carded. One dozen, 
$2.81. Retail 39c. 


PLASTER-STIK 

The best and easiest 
repair for hairline 
cracks in plaster. One 


dozen, $1.80, Retail 
25ce. 
PirE-SEAL 


For perfect leak-proof 
joints which can be 
reopened without gall- 
ing. One dozen, $1.08. 
Retail 15c. 


profit builders 
display cartons 


CRAK-SEAL 

White plastic edge 
trim for tubs, sinks, 
etc. 15 ft. stripping, 
corner blocks, brush, 
cement, $1.01. Retail 
$1.69. 


PASTE-BAK 


For loose wallpaper. 
Long, flexible tip ap- 
plies paste without 
tearing paper. Won’t 
spot, One dozen, $2.81. 
Retail 39c. 


PAINTER'S-PAL 


Flexible handle reach- 
es check-rails and 
other hard - to - reach 
surfaces, One dozen, 
$1.80. Retail 25c, 


TRIM-GUARD 


Feather-light straight 
edge keeps paint 
where it belongs. One 
dozen, $1.80. Retail 
25c. 
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WORTH 
SPOTLIGHTING 





SMOOTHY 


USE IN PLACE OF SANDPAPER — 
NEVER WEARS OUT 


The all-in-one tool for smoothing 
plaster; removing paint and paint 
scale or old wallpaper; fitting draw- 
ers, doors, screens, etc. Made rugged. 
Has permanently bedded tempered 
steel blades. Sizes: 7%”"x14e”. Easy 
grip. Acts as rasp or file. Retail 
$1.00. One dozen in display carton 
costs $7.20. Your profit $4.80. 


fe “Sqrrwaet FRAME!) 





SCREEN-PAINTER 
AND DUSTER 


J 

| Gets paint into screen mesh without 
filling. Saves paint and time. Paint- 
ing portion made of good quality rug 
fitted over non-warping plastic. Has 
comfortable large handle. Size 3”x5”. 
Packed 2 doz. to a display. Retail 29c. 
Your cost $2.09 per doz. Profit $1.39. 


Write for samples 
SOLD THROUGH QUALIFIED WHOLESALERS BY 


THE LEONARD COMPANY 


Dept. B, 506 Third Street, Des Moines, lowa 


i771 













































This is something 
really TERRIFIC in 
Hand Hacksaw 
Blades. A 12-in. 
Double Edge 
Blade that han- 
dies all types 
of metal cut- 
ting. Home 
owners and 
mechanics 

will both 

go for 

this 










































































Blades 
individually 









































18 teeth 


on one edge 














24 teeth 





on other edge 









































. G. W. GRIFFIN COMPANY 
Franklin, New Hampshire 


Sales Representatives 
John H. Graham & Co. Inc. 
- 105 Duane Street, New York 8, N. Y. 
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with an entry blank. Dealers will 
be reimbursed up to $8 for the 
cost of having a photo taken by a 
commercial photographer. 


The contest closes July 31. Entry | 
blanks, display materials and other | 


aids can be obtained by writing 
to Creo-Dipt Co. 


Power Products movie 
available to dealers 


Power Products Corp., Grafton. | 


Wis., has 
which is available to dealers for 
training sales persons 
power lawn mowers. | 
The 26-minute sound and color 
movie, “Mower Power to You,” 
demonstrates seven basic selling 
techniques for sales persons. 


produced a new movie | 


in selling | 


The film may be obtained by | 


writing to Don Edwards, manager 
of marketing services, Power Prod- 
ucts Corp., Grafton, Wis. 


Standard catalog pages 
now offered by Delta 

Delta Power Tool Div., Rock- 
well Mfg. Co., Pittsburgh, Pa., has 
introduced catalog reproduction 
pages that conform to the standard 
size and format recommended by 


the National and Southern Indus- | 


trial Distributors Assns. 

Pages 
either offset lithography or the 
Plantographic method. Pages are 


also available in loose leaf form for 


can be reproduced by | 


insertion in ring binder catalogs. | 


Construction spending 
sets another record 


Construction spending continues | 


strong in early 1957—far ahead 
of last year’s record pace. But 
the pattern of spending is differ- 
ent. 

That’s from the government’s 
latest reports on _ construction 
activity in the nation. 

Preliminary reports by the Com- 
merce and Labor Depts. show the 
volume of new building put in 
place in March reached a record 
high for the month and closed out 


the most active first quarter on | 


record. 
New construction put in place 
during March totaled $3.2 billion, 








spring 


two-drawer 
cabinet really is the convenient and 


This Gardner 
profitable way to stock and sell 
springs. Cabinet No. 933 contains 
the most popular sizes and types of 
extension and compression springs— 
218 springs in 79 sizes in coded 
compartments. Each spring is top 
quality, precision made and plated. 
Coded box refills always available 
from stock. One- and four-drawer 
cabinet assortments also available. 


Order from your jobber, or write us. 


Also Weatherstrips 
Clean-out Augers 


909 Pole Sockets 


ARDNER WIRE CO. 
1329 So. Cicero Ave., Chicago 50, Ill. 














His Hardware Age 
Ad. Brought Results— 


"As a Manufacturers’ Representative. 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in January. With 
best wishes for your continued success.” 
Sincerely yours, 


A Satisfied Advertiser 











GRIPPER 
CLIPS 


KEEP 
THINGS 
IN PLACE 


Double Spring Action 
2 Sizes Hold Mest Handles 





Bright Nickel Finish 
Ne Jutting Points 


GIBSON GOOD TOOLS, INC., Sidney 6, KY. 





GIBSON 















E——————————— rere 
TOY CATALOG 
Here's every toy and hobby 

kit you need for setting up oa 

successful toy department Educational pre- 
school items, woodworking and woodburning 
kits, metal tapping, work benches and baking 


tables, 
land and Mickey Mouse Club creations. Write 
for your copy today. : 

AMERICAN TOY & FURNITURE “COMPANY 
6130 N. Clerk St. Chicage 26, Illinois 


Peeceecceoeseases 


hond tool sets PLUS escfusive Disney- 
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Save with MYERS 


Standard & Gea Trailers 








FOR AUTOMATIC 
TOWING SYSTEMS 
ORDER-FILLING 
AND STOCKING 


























ee 














500 to 6,000 LBS. 


The large trailer above (4100) is saving money for Brown- 
Camp of Des Moines and other hardware wholesalers. Note 
automatic coupler, high end racks, combination order 
holder and blackboard. Hardwood or steel plate deck, 
manual coupler if desired. Many other warehouse trucks 
including No. 1070 above. Representatives in key cities. 
Competitive prices. Write today for illustrated folder. 


MYER 


itle 7... ime iis aser | 


CAnal 88-2536 — Nashville 7, Tenn. 











Caught With Your “Paints” Down? 


GET A HARBIL: 


TWIN CRADLE HB-7 
New, Increased Arc 
Shakes Paint 7.38 
Times Faster! 

Twin cradles hold % pt. 
to 1 gal., 2 diff. size cans 
at 1 time. Shakes with 1 
cradle empty. Se vibra- 
tion-free You can’t Bolt 
it Down! $119.50 
F.O.8. Wheeling 
































60 SECOND HB-6 
Super-speed all purpose 
shaker. Mixes, Blends, Re- 
juvenates all paints in 60 
SECONDS OR LESS! 
Shakes round or rectan- 
gle cans from % pt. to 


pe Imp. Gal. $109.50 
™ aa F.O.B. Wheeling 
HEAVY DUTY HB-8 


Standard equipment in 
America’s biggest firms. 
Mixes, Blends, Rejuven- 
ates 2, 5 gals. or 4 gal. 
carton. Built-in Electric 
Timer. Ingenious lid per- 
mits testing without re- 


moving cans. $340.00 
F.O.B. Wheeling 


a SS < 4 ee, 
X aw \ 7 


PRY LSS 








a Write Dept. HA-6 for Details! 
Harbil Wheeling Rd. & Exchange Ct. 
Mfg. Co. Wheeling, Illinois 





HARDWARE AGE, MAY 9, 1957 






greater 
natural 
toughness 





joe 


i anew 
HANDLES | 





means greater profit 
for you... naturally. 


Long range profit begins with a satisfied customer . . . and 
Hill Hickory Forged handles satisfy every customer, whether 
a do-it-yourselfer or a professional craftsman. 





Here's why. 


The greater natural toughness of Hil! Hickory 
handles means (1) greater natural ability to 
spring back to ofiginal shape after sudden stress, 
and (2) greater natural ability to soak up the 
shock of impact. 


Add to that Holthouse & Hartup's flame forging 
process — a process that lends greater strength, 
locks out moisture and harmful weather action, 
adds an eye appealing finish — and you've got 
the finest hickory handle money can buy... a 
sure bet to satisfy. 


Tell your customers this simple story. It'll help 
you sell Hill Hickory handles. 
AND REMEMBER: if it's Hill Hickory . .. handle it! 


Write today for all the facts and the name of 
your nearest jobber. 





TOOL HANDLES 


Manufactured by 


HOLTHOUSE & HARTUP, INC. 


WAYNESBORO, TENNESSEE 


a 
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: help you to 
| EXTRA PROFITS 





- 


GRIES E-Z A)- 


one-piece 


CUP HOO 


Packaged one - 

hundred per box & 

in 6 popular sizes, 

V2" to 1%". 

Nickel or brass 

finish. Also 

popular 7%" hooks carded 5 to a card 
in 7 colors and in nickel and brass. 


GRIES E-Z self-screw 
UTILITY HOOKS 


Packaged 50 per 
box. The only 
small utility hook 
for every home, 
store or factory 
use. Bright 
plated finishes. 
Also 2 per card, 
25 cards per box. 





- NOE IE OE OEE OO 





JOBBERS: write for cataiog pages, 
prices on GRC's full line of fast sell- 
ing hardware items. 


DEALERS: see your 
obber salesman for 
mmediate delivery. oy 


GRIES REPRODUCER CORP. 

a World's foremost producer of smali die castings 

161 Beechwood Ave., New Rochelle, N. Y. 
Phone: NEw Rochelle 3-8600 


an increase of 9 percent from Feb- 


|ruary and up 38 percent from 


March, 1956. 
During the first three months 


of 1957, new construction put in 


place totaled $9.2 billion compared 


| with $8.8 billion last year. That’s 
'an Increase of 4 percent. 


The pattern of spending for 
construction shifted noticeably, 
however. 

Industrial building climbed to 
new highs, but new home con- 


| struction was down in the first 


quarter. The $2.9 billion spent for 
privately-financed home construc- 
tion was 7 percent less than the 
amount spent in the first quarte) 
of 1956. 

In contrast the $87 million spent 
for publicly-financed housing in 
the first quarter represented an 
increase of 45 percent. 

Privately-financed construction 
of all kinds was up 1 percent for 
the first quarter, but publicly- 
financed construction showed an 
ll percent increase. 

The Veterans Administration 
reports that the number of ap- 
plications for proposed new homes 
dropped sharply in March. The 
VA received only 19,508 applica- 
tions for appraisals during the 
month. That’s about half the 
number it received in the same 
month last year. 

For the first three months of 
1957, the number of applications 
is about one-half the number 


received in the same period of 
1956 and one-third the number 


received in the first quarter of 
1955. 





HARDWARE HUMOR 


| ASK 

FOR. 

a ee FREE 
- 


—~ >» Naw 
a 


DEMONSTRATION | 
> ee 


"I'm sorry, | meant to hit the nail...” 








; 
; 
; 


; 





® EYE-APPEALING 
© BUY-APPEALING 
® PREPRICED 2 FOR 15¢ 


Step up unit sales with the self-serv- 
ice “Can't-Miss" 2 PAC. This con- 
venient, transparent package is a 
proven, “sure-fire” traffic stopper. 


MCGILL METAL PRODUCTS CO: 


ne es ee Been, sen m. 








FOREMOST LINE ae 


SINCE ‘99 INCREASE 
YOUR 
PROFITS 


SPRAY ENAMEL!‘ 


GIANT 
16 Oz. CAN 


16 SPARKLING 
COLORS 


MAKES SATISFIEC 
CUSTOMERS 
and 
BUILDS 
REPEAT SALES 


ALUMATONE CORPORATION 


1523 Grande Vista Ave., Los Angeles 23, California 
9270 Olive Street Road, St. Louis 24, Missouri 
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1 
NON-ELECTRIC The KEIL No.1/2 


completely self-contained ° : 
| DT O10) 5 O25 88 8 A 
DUPLICATES 


wom CYLINDER KEYS 
Ws/, ‘ 
mes 


a 

2 2S 

| and it needs | 
NO WIRING | 


Handsome door chimes that re- 
sponds to simple raising and 
lowering of attractive door 
knocker with a musical ‘‘Mell- 
0-Tone’’ double-note signal. 
Gleaming, polished brass knocker 
is simple to connect through 
door with ivory enamel inside 
chime. 
































> Operates manually 
>NO electricity 
>NO batteries 

>NO wiring 

> Easy to install 








Eye-catching, ‘‘try-it-yourself’’ 
DEALER DISPLAY MOUNTS 
available at NO extra cost 





















-— 
® 





RUN 


DOOR 


A 
Chao 





Wessécat 


KNOCKER 





This is a real 
money-maker for you. 


it will bring new business 


os 


e 





1G to your store. 
rue | LET US TELL YOU ABOUT IT 
= | MAIL COUPON TODAY! 


NO. 840 Suburban NO. 855 Universal NO. 895 New 


model door chim h-button model Yorker model with | Ut tna To ee 
imes push- m el wi 

with Colonial door with personal One-way mirror | KEIL LOCK co., INC. 

knocker. name card holder. peep hole. 








Charlestown, New Hampshire 


WRITE FOR LITERATURE AND PRICES Please send complete information on your 
No. 1 series of Key Duplicating Machines 














wate) p:¥ aie W-aeh) 2-4-2 Name____ - 
3 5 PLEASE PRINT 
CORPORATION eS eae 
ne Park 16. N_Y. « 205 W 
City. State 





Over 25 Years Manufacturing Fine Builders Hardware Exclusively 
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2 NEW MODELS 


WHIZ-SAW 


America’s First and Finest 
Reciprocal-Action Saw 


— MODEL NO. 10 
2” Fin. Lumber 





NEW MODEL NO. 15 
Cuts 244” Fin. Lumber 


NEW DISCOUNT SCHEDULE 


Two new low priced models of the ORIGINAL 
WHIZ-SAW are offered at a new discount rate 
that puts more money in your pocket. Built 
with the same skill that enables the Whiz-Saw 
to out perform any portable saw at any price. 
See your Hardware Jobber. 





WHALE HACK SAW NO. W61 


This sturdy Hack Saw is built to withstand 
rugged duty. Perfectly balanced for control. 
Has rubber composition handle, re-inforced back 
for extra strength. Adj ustable for 8" to 12" 
blades that can be faced in 4 directions. 


Nickel plated stock. Individually packaged. 





Viking Coping Saw 
NO. VO10 

The VOIO is the choice of 
dealers across the U.S. The 
flat steel frame is nickel- 
plated and has a hard- 
wood handle. Adjustable 
for tension. 


Viking Hand Drill 


NO. V700 

Perfectly balanced, the V700 is 
an ideal tool. Die-cast pinions 
and gear are ‘factory tested’ 

Tool steel chuck has 3 tight 
gripping jaws—'4,"" capacity. 
Length II'/,"’. 


Over 45 Years Experience Making Highest eocity Tools 


THE FORSBERG MFG. COMPANY 


Seaview Avenue, Bridgeport 1, Connecticut, U.S.A. 
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Earnings during March 
continued upward trend 


Income of your customers rose 
again in March. 

The Commerce Dept. reports 
that personal income in the nation 
in March was at a yearly rate of 
$337.5 billion. That is $1 billion 
higher than in February. For the 
first quarter of 1957, personal in- 
come was $19 billion, or 6 percent, 
higher than the first quarter of 
1956. 

Personal income, 
salaries as well as incomes received 
from businesses and investments. 


Total output of goods, 
services rises higher 
Business boomed 


the government. 


Gross national product, the na- | 


tion’s total output of goods and 
services, reached a seasonally ad- 
justed yearly rate of $427 billion 
in the first three months of 1957, 
the government reports. 

That is $3.2 billion more than 
the rate in the last quarter of 1956 
and $23.6 billion more than the 
yearly rate of the first three months 
of 1956. 


Employment totals set 
record high for March 


Employment across the nation 
picked up during March, the Com- 
merce Dept. reports. 


During the middle of the month | 
there were 63.9 million persons | 
working, a new record high for | 
March. That was 675,000 more | 


than held jobs in February. At the 
same time the number of persons 


on the unemployment rolls dropped | 


to 2.9 million. 


Company shortens name 


American Floor Machine Co. is | 


the new name for The American 
Floor Surfacing Machine Co., a 
division of American-Lincoln Corp. 
The division, at Toledo, Ohio, 
changed its name since it has other 
products besides floor surfacing 
machines. 





according to 
the government, covers wages and | 


Edward 


HEAVY DUTY GAS CANS 


A complete line 
for every customer need! 


Easiest-to-sell line on 
the market! Sturdy, 
practical Edward Gas 

Cans are ideal for 
sportsmen, motorists, 
power garden tool and 
boat owners. 


MILITARY. TYPE 
BLITZ 
CAN 


No. 543—5-gal. 
Compact, teak-proof, 
with “EASY - USE’’ 
screw cap chained to 
ean. Pours and fills 
easily. Super rugged 
—r sommes deal, lustrous 

_ - oe ed 


a a. § Flexible pour- 
ing spouts available. 





in the first | 
quarter of this year, according to | 


NO. 530-—2'/2-gal. 
Spout Can 


Proved profit-maker! 
‘Squat’ design fits 
easily in car trunk, 


measuring Cap. Also 
In 3 and 5-gal. sizes. 
Ask for your FREE 
DISPLAY STAND 


Edward CAN CO. 


Dept. H.A., 2332 W. Byron St., 
Chicago 18, Il. 











WHAT'S NEW ? 


Turn to pages 133-134 of this issue. 
The Quick Check Card properly 
filled out will bring you quickly the 
details on new products that in- 
terest you. 


IT'S QUICK —IT'S FREE 














CHAIR-LOC 


Amazing New Liquid 

S-W-E-L-L-S Wood 

@ Penetrates wood fi 
makes them e-x-p-a-n-d 
permanently. 

@ Quickest and easiest way 
to fix loose chair rungs, 
legs, handles, dowels, 
dove-tails, etc. 

A Fast-Selling impulse item 

Write for A J. Samples and 


CHAIR-LOC CO. 
Lakehurst 3, N. J. 








sir 
GARDEN” TRIM 


Provides an appearance of beauty and charm 


Prices on request 


CIRCLE METAL MANUFACTURING CO. 


4268 E. Pacific Way, Les Angeles 23, Calif. 
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"A Good Line 
to Handle” 


GRIFFIN 


SHELF HARDWARE 

















Cat. #R240 
Wrought Steel Butts 





When it comes to any item in shelf | 
hardware . . . mending plates, flat | 
corners, corner braces, strap 
hinges and T hinges (light or 
heavy), safety hasps, shelf brack- 
ets, or what have you... you'll 
find your fellow dealers saying, 
“We like to handle the Griffin 
line.’ You buy in any selection 
your customers want... and you’ll 
find Griffin gives good service, 
never cutting on quality. You'll 
find your wholesalers like every- 
thing about the firm’s policy ... 
and you'll find your customers like 
the Griffin products. | 


9 

















A full line of Wrought Steel 
Butts and Shelf Hardware. 


GRIFFIN 


“since 1899” 





MANUFACTURING CO. 
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ERIE, PA. 
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You're 
looking 
at the 
newest 
look in 
recort 


Safes 


ee 
—> 





















See why it’s making Protectall more than ever 


“The Fastest Selling Line of Safes in America” 


(and why more and more dealers are 
taking on the Protectall line!) 


Never before have businessmen been more awake to the need 
for real protection for their records. And never before have you 
had the record safe to show that would sell itself as fast as the 
new Protectall. 


The gleaming new Operations Panel. . . with its new “‘Counter 
Spy’”’ Lock and modern jet-trimmed handle. . . gives it a look 
as modern as a dream car. And the new color-styled shades 
exactly match the newest in office furniture—another fast- 
selling plus for the new Protectail line. 


And don’t forget, every Protectall Safe bears the independent 
Underwriters’ Laboratories, Inc. ‘‘C’’ label, certifying it has 
passed their severe one-hour fire test. Also carries Under- 
writers’ T-20 Tamper-Resistant and Relocking Device Labels. 
So you're talking real insurance savings, too, when you're 
talking Protectall. Get set now to cash in big on the new 
Protectall line. 


Write for full profit details and catalog 
showing the new line of Protectall Safes 


a 


Protectall Safes & 


HAMILTON, OHIO 


Division of the Mosier Safe Company 












The Trademark of 
ATTRACTS 


The Best Customers 


Mechanics who most appreciate fine tools 
craftsmen who delight to use them 
constantly need them... all are drawn in increas- 
ing numbers to the store where Diamalloy Quality 
Tools are prominently displayed. 

Ask your wholesaler for a new Diamond 


Tool Catalog and Price List... or write 


DIAMOND CALK //5/0e Co 


DULUTH - MINNESOTA 


... home 


... farmers who 


Quality / 


Diamalloy Snips 


<< 


a 


Established 1908 TORONTO - ONTARIO 








Kromex puts 


in your housewares sales 


with the sensational June Bride & Spring-Summer feature 


Triple-plated Chrome 
TIDBIT TRAY 


with the purchase of this 
Kromex 9-Piece 


STARTER SET 


List, Complete 


$16.80 


Higher in Western 
States and Canada 
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28 MILLION 
READERS WILL 
SEE THIS DEAL 
IN A Y% PAGE 
AD IN LIFE 


Boost housewares sales with this exciting 
limited-time promotion! Give your 
customers a real value, while you ring up 
a solid profit! Terrific gift appeal! Starter 
Set includes best-selling 4-Pc. Kanister 
Set, 3-Pc. Range Set, 2-Pc. Kingsize 
Kakover. Smart, seamless tu-tone alumi- 
num — Pink, Turquoise, Yellow or Black 
Trim. Beautifully gift-boxed with lovely 
8-3/4” Chrome Tidbit Tray. 


COMPLETE PROMOTION 
PACKAGE INCLUDED! 
LIFE pre-sells ’em, and you bring ’em home 


with FREE dealer ad mats, colorful display 
cards and window signs. 


PLEASE SPECIFY 4400/41 JUNE BRIDE DEAL e ORDER TODAY! OFFER EXPIRES JUNE 30, 1957 


CORPORATION e- 880 East 72nd Street ¢ Cleveland 3, Ohio 
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W. A. ABERCROMBIE, 
who recently retired from 
Wyeth Co., St. Joseph, Mo., 
hardware wholesalers, as 
its secretary, has been a 


hardwareman since 1900. 
He began his career in 
the Zollinger hardware 


store in Kansas City, Mo. 
A year later he left the 
retail field to enter the 
wholesale business in 
which he has been active 
ever since. His first whole- 
sale activity was with Townley Metal & Hardware 
Co. of Kansas City, Mo. In 1909 and 1910 he 
covered the Oklahoma territory for Townley’s. He 
joined Wyeth’s in 1911 and continued with that 
organization until his retirement. For 12 years 
he traveled Oklahoma and Texas. He moved into 
the company’s headquarters in 1939 as a buyer, 
and was elected secretary in 1945. He is a 32nd 
degree Mason and a member of Moila Temple 
Shrine in St. Joseph. An ardent baseball fan, he 
plays golf and bowls. He spends much of his 
leisure time in his flower garden and on the lawn 
of his home at 3018 Douglas St. in St. Joseph, Mo. 

(Continued on page 180) 
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t Start fora 


IGGER SALE 








THE FIRST-COATER 


(Made by the makers of FABULON) 


Every customer who buys wood or a wood finish in your 
store is a prospect for Pryme* —the fabulous first-coater 
that seals thirsty wood. Pryme adds new life, new beauty 
to all top coats .. . makes clears lighter, colors brighter 

. a universal interior wood primer everybody should 
keep on hand. That’s why “Pryme is your best start for 
a bigger, plus-profit sale.” 


WHY STOCK SEVERAL “CLEARS” 
when the Fabu/ous Family fills 


every wood-finishing need? 





FABULON« FABULOY™ 
the fabulous the fabulous Resin 
floor finish. Never X Finish... pre- 
needs waxing or fe rred to varnish 
scrubbing “Twie” for all other-than- 

So Med ; floor natural wood 
of a famous finishing. Available 
bowling-alley in Clear Gloss and 
finish. 


Clear Satin. 





For complete details on the profit 
potentiais of PRYME, PHONE YOUR DISTRIBUTOR 


TODAY... or write 
‘RS PIERCE & STEVENS CHEMICAL CORP. 


NESS 710 Ohio St. Dept. HA-3 Buffalo 3, N.Y. 
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Hardware Age 50 Year Club 
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ALBERT H. HAUT of 
Haut & Marckel, an Our 
Own Hardware store in 
Gackle, N.D., entered the 
hardware business in 
March, 1906. He managed 
the store which included 
implement and _ saddlery 
departments when it was 
founded. These two de- 
partments were later sold 
to other firms. Active in 
village affairs, he has 
served on the village coun- 
cil, and helped organize the local fire department. 
He sold the community on the need to incorporate 
the village. For two years he was a field auditor 
for the Minnesota Sales Tax Department as well 
as a hardware dealer. He was one of the organizers 
of the Beaver Lake State Park and served as its 


board president for 20 years. He is a fourth degree 
Knight of Columbus and a member of the State 
Historical Society. In 1928 he organized the Work- 
man Lodge of the A.O.U.W. Fond of hunting, he 
continues to be a good marksman at the age of 82. 


ERNEST JOHANNE- 
SEN, owner of Johannesen 
Bros. in Baltimore, has 
been active in that firm 
since 1904. He has been a 
member of the Pennsylva- 
nia & Atlantic Seaboard 
Hardware Association 
since 1907, and was its 
president in 1923. He or- 
ganized the Baltimore Re- 
tail Hardware Association 
in 1910 and served as its 
president until 1937. Cur- 
rently he serves as president of three associations 
and of the Baltimore Criminal Justice Commis- 
sion. He heads the Associated Locksmiths of 
America, Baltimore Locksmiths Association and 
the Baltimore Paint & Wallpaper Dealers Associa- 
tion. He is a past president of the Baltimore Grand 
Jurors Association, the Norwegian-American Club 
of Maryland and the Baltimore Association of 
Commerce. His hobbies are the hardware business, 
reading and organization work. His son, Maurice 
E. Johannesen, is active in business with him. 


nobody told him, 


Poor Mac! 
walls -- had to find out the hard way. 


He didn't "now that only cement paint cures wet masonry 


A lot of Macs in your vicinity think any type paint will stop leaks in basement walls. 


You know better, so tell them about BONDEX Cement Paint. 
They'll love you for it and know you're the boy 


the great job it does. 


Tell ‘em about 


to come back to when they have another problem around the house. 


Remember there's a Bondex product for every waterproofing problem 
®) 
us Bondex Cement Paint « Bendex Heavy Duty 


Quick Piug for patching active leaks 


© m 
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If you plan to 
handle plastic pipe 
a year from now, 
don’t risk your 
reputation with 










inferior pipe today! 


SELL 


® 


GUARANTEED-QUALITY FLEXIBLE PLASTIC PIPE 


made UP to a standard 
not GOWN to a price! 


Tests show that within a year, inferior flexible plastic 
pipe is likely to fail in use. If you’ve sold it, you risk 
loss of the priceless trust of your customers. That’s 
why it’s good insurance to stock Cresline — the 
flexible plastic pipe made up to a standard, not 
down to a price, and guaranteed right in writing. 
We start with the finest materials and follow through 
with quality control every step of the way. Cresline 
is made only with virgin polyethylene, of course — 
never scrap materials of unknown composition. But 
some virgin polyethylenes are better than others. We 
pick the best — proved best by grueling accelerated 
use tests in our own laboratories. You can be sure of 
top quality when you stock Cresline, plus many 
other profitable advantages, including “packaging for 
profit.”’ Write today for literature and name of your 
Cresline representative. 


LOOK FOR THESE ADDED PROOFS OF QUALITY 





This seal on Cresline Pipe shows 
the National Sanitation Foundation 
has approved it for drinking water use. 





proved the best in our tests. 


ALL PLASTIC PIPE IS ROUND, BLACK AND HAS 
A HOLE IN IT . . . BUT THERE /S A DIFFERENCE! 


FREE TO JOBBERS: Plastic Pipe Catalog. All the general informa- 
tion you need on types, applications, and properties including 
useful tables on chemical resistance and flow vs. friction loss. 


Write today for your free catalog. 


CRESCENT PLASTICS, INC. 


Dept. A-7, 955 Diamond Ave. © Evansville 7, Ind. 
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Cresline is made with Du Pont Alathon 
25 and is marked with this tag. It 
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| Statoil Tate 
' Series 4300 ! 
1 Century Deluge : 
| System 


Lim eeucteecmemaeeaed 


M£Donald Shallow Well Jet 
Water System... efficiency plus 


low cost... with low cost housing develop- 
ments springing up in areas beyond city water 
mains, the demand for compact, low cost, 
shallow well water systems is tremendous. 
M£Donald has developed this new pump to 
meet that demand. The Series 4300 Century 
Deluge is a completely packaged system. It 
combines the quality and craftsmanship that 
guarantees efficient performance with the 
simple design and mass production methods 
that keep the price low. Two sizes, 44 and 
14 HP, capacities to 875 GPH. Specify the 
water system your customers can afford and 
that you can afford to recommend. Write 
for specifications. 


A. Ye MSDONALD MFG. CO., DUBUQUE, IOWA 


Pumps ¢« Brass Goods « Oil Equipment 
Drains 
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Sheet Metal Distributors’ Spring Meeting 
Will Take Up Distribution Costs Analysis 


Distribution cost analysis, 
credit. general business con- 
ditions, the steel and copper 
situations are topics to be 
discussed at the spring meet- 
ing of the National Assn. 
of Sheet Metal Distributors. 

Sessions will be held Thurs- 
day and Friday, May 16 and 
17, at the Warwick Hotel in 
Philadelphia, Pa. 

Harry L. Edgcomb, pres- 
ident of Edgcomb Steel & 
Aluminum Corp., Hillside, 
N. J., will be the speaker on 
distribution cost analysis at 
the Friday morning session. 

Speakers at the Thursday 
morning session will be: 

Doremus Mills, of the Cop- 
per & Brass Research Assn., 
on “Copper’s Place in Our 
Economy.” 

Fred Brown, general man- 
ager of sales for coated steel 
products at Weirton Steel 
Co., on “The Steel Situa- 
tion.” 


Charles F. Nagel, vice- 
president of Provident 
Tradesmen’s Bank & Trust 
Co., Philadelphia, on the 
general business picture. 

“The Importance of Ade- 
quate Credit Information in 
Today’s Market” will be dis- 
cussed at Thursday after- 
noon’s session by Robert D. 
Baggs of the Philadelphia 
office of Dun & Bradstreet, 
Inc. 

At the same session, Lloyd 
A. Fry, Jr., president of 
Lloyd A. Fry Roofing Co., 
Summit, Ill., will speak on 
“Conflicting Channels of Dis- 
tribution in the Asphalt 
Roofing Industry.” 

A reception and informal 
dinner will be held Thurs- 
day evening. 

Friday afternoon, repre- 
sentatives attending the meet- 
ing will tour the Fairless 
Works of United States Steel 
Corp. 





J. W. WELCH 


Marshall-Wells Names 
Welch Duluth Manager 


J. W. Welch has been ap- 
pointed manager of the Du- 
luth, Minn., branch of Mar- 
shall-Wells Co., according to 
an announcement by C. V. 
Mead, president. 

Prior to this appointment, 
Mr. Welch had been asso- 
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ciated with Western Auto 
Supply Co. for 25 years. He 
served as manager of the 
company’s Butler, Pa., branch 
for the past 6 years. 


Cotter To Hold Toy 
And Gift Show In June 


Cotter & Co., dealer owned 
wholesaler in Chicago, IIl., 
will hold its annual Toy and 
Gift Show beginning June 2 
through June 14. 


The latest in toys and gift 
merchandise for the Christ- 
mas season will be presented 
to the dealers. 


In addition, the company 
will make available a 40- 
page rotogravure toy and 
gift catalog. It will also of- 
fer newspaper mats and dis- 
play kits to tie in with the 
Christmas selling season. 


Dates Set For Tackle 
Makers’ Convention 


The 25th annual conven- 
tion of Associated Fishing 
Tackle Manufacturers will 
be held June 2-5 at the Hote! 
Nicollet, Minneapolis, Minn. 

Advance registrations in- 
dicate that at least 250 mem- 
bers, wives and guests wil! 
attend. This will be the 
largest turnout in AFTM 
history. 

The group is made up of 
148 tackle manufacturers 
from coast to coast and was 
formed in 1939 as the con- 
solidation of two groups 
from the east and middle 
west. 

Sport Fishing Institute, 
started by the manufactur- 
ers in 1939, will hold its an- 
nual meeting on June 3. 


Profit Sharing Plan 
At Warner Hardware 


Warner Hardware Co., 
Minneapolis, Minn., contrib- 
uted $43,803.25 for 1956 to 
its Profit Sharing and Re- 
tirement Plans. 

This brings the total to 
$134,015.34 in the plans 


which will be shared by 155 
employes. The company has 
contributed all of the funds 
to the 5 year old plans. 


J. R. McKEE 


Shapleigh Names McKee 
Saies Vice-President 


J. R. McKee has _ been 
named vice-president in 
charge of sales for Shap- 
leigh Hardware Co., whole- 
saler of St. Louis, Mo. 
Announcement of the ap- 
pointment was made by Fred 
H. Johnson, president. 

Mr. McKee was formerly 
the general sales manager 
of the Marshall- Wells Co. 
branch in Portland, Oreg. 





DEALER BRIEFS: 





Oregon Store Reopens After July °56 Fire; 
Another Gulf Hardware Store Opens In Texas 


Eugene, Ore—John War- 
ren Hardware Co., 771 Wil- 
lamette St., held its grand 
re-opening ceremonies re- 
cently. The new store is at 
the same location as the one 
destroyed by fire on July 2, 
1956. 


Orange, Tex.—Gulf Hard- 
ware Co., Beaumont, Tex., 
recently opened a new store 
at 509 Green Ave. This is 
the fourth store to be opened 
by Gulf which celebrated its 
38th anniversary during the 


recent opening week. Al 
Ascol is the manager of the 
new store. 


National City, Calif.— 
Local Hardware, 316 High- 
land Ave., recently opened. 
The new store carries a 
complete line of paints, hard- 
ware, and plumbing supplies. 


New Ulm, Minn.—Owners 
John and Tom McCarthy 
have sold the Green Isle 
Hardware Store to Arthur 

(Continued on page 192) 
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The first hundred years 





Hardwareman H. A. Smith...... 
Looks Back On A Century 


H. A. Smith has seen America and its hardware 
stores grow out of the Civil War era into the push- 
button age. 

Mr. Smith turned 100 years of age on April 30, at 
his home in Bur- 
lington, Kan. satis 

And Mr. Smith 
offers this single 
bit of advice to 
hardware deal- 
ers: “I always 
tried to treat peo- 
ple fair, and in 
turn they always 
treated me fair.” 

This is the 
golden rule which 
Mr. Smith prac- 
ticed as a hard- 
ware dealer for 
several decades. 
His store at Bur- 
lington prospered 
because of his 
application of 
fair play, and the 
strict mainte- 
nance of “quality merchandise at fair prices always.” 

This still-spry retired (1930) dealer found a good, 
full life in hardware. Today at 100, he looks a hardy 
75 years old. He’s active, and noted locally for an 
uncanny memory. 

Mr. Smith went to Kansas from Wisconsin on doc- 
tor’s orders in 1900. In 1903 he bought a share of the 
Williams-Strube Hardware store. 


In 1904, Mr. Smith bought Mr. Strube’s interest in 
the firm. The store name was changed to Williams & 
Smith Hardware. In 1908, Mr. Smith bought out Mr. 
Williams. Thereafter, the firm was called Smith Hard- 
ware & Implement Co. 


At the age of 73, Mr. Smith decided to retire to a 
semi-active life of managing farm and business proper- 


ties in Kansas’ Coffey County. He sold his store to 
W. E. Strawn and son. 








H. A. SMITH 


Mr. Smith’s store weathered a war, depression, and, 
in 1922, an almost complete wipe-out by flood. He 
stuck to his golden rule and rode out every whim of 
nature and economics. 


Mr. Smith stayed close to his business over the years. 
However, he found time to be active in Burlington. He 
is a member of the I. O. O. F. His big outside interest 
has been the Burlington Methodist Church. He served 


as a trustee for 33 years, and was president of the 
board for several years. 
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Trading Stamps Are Outlawed in Kansas; 
Action Is Result of Pressure by Dealers 


Trading stamps have been 
outlawed in Kansas. 

A new law, passed last 
month, makes it illegal to 
issue or redeem trading 
stamps in that state effec- 
tive April 30, 1958. 

Hardware dealers and 
other small retailers greeted 
the new law enthusiastically. 
It was their organized sup- 
port of the law that was 
largely responsible for its 
passage. 

The new law wipes out 
the possibility of trading 
stamp fever engulfing Kansas 
even though an existing law 
has prevented stamps from 
making little headway in the 
state. 

The existing law, on the 
books for many years, im- 
poses a stiff license fee of 


about $7000 on merchants 
issuing stamps. Consequently, 
only a few large chains have 
been able to issue stamps. 
Hardware dealers and other 
small retailers had been un- 
happy because the possibil- 
ity existed that stamp activ- 
ities in the state could ex- 
pand. 

When the new measure 
prohibiting stamps was pro- 
posed the Kansas Retail 
Trades Council, made up of 
the various state retail trade 
associations of hardware 
dealers, grocers, druggists, 
etc., moved into action. 

Each of the state retail 
associations contacted key 
persons in the 105 counties 
in the state and these in turn 
contained individual dealers. 

(Continued on page 188) 








OLA E,. FEE 


Fee Will Handle Buying 
For Wimberly & Thomas 


Ola E. Fee has been ap- 
pointed director of purchases 
for Wimberly & Thomas 
Hardware Co., Inc., whole- 
saler of Birmingham, Ala. 

At the same time the re- 
tirement of James Lloyd 
Mason, vice-president and di- 
rector of purchases, was an- 
nounced by James F. Shack- 
elford, president. 


Mr. Fee previously was 
president and treasurer of 
Montgomery & Crawford Co., 
Inc., wholesaler, Spartan- 
burg, S. C. from 1953 to 1956. 
He joined Wimberly & 
Thomas on Aug. 1, 1956. 

Mr. Mason joined the com- 
pany in 1910 as an order 





JAMES LLOYD MASON 


worker in the warehouse. He 
then became an outside sales- 
man in the general hardware 
department. Later he was 
manager and buyer of the 
industrial supply department. 
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D & M Sports Equipment 
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y 1 A complete line of athletic equipment 


designed for your retail sale, as well 
as Little League, Babe Ruth League, 
Pony League and other youth teams. 


«* 


| 






Permits you to handle a complete 
line with distribution through 
select wholesalers so geographically lo- 
cated to give you prompt and efficient 
service on all reorders. 


QQ QO 








Quality merchandise with eye appeal 
galore, competitively priced. 
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MacGregor tennis rackets, badminton 
sets, tennis and golf balls. 


% Free window and counter display materials. 







Better-than-average 
dealer profit. 


“The Lucky 
Dog Kind" 


'~ VSA 




















DON’T DELAY. Write now for name of your nearest distributor 
and copy of latest catalog with dealer price list. 


DRAPER-MAYNARD 
Sports Equipment 


4861 Spring Grove Ave. << Cincinnati 32, Ohio | 
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—_—_——News of the Trade 














| now 
_northern Ohio, 


ern Pennsylvania, 


| nesota, 


Curtis 
| Manager, 


New appointments, new territories, etc. 


MANUFACTURERS’ SALESMEN 


R. E. Dietz Co., Hazard 
and Portable Lighting Div., 
Syracuse, N. Y., has made 


| sales territorial changes. The 


territory of William Embuy 
includes Michigan, 
northern 
Pennsylvania, West Virginia, 
New England and New York 
state except New York City. 
Alfred Miller continues in 
New York City and takes on 
New Jersey, Delaware, 
Maryland, eastern and south- 
Virginia 
and North Carolina. William 
Hochschild covers North and 
South Dakota, Nebraska, 
Kansas, Missouri, Iowa, Min- 
Wisconsin, Illinois, 
Indiana and southern Ohio. 


G. Robert Pachak covers 
parts of Kentucky, South 
Carolina, Georgia, Florida, 


Louisiana, Tennessee, Arkan- 


| sas and parts of Texas. 


v 
Harrington & Richardson, 
Inc., Worcester, Mass., has 
appointed Martin K. Van 
Sandt representative in its 
northern California  terri- 
tory. 
v 


Savage Arms Corp., Chico- 
pee Falls, Mass., has named 
E. Alan Johnson regional 
sales manager for the cen- 
tral states. Mr. Johnson was 
transferred to the Chicago 


area in 1956. 


v 
Ideal Toy Corp., New York 
City, has named four divi- 
sion sales managers. Jack 
has become western 
LeRoy Smith is 
now midwest manager, J. 
Jerry Berman takes over as 
southwestern manager, and 
William Pierce is eastern 
manager. 
7 


Oakes Mfg. Co., Inc., Tip- 
ton, Ind., has appointed Glen 
Bland representative cover- 
ing Utah and Idaho. He was 
with the Steve Regan Co., 
Salt Lake City, Utah, which 
is an Oakes distributor. 


Vv 


Macklanburg-Duncan Co., 
Oklahoma City, Okla., has 


_appointed Robert Hornsby 
| representative for Louisiana. 


Mr. Hornsby has spent nine 


years in retail selling and 
managerial fields. 


v 


Evans Rule Co., Elizabeth, 
N. J., has named James La- 
giss of Atherton, Calif., its 
representative in Oregon, 
Washington, and northwest- 
ern Idaho. 

* 


National Silver Co., New 
York, has appointed Daniel 
Mast eastern district sales 
manager. He will handle 
housewares, giftware, and 
china, and glass in Philadel- 
phia, Baltimore, Washington 
and parts of New York and 
Newark. 

v 

Delta Power Tool Div., 
Rockwell Mfg. Co., Pitts- 
burgh, Pa., has promoted 
James C. Stoner district 
sales manager in the Illinois 
area. Mr. Stoner was for- 
merly with the company’s 
headquarters sales staff. 


v 


Macklanburg-Duncan Co., 
Oklahoma City, Okla., has 
appointed George Richard- 
son representative for its 
building specialties in Utah, 
Wyoming, and southern Ne- 
vada. He previously was 
with the Utah Lumber Co. 


v 


Western Tool & Stamping 
Co., Des Moines, Iowa, has 
appointed E. C. Van Linder 
representative handling the 
company’s Homko and Certi- 
fied lines of power mowers 
and lawn equipment in Geor- 
gia, South Carolina, and 
western North Carolina. 


Vv 

Moe Light Div., Thomas 
Industries, Inc., Louisville, 
Ky., has appointed three new 
representatives. Norman A. 
Kozlarek will cover Iowa and 
Nebraska. Albert N. Bloom 
has the central Illinois area. 
Jerry P’Pool will cover 
North and South Carolina. 


v 

Paine Co., Addison, IIl., 
has appointed Chase C. Cof- 
fey southern factory repre- 
sentative. He will work with 
Paine representatives in At- 
lanta, Charlotte, New Or- 
leans, Houston, San Antonio 
and Dallas. 
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TOILAFLEX 


ey] (=) am ALLANGLE ME AUT Dite (1 


Guaranteed to 


CLEAR CLOGGED TOILETS 


in a jiffy! 












An exciting new item 
by the makers of 


WATER MASTER BS 


A series of successful test campaigns have sold 
thousands of Toilaflexes—have proven this power- 
ful new plunger sells itself on sight. There’s an 
unlimited market for Toilaflex, in homes, fac- 
tories, institutional buildings, motels, etc. 

To create the demand for ToImLaAFLEx, we have 
begun the largest advertising campaign ever con- 
ducted on a plunger. This advertising will run 
month-in, month-out, all through the year, 
and we know you will enjoy a brisk, consistent 
demand for this much-needed product. 


$2.65 each retail . . . your cost $1.75 each 
packed 4 to the shipping carton 
Order today from your jobber, or send us your 
order and give your jobber's name 


THE STEVENS BURT CO., New Brunswick, N. J. 


a division of the Water Master Company 
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EXTRA PROFITS...NEW CUSTOMERS 





More Store Traffic — Repeat Sales 


with guaranteed 


KITTY LITTER 


THE RELIABLE, ORIGINAL 
SANITARY LITTER FOR CATS 
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¢ Takes place of sand and 
sawdust 
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¢ Lasts longer 


,' 
+ 
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e Absorbs offensive odors 





e Dries quickly 
In 5, 10, 25 
28 million cats in U.S. 2nd 50 Ib. bags. 
present a vast, profitable 
market for cat supplies. LOWE products 
for cats are in popular demand everywhere 
. offer a long profit margin to dealers. 


ane oe LINE UP WITH LOWE'S 


Complete line includes disposable 
trays, catnip toys, scratching posts, 
shampoo, flea powder and many other 
pet phoeucts nationally advertised pet items. 








SEND FOR LITERATURE AND PRICES 
Write, Wire or Phone NOW 
DISTRIBUTING CENTERS THROUGHOUT U.S. 


LOWE'S, INC., Dept. 553, Gamapen, Mich. 











VAPOR-SEAL LIDS 
FOR TRUE WATERLESS COOKING 


a 
oo 
OR SESS IPE TOPE 


= i 


STAINLESS STEEL 
EFLINT-WARE 


Flint-Ware lids seal in natural moisture . . . self-basting 
design cooks food in its own juices, for high vitamin, low 
calorie cooking. 





No wonder Stainless Steel Flint-Ware is gaining in sales... 
while other types of quality cookware decline. Flint-Ware 
works three ways to make customers beat a path to your 
store: superior quality . .. complete line . . . and by far the 
strongest national advertising support in its field. So jump 
on the bandwagon for a ride to higher profits! 

Ekco Products Co., Chicago 39, Illinois 


..the greatest name in housewares 


® 
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when you feature these two 


v 


Fully AUTOMATIC 















































a @ > * METAL WARE | 
= PERCOLATORS 


“THRIFT-O-MATIC’ 
8-Cup 


wocny 
JIG 









MI. 


“THRIFT-O-MATIC’ 
5-Cup 


No. 1951 








Feature EMPIRE Automatic Electric Coffee 
Makers for Mother’s Day gifts for the most 
delicious coffee! Here are two popularly 
priced “EMPIRE” models with “sure-fire” 


sales appeal . 


Convenient 8-Cup “THRIFT-O-MATIC” 


¢ AUTOMATIC all the way! And beauti- No. 1952 
fully styled in gleaming aluminum. 

e “SIGNALITE” glows red when coffee : 95 
is ready—stays on to show it’s serving ° 
hot! 

¢ “Cold-Water” Pump for finer flavored S .# 


no boiling! 


For Smaller Needs—The 5-Cup “THRIFT-0-MATIC” 


coffee ... 


Designed to make small quantities No. 1951 

of full-flavored coffee — economi- % 25 

eally. All the automatic perform- O 

ance features of the larger 8-cup 

model. with cord 
“COFFEE-QUICKIE” 2-Cup Percolator 







Makes a “cup for two— No. 63 
or two for you.” Speedy— $4 50 
thrifty—great for traveling. . 
No. 72 
Ln. Fully 
tt igen Automatic 
oe (with cord) 


PN of Enchantmen? 


Originators of Emersion Elements 
and Double Wall Pumps that 
“Perc” in Seconds . .. no boil- 
ing . .. make the Finest Coffee! 


_ # M ETAL WA R E Corpora lion 


Two Rivers, Wis. 





Prices slightly higher 
in est 





Up go your Coffee Maker Sales | 


Nat'l Hardware Show 


| master 


Adds Tackle Division 


Sixty-nine booths have 


| been reserved for the new 
Fishing Tackle Div. at the 


12th annual National Hard- 
ware Show, Oct. 14-18, at 
the Coliseum, New York. 
More than 75 percent of this 
space has already been taken. 
Frank M. Yeager, man- 
aging director of the show, 
said the division is an out- 
growth of requests from 
manufacturers who exhibited 
at the hunting and fishing 
div. which was dropped at 
Chicago three years ago. 





WILLIAM R. HITE 


Yardley Names Hite 
Sales Promotion Moar. 

William R. Hite has been 
appointed manager of sales 
promotion for Yardley Plas- 
tics Co., Columbus, Ohio. 

Mr. Hite joined the plastic 
pipe company 5 years ago af- 
ter having been general man- 
ager of the Johnston Pump 
Co., Mansfield, Ohio. 


O'Brien Leaves Post 
_ At Toastmaster Div. 


W. E. O’Brien has resigned 
as vice-president of Toast- 
Products Div., Mc- 
Graw-Edison Co., Elgin, Ill. 
He will devote himself to his 
other business interests. 

Mr. O’Brien started with 
the company in 1934 as a 


| sales representative. He has 


held various positions 
throughout the years until 


| his appointment as vice-presi- 


dent in 1954. 


Currently he 
is vice president of the Na- 
tional Housewares Manufac- 
turers Association. 

No changes will be made in 
the Toastmaster sales organ- 
ization as a result of Mr. 


_O’Brien’s resignation. 


—_—News of the Trade 








WALTER H. HANSEN 


Corning Glass Veteran 
W. H. Hansen Retires 


Walter H. Hansen has re- 
tired as manager of the west- 
ern district sales office of 
consumer products, Corning 
Glass Works, San Francisco. 

Mr. Hansen joined the firm 
in 1920. He was Corning’s 
first central district sales of- 
fice manager for consumer 
products, formerly called the 
Pyrex Housewares Division. 


Williamson Elected 
ACP Vice-President 


George H. Williamson has 
been elected vice-president in 
charge of West Coast activi- 
ties of American Chemical 
Paint Co., Ambler, Pa. 

Mr. Williamson will super- 
vise sales and service of met- 
alworking and agricultural 
chemicals and processes, and 
manufacturing at the Niles, 
Calif., plant. He joined the 
company in 1935. 





G. H. WILLIAMSON 


Dealer Representative 


Carl L. 
appointed a dealer 
representative for Janney, 
Semple, Hill & Co., whole- 
saler in Minneapolis, Minn. 
He will make his headquar- 
ters in Fairmont, Minn. 


Nyland has been 
service 
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ALL ALUMINUM 


QUART-ER’ 


CANTEEN 


Be ready for Plus business when 
you stock this “‘first-in-the-field”’ 
model. 

Backed by a powerful na- 
tional advertising campaign, 
this ‘‘King-Size”’ canteen will 
bring in sportsmen. 

Holds 4 full Quarts (1 gal- 
lon) of water, the answer to 
the long felt demand for a 
really large supply of water. 
Weighs only 18 ozs. with 
cover. All welded—fully guar- 
anteed against leakage—"’built’’ 
for rough usage. Sturdy duck 
cover with adjustable shoulder 
strap of heavy webbing. Packed 
Y%2 doz. to ctn. 

Suggested retail $6.95 
Makers of the famous PALCO Mess Kit 
and the PALCO 1 pint, 1 quart, 2 quart 
and 4 quart canteens. 

See your Outdoor Equipment Jobber or write to: 


Worcester Pressed Aluminum Corp. 
7 Hope Ave., Worcester 3, Mass. 


Leis | 


NATIONALLY 
ADVERTISED 


the NEW! se 














AMERICA'S FASTEST SELLER 
BECAUSE IT'S SUPERIOR TO ALL 


CAULK COMPOUNDS! 


Blends with white 
tile, tubs, marble, 
wood and walls. Il- 
lustrations on smart 
3 color, yellow white 
and blue display box 
sells and explains 




















THE 
SNOW WHITE 
PLASTIC 
IN A TUBE 





PROVEN 
THROUGH 
THE YEARS... 
A REALLY 
PERMANENT 


TUB and 
TILE 
Ge a nema 


Waterproof, recommended | 
by leading tile craftsmen, 
never turns yellow. See 
your jobber or write direct 
for FREE SAMPLE and lit- 
erature and prices. 








A tew choice territories still available 


DE WITT PRODUCTS CO. 
5860 PLUMER ST. + DETROIT 9, MICH. “a. 
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LCO Ist! 


for King-Sized ’Sales F | 








QIN 







Gait) DINNERWARE 
STORAGE PAIR 


“VINYL” KUSHION KOATED 
Companion Pieces to Our 
NO. 208 DINNERWARE STORAGE RACK 


KITCHEN afos 





Ne. 212—Plate Storage Rack No. 213—Cup & Saucer Rack 


SAVES SPACE, TIME. CLATTER-FREE! 
PROTECTS AGAINST CHIPPING! 
NO HOOKS NEEDED! 
IDEAL FOR STEEL CABINETS. 
These Handy Space-Saving Storage Pairs make work lighter 
. « give kitchens an attractive appearance. Excellent 


for steel and wood cabinets, pantry, cottage or small 
apartment. 


Dinnerware Is Easily Accessible. 
removed without disturbing others. 


Write today for information on our complete line of Vinyl Cocted Wire 
ousewores. 


Any one dish can be 





rr) ® 
Radiant Heat Core spreavs 
THE HEAT TO PINPOINT YOUR SALES! 








en 


. * 








STAIN LESS STEEL : 
EFLINT-WARE 


Exclusive Radiant Heat Core—wrapped in stainless steel— 
spreads the heat like grandmother’s iron pot, all the way up 
the sides, not just across the bottom. 


No wonder Stainless Steel Flint-Ware is gaining in sales .. . 
while other types of quality cookware decline. Flint-Ware 
works three ways to make customers beat a path to your 
store: superior quality . . . complete line . . . and by far the 
strongest national advertising support in its field. So jump 
on the bandwagon for a ride to higher profits! 


Ekco Products Co., Chicago 39, Illinois 


..-the greatest name in housewares 
® 


Trading Stamps Are 
Outlawed In Kansas 


(Continued from page 183) 


The dealers then began send- 
ing in letters and telegrams 
to the lawmakers urging 
passage of the law. The bill 
was passed overwhelmingly. 

The same approach was 
used in getting the governor 
to sign the measure when 
opposition to the law devel- 
oped. 

The new law, while ban- 
ning stamps, exempts cou- 
pons and boxtops issued by 
manufacturers and packers 
of certain items. 

Stamp companies are re- 
ported planning to contest 
the new law in the courts. 

The effective date for the 
new law was set for next 
year to give retailers issuing 
stamps time to dispose of 
their supply and also to give 
customers a chance to re- 
deem the stamps they have 
been collecting. 

Kansas’ law against stamps 
is the most recent in a series 
of actions around the nation. 


News of the Trade—— 


Tennessee recently enacted 
legislation curbing the use 
of stamps through taxes and 
license fees (see HA issue 
of March 14, 1957, p. 268). 

Federal action also is pend- 
ing against stamp companies 
(see HA issue of April 25, 
1957, p. 10). 


Hall-Wessel Company 
Changes Company Name 


Hall-Wessel Co., Philadel- 
phia, Pa., has changed its 
name to Wessel Hardware 
Corp. 

The newly expanded office 
and plant facilities will re- 
main at its present location 
on N. 5th St. 

Herbert H. Wessel is pres- 
ident and Jerome L. Prinsky 
is the firm’s sales manager. 
Ownership, executive and 
staff personnel will remain 
unchanged. 

The corporation and asso- 
ciated companies have an- 
nounced plans for an ex- 
panded line of merchandise 
and a substantial growth in 
promotional and advertising 
activities. 


New Officers Elected 
By ASMMA Members 


New officers of the Ameri- 
can Supply and Machinery 
Mfrs. Assn. have been elected 
for 1957-58. They are: 

President, Robert L. Ham- 
ilton, Dumore Co., Racine, 
Wis. 

First Vice-President, Ly- 
man H. Bellows, Sheldon 
Machine Co., Inc., Chicago, 
Ill. 

Second Vice-President, 
Fred C. Emerson, Spartan 
Saw Works, Inc., Springfield, 
Mass. 

Secretary, Frank J. 
O’Laughlin, Commander Mfg. 
Co., Chicago, Ill. 

Treasurer, Paul A. John- 
son, Jr., Dake Corp., Grand 
Haven, Mich. 

Executive committee mem- 
bers elected for three-year 
terms are: 

Stephen H. Cross, Stanley 
Electric Tools Div., Stanley 
Works, New Britain, Conn.; 
W. E. Tromanhauser, Pyrene 
C-0-Two Div., Fyr-Fyter 
Co., Newark, N. J.; George 
H. Woodland, Chain Belt Co., 
Milwaukee, Wis.; and Robert 


ROBERT L. HAMILTON 


V. Yohe, B. F. Goodrich In- 
dustrial Products Co., Akron, 
Ohio. 

They will take office June 1. 


O'Brien Sales Forum 


O’Brien Corp., South Bend, 
Ind., recently held a sales 
ideas forum for dealers in 
Minneapolis, Minn. Retail 
selling techniques related to 
the merchandising of color in 
paints were stressed at the 
meeting. The sessions were 
conducted by Douglas Miller 
who was recently promoted 
from a salesman to sales pro- 
motion manager. 








The Poser ae Lume 


WORCESTER MASS. USA 





How to get the most use from your 


Parker (xc 
HACK SAW FRAME 


Featuring the 
Keeps blode 


ner cin notte 


ee 


You get this SALESMAN 
with PARKER Hack Saws 





This 


an RN AP 


three-page card does 


your hack saw selling for you. 
Points out exclusive Parker features: 

@ Sta-Lok that ends blade twisting. 

@ Loc-Klip that firmly locks the blade in place 


at the front end. 


@ Stud-Fast, the patented, forged one piece 


blade-holder. 


@ The forged frame, solid one piece patented 


ends. 


Your customers will WANT the Parker Saws which 


give them complete instructions on how to use the 
saw, choose the right blade, and many useful sawing 
tips. Display Parker Saws for Automatic Sales! 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U.S. A. 


Parker always gives extras and fea- 
tures that build up your hack saw sales. 
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ene NBN PRDRANARS 


MULTI-PURPOSE 


OUTFIT 


MORE USES ... at LESS COST 
with LARGER DEALER PROFIT 


COMPLETE... with SIGHTING TUBE, ayes 
both Buckhorn open and peep cross-hair sights 
TURNPLATE HEAD that's calibrated and ad- 
justable; MAGNELITE PROTRACTOR LEVEL; 
TRIPOD of tubular aluminum that's sturdy and 
fully collapsible . . . all, in a durable, attrac- 
tive steel CARRYING CASE! 


* Here’s an accurate, low cost, new SIGHT- 
ING LEVEL oOnatfit for Contractors, 

Farmers, Excavators, Landscapers .. . 
& any general purpose use. Used wn- 

mounted, the MAGNELITE PROTRAC- 
TOR LEVEL does dozens of extra jobs. | 
Though tops in accuracy, it’s LOW IN 
PRICE! | 











Though it offers more uses, 


‘Cat $ 47.95 


Contact Sales Reps.: 


John H. Graham & Co., Inc. 
New York, N. Y. 
Gardner & Meredith 
Chattanooga, Tenn. 





OR WRITE: 


ws. H. SCHARF MFG. co. Omaha's, ebraske 














THIS BOOK SHOWS YOU 


5 00 WAYS 


MAKE MORE MONEY! 


Order your 
FREE COPY TODAY | 


4 0f 500 MONEY MAKERS | 


—{1 .  ——— ) 











. : , ; PIKE POLES — available in 
This catalog shows you straight or curved pike, with 


more than 500 money- aluminum or white ash handles. 


making items—log hand- es , 
ling tools — cant hooks, J 


pike poles, peaveys, tongs, “Cant HOOK-select rock maple 
hookaroons, and handy- — or hickory handles, available in 


' " ; all sizes. 
man equipment. They’re Yaa 
all built and sold by ¢€6 — a 


American Logging Tool 

C ne , ang LOAD BINDER — binds 
orp.—a great name In lumber, logs, pipe, steel, 

logging for 65 vears. automobiles to truck. 

GET FULL LINE CATALOG SNOW SHOVELS — 


sturdily built, light 
from weight. 


















a Subsidiary of Broderick @ Bascom Rope Co. 


Factory: General Office: 
cry EVART, MICH. 4203 Union Bivd., ST. LOUIS, MO. 


- 


: I MERICAN LOGGING TOOL Corp. 





QW) One Handy Spray Bomb 
@ That Works 3 Ways! 
iy) is Multi-Purpose 


¢==, ANTROL tose spray 


ANT Rot Kills Insects, Mites, Aphids 
Sr ..- Controls Black Spot, 
Powdery Mildew 


New Antrol Multi-Purpose Rose Spray 
Bomb is a fungicide . . . insecticide . . . 
miticide all in one! Contains Captan and 
Karathane for control of black spot and 
powdery mildew, plus Pyrethrins, Piper- 
anyl Butoxide, Rotenone and Lindane. 


BIG ECONOMY KING-SIZE! 
Plant lovers love this new 15 ounce Antrol 
Multi-Purpose Rose Spray Bomb. Lasts 
longer. Gives greater coverage. More 
effective, too! 


BIG AD CAMPAIGN! 
Backed by ads in newspaper garden sec- 
tions, leading garden magazines and 
local television programs. Don’t lose 
profitable sales. Stock up now! 








Garden Division 
BOYLE-MIDWAY INC. 
22 E. 40th St.. N. Y. 16. N. Y 














HARDWARE AGE, MAY 9, 1957 





National Advertising in 118 Newspapers 
plus double spreads in Magazines 





STAINLESS STEEL 


FLINT-WARE 


This spring Flint-Ware national advertising will hit the local 
market again and again and again. 118 newspapers will 
carry the powerful barrage . . . under an umbrella of block- 
busting double spreads in national magazines! 


No wonder Stainless Steel Flint-Ware is gaining in sales... 
while other types of quality cookware decline. Flint-Ware 
works three ways to make customers beat a path to your 
store: superior quality ... complete line . . . and by far the 
strongest national advertising support in its field. So jump 
on the bandwagon for a ride to higher profits! 


Ekco Products Co., Chicago 39, Illinois 
G2G))  ... the greatest name in housewares 
tRLU) ® 
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REPUBLIC’S 


UNBREAKABLE POLYETHYLENE 


WASTE BASKET : 


Beautifully ummm ay 8 ane 
Styled ! es 


News of the Trade 




















| 
) 


NEWS OF 
MANUFACTURERS AGENTS 


H. Wentzel Tent & Duck= Shannon-Sudakoff Co., 
Co., St. Louis, Mo., has ap- Denver, Colo., manufactur- 
pointed Roy J. O’Donnell Co., ers’ representative, has open- 
Denver, Colo., representative ed a new sales office in Salt 
in Wyoming, Montana, Colo- Lake City, Utah, at 2340 
rado, New Mexico and El Phylden Drive. This is the 
Paso, Tex. second major expansion of 

y the company since the first 
of the year. The firm handles 
hardware and housewares 
lines in Colorado, Wyoming, 
Montana, Idaho, Utah, Ari- 
zona, New Mexico, and El 
Paso, Tex. 


oe 1% oe 3 Warner Corp., New Castle, 
Silent | q q ys 2 construction | arner orp ew astie 


| Ind., has appointed Tom 
Seamless! femme Me Fillagree 


Hannagan to represent its 
Panels! line of shovels, spades and 
Rust Proot Rectangular 


scoops in Indiana, Ohio and 
Will not mar = design ... 


Kentucky. Mr. Hannagan’s v 
headquarters are in _ Indi- Wodtke and Ferring Sales 
or scratch . 2. we Saves space! 
floors! > 


anapolis, Ind. He also main- Co., manufacturers’ repre- 
tains a Cincinnati office. sentative, Cedar Rapids, 
Iowa, is the new name of 


ss the firm formerly known as 


é 

Extra heavy | Ingersoll Steel Div., Borg- 
) 
| 


WITH FEET! R. E. Dietz Co., Hazard Wodtke Sales Co. The 23 


ss : pa and Portable Lighting Div., year old firm covers the mid- 

Beautiful fecor On any Yloor Syracuse, N. Y., we dle west states. The new 

: 7 | sented by the Harry M. partners are G. Kelley 

‘ meee in * soygers a pink and turquoise. Pforsich Co., San Francisco, Wodtke, son of the founder, 
f SUROECS STN SRY COE SUneeS. Calif., in Montana, Idaho, and Jack Ferring. 
Stock No.178 $2.49 retail. Saunas. teats tan 


v 


” REPUBLIC MOLDING CORP os N. Avondale % Mexico, Arizona, Utah, Ne- ee ee ee ee 
° hicago 31, lll. j vada, Washington, Oregon, -_ ard-Sneyc 0., peattie, 
i omaisiltlichiabis ids ee California and E] Paso, Tex. Wash. and Portland, Ore. 
’ ’ am manufacturers’ representa- 
v tive, is a new firm formed 
Ardlee Associates, Phila- by Jim Gillard and Don 
delphia, Pa., housewares and Sneyd. Mr. Gillard had been 
toy manufacturers’ represen- general manager of sporting 
_, tative, has added Arnold A. goods for McCune-Merifield 
it ang eS Copeland to its staff. He had Co., Seattle. Mr. Sneyd was 
: 5 = yp been vice-president for mar- a specialty salesman for the 
~ —_ i jiatadh ibe —< keting and merchandising at Beebe Co., Portland, and 
Itself! ¥ | oe eS SSeS sya Falco Products Co., Philadel- northwest manager for W. J. 

phia. MeCubbin Co. 


# 


# 
$ 
. 








Southwestern Plastic Pipe Spring Meeting 


‘‘FASY-WRAP”’ 


© Stops Pipe Sweating 

¢ Insulates Hot Water Pipes 
© Helps Prevent Pipe Freezing 
® Improves Room Appearance 





It is a quality glass fibre insulation and an 

outer-wrap vapor sealing tape designed for my ail 

the do-it-yourself home owner. All you do is ms 8 ’ 
put it on your counter and replace it as fast ig i | 
as it sells. Quick, easy profit for you. 


; | Sales representatives and company officials of Southwestern 
oe Gan ae jonber Plastic Pipe Co., Mineral Wells, Tex., are shown during the 


Packed: In individ- | recent spring conference of the pompnaes _ sales 13 prone 
val “’Eye-Stopper”’ In the front row of the group are J. F. Bailey, general man- 
Display Corton. R H O PA C d N C . ager of Texas Vitrified Pipe Co., parent organization of the 
One dozen car- firm: E. W. Hendrick, manager of the company; C. B. Turner, 


tons in Master 3427 Cleveland Street, Skokie, Illinois sales manager. wholesale division; and A. J. Brumbaugh, sales 
shipper. ee oil field, agricultural, industrial division. 
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Cjtangior SPRINKLERS 
bs 

dj 

2 


ANTI-SYPHON CHECK VALVE 


Full water-way.No restriction, 34"" pipe 


$500 
$90 





UNION VALVE (Non-Union $2.80) 


Swivel seat for long life, 34°’ pipe 





POP-UP SPRINKLER HEAD 


Pops up 112” above grass 


516 


REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 





Sa 


— 
—_ 
=—_ 
ae 
il 
— 





HOSE TO PIPE FITTINGS 


Various sizes available 


HOSE Y 


Ideal for Siamese connections 











OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MFG. CO. 


e LOS ANGELES 12, CALIF. © CApitol 1-2108 


Tie-in With 
Strongest Local 
Power Tool 
Promotion Ever 


Offered ! we 








1460 NAUD ST. 










for information write 





PORTABLE ELECTRIC TOOLS, INC. 
Dept. HA 5-9-57 
320 W. 83rd St., Chicago 20, Ut. 








Survives Accidental Falls 





Here is —. Level no craftsman 


resist. Fi real improvement made in levels in 35 yi years. 
New EMPIRE CRYSTAL VISION with Stereoptic Lenses 
—300% MORE visibility. No broken vials from rough usage. 

And Empire National Advertising brings customers to - 
your store. Stock and display Empire Crystal 
Vision Levels. 


MAGNESIUM 
Model 152-M— 
Retail 
24”—$ 8.00 
28”—$ 9.00 
48”—$14.50 
78”—$24.00 


ACT TODAY! 








Send for Literature and Discounts 


EMPIRE LEVEL MFG. CO. 


Tools for the Nation's Craftsmen 
10926 W. Potter Road, Milwaukee, Wis. 
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| 2-qt. Double Boiler 














HEAVY DUTY 
CLOSER . 


leaf type 
auxiliary spring 
elaminates bounce 


The new Ideal Heavy Duty 
Closer No. 15 provides finger 
tip opening and “‘bounce’’ free 
closing of heavier-than-average 
and standard combination 
storm and screen doors. An 
external leaf spring compen- 
sates for “‘build-up”’ of the in- 
ternal coil spring on the open- 
ing cycle and smoothly releases 
energy on the closing cycle to 
give greater latching power. 
Internal parts are lubricated 
for a minimum of 10 years. 


Se i 
A complete line of Ideal door 
closers are available through 
leading wholesale hardware 
and building supply jobbers 
or write us. 


IDEAL BRASS WORKS, INC. Sdheal 


250 East 5th Street + St. Paul 1, Minnesota 











Double Boiler Promotion 
can Double Your Sales! 


~ Regularly $11.75, NOW $7.44 


STAINLESS STEEL 


FLINT-WARE 


Double, double—no toil or trouble! Just feature this Flint- 
Ware promotion for quick sales that bring *em back for 
more. 2 Quart Double Boiler with 134 Quart Inset Pan... at 
a $4.51 saving for your customers and full mark-up for you! 
No wonder Stainless Steel Flint-Ware is gaining in sales . 
while other types of quality cookware decline. Flint- Ware 
works three ways to make customers beat a path to your 
store: superior quality ... complete line . . . and by far the 
strongest national advertising support in its field. So jump 
on the bandwagon for a ride to higher profits! 
or Ekco Products Co., Chicago 39, Illinois 
3S) 3” the greatest name in housewares 





—News of the Trade 


They Were Brand Names Contest Runners-Up 


Al Forgit, of Al Forgit Hardware, Newport Beach, Calif., 
(left) and John D. Bennett, vice-president of H. H. Bennett 
Hardware Co., Easton, Pa., (right) were runners-up in the 
hardware store category of the 1957 Brand Names Competi- 
tion. Mr. Forgit was cited by the mayor of Newport Beach 
in a proclamation. (See H. A. March 28, p. 190.) 











Atkins Saw Hardware 
Sales Head Retires 


A. L. Martinson, hardware 
sales manager for Atkins 


A. L. MARTINSON 


Saw Div., Borg-Warner 
Corp., Indianapolis, Ind., re- 
cently retired after 18 years 
with the company. 

Mr. Martinson joined At- 
kins as a hardware division 
salesman in 1939 and even- 
tually worked his way to the 
top spot. 


Whitlock Will Move 
To Larger Quarters 


Whitlock Corp., wholesaler 
of Mt. Vernon, N. Y., is mov- 
ing into a new building re- 
cently acquired in Yonkers, 
The 57,000 sq ft building 
is more than twice the size 
of the company’s present 
warehouse. 

Included in the new facili- 
ties will be a warehouse with 
the newest in motorized 
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equipment, six truck loading 
bays, plus ample office area 
for the increased sales force 
and staff. 


H. K. Porter Names 
Nippes To Top Post 


Arthur S. Nippes has been 
appointed vice-president and 
general manager of the 
Henry Disston Div., H. K. 
Porter Co., Inc. 

Before joining Porter Mr. 
Nippes was with Elliott Co. 
He has also been associated 
with Bendix Aviation and 
Sylvania Corp. 


ARTHUR 8S. NIPPES 


Totem Spring, Summer 
Show Attended by 150 


Totem Wholesale Hard- 
ware Co., wholesaler in Se- 
attle, Wash., recently con- 
ducted an open house cele- 
bration and its first Annual 
Spring and Summer Mer- 
chandise Show. 

Forty -two manufacturers 





DEALER BRIEFS: 


(Continued from page 182) 





Eickschen. Mr. Eickschen 
will install a welding shop in 
the rear of the store which 
has been operated for the 
last 30 years by the McCar- 
thy family. 


Willmar, Minn.—Al Hesse 
Hardware, Benson Ave. and 
5th St., has been purchased 
by John L. Benson, Edward 
S. Johnson, and Lester Min- 
ion. The three men are own- 
ers of Lakeland Floor Cover- 
ing, which adjoins the 
hardware building. 


Twin Falls, Idaho—During 
the last week in March, 
Krengel’s Hardware  cele- 
brated its 50th anniversary. 
Proprietor Charles H. Kren- 
gel ran a full page “thank 
you” advertisement for all 
his patrons. This firm has a 
light machinery manufactur- 
ing and repair division. It 
also wholesales some lines. 
Other advertising of the 
half-century event featured 
double full-pages of sale 
items especially priced for 
the promotion. Firm started 
in 1907 as a blacksmith shop 


and machine shop. It added 
hardware lines in 1919. 


Portland, Ore.—Stark 
Davis Co. has opened a new 
store in the Gateway shop- 
ping Center, N.E. 102 and 
Halsey Sts. The modern store 
which has 7500 sq ft of floor 
space features a complete 
tool and appliance rental 
service. 


Shelbyville, Tenn.—The en- 
tire stock of the 52-year-old 
Varnell Hardware Co., 110 
E. Main St., Chattanooga, 
Tenn., has been purchased by 
Knox Pitts Supply Co. of 
Shelbyville. The stock will 
be moved to Shelbyville. The 
fixtures and two-year lease 
will be retained by the store 
founders, Slater Varnell and 
his brother Walter J. Var- 
nell. 


Smithtown, N. Y.—There 
were plenty of refreshments 
and door prizes at the grand 
opening of the new David 
Brown hardware store on 
West Main St., two blocks 
west of its former location. 
The new retail show place 
has 27,000 sq ft of floor 
space and glass_ enclosed 
walls. Mr. Brown’s father 
established the business 50 
years ago. 





were represented at the show 
and more than 150 dealers 
attended. Door prizes were 
awarded. 

Totem is now planning a 
Fall and Christmas Merchan- 
dise Show to be held in either 
September or October. 


Skillman Co. Names 
Schollenberger VP 


Fred Schollenberger, direc- 
tor of the contract and in- 
dustrial sales department of 
Skillman Hardware Mfg. Co., 
Trenton, N. J., has been 
elected vice-president of the 
93-year-old builders’ hard- 
ware firm. 


Master Mfg. Expands 


Master Mfg. Co., Cleve- 
land, Ohio, has purchased 
Superior Products Co., Cleve- 
jiand, Ohio. Both firms make 
waxers. 


McClarran Moves Up 
At Mardigian Corp. 


Charles W. McClarran has 
been promoted from special 
products sales manager to 
the position of promotional 
sales manager for the Buck- 
eye Div., Mardigian Corp., 
Wooster, Ohio. 


Cc. W. McCLARRAN 


Mr. McClarran will head 
all direct sales activities of 
the firm which manufactures 
cookware and electrical 
housewares. 
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Magary New Westclox 

Merchandising Manager 
Westclox Div., General 

Time Corp., LaSalle, Ill., has 


appointed Alan Magary as 
merchandising manager. 





ALAN MAGARY 


Mr. Magary had been di- 
rector of sales research and 
planning at Elgin National 
Watch Co. before joining 
Westclox. 


Pendleton Tool Elects 
2 to Executive Posts 


J. A. Over has been elected 
vice-president and division 
manager of Jamestown Div., 
Pendleton Tool Industries, 
Inc. 

He succeeds G. E. Jones, 
vice-president of finance, who 
was elected controller. 

Mr. Over was assistant di- 
vision manager of Proto Tool 
Co., Jamestown, N. Y., Div. 


Forbes Steel Names 
Jensen Sales Manager 


W. M. Jensen has been ap- 
pointed general sales man- 
ager of Forbes Steel Corp., 
Canonsburg, Pa. 

Mr. Jensen formerly 
headed a manufacturers’ rep- 
resentative office in San 
Francisco which handled 
Forbes’ West Coast activi- 
ties. He has been in the 
hardware and steel trade for 
35 years. 


Lancaster Pump Gives 
Carpenter New Duties 


Paul Carpenter will take 
over the duties and respon- 
sibilities of H. L. Frensdorf, 
who has retired as general 
sales manager of Lancaster 


Pump & Mfg. Co., Inc., Lan- 
caster, Pa. 

Mr. Carpenter is the com- 
pany’s field sales manager. 

Mr. Frensdorf, who has 
been with the company 35 
years, will continue in a semi- 
active status as a member of 
the advisory committee. 


General Sales Manager 
Appointed By d-Con 


Victor E. Moore has been 
appointed general sales man- 
ager of d-Con Co., Inc., ro- 
dentacide firm now located 
in New York. 

Mr. Moore had been re- 
gional sales manager in the 
southwest since 1950. 

Another appointment is 
that of Earl C. Anderson 
who becomes regional sales 
manager in the midwest and 
southwest territories. 

The rodentacide firm re- 
cently moved from Chicago 





VICTOR E. MOORE 


to 1450 Broadway, New 
York, after being purchased 
by Sterling Drug Co. Manu- 
facturing facilities will be 
moved to Alliance, Ohio. 


Seal-Kote Pacific 


Seal-Kote Pacific Co., Port- 
land, Ore., has been formed 
to handle West Coast sales 
of Seal-Kote, Inc., Wooster, 
Ohio. Lawrence J. Marnach 
will direct the new unit. 


Two Companies Merge 


Joseph Dixon Crucible Co., 
Jersey City, N. J., and Amer- 
ican Crayon Co., Sandusky, 
Ohio, have completed a 
merger between the two 
companies. No personne! 
changes are contemplated 
and each company will op- 
erate as a separate entity. 
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—News of the Trade—— a 





OBITUARIES 





H. E. Nash 


H. E. Nash, 81, of Mart, 
Tex., died Feb. 24. Mr. Nash 
operated his store from 1907 
until 10 years ago when he 
retired due to ill health. 


Charles E. Hershman 


Charles Edward Hersh- 
man, 92, died March 26 in 
Porter Memorial hospital, 
Valparaiso, Ind., after a long 
illness. Mr. Hershman op- 
erated a hardware store for 
a number of years in Rens- 
selaer, Ind. 


C. Kent Stover 


C. Kent Stover, 79, died 
April 1 after a long illness. 
Mr. Stover was associated 
with Stover Brs. Hardware 
Co., Trumansburg, N. Y., 
some time ago. 


Hugh N. McKie 


Hugh N. McKie, 80, died 
March 24, in a San Diego, 
Calif., hospital. Mr. McKie 
started in the hardware busi- 
ness with San Diego Hard- 
ware Co., then established a 
store in La Jolla, and later 
went into partnership with 
J. Goule and Roscoe Hazard 
to buy the Samuel Gordon 
Ingle store. 


Horatio David Clark 


Horatio David Clark, 62, 
executive secretary of the 
Toy Manufacturers of the 
U. S. A., Inc., died April 17, 
at his home in Sewaren, N. J., 
after a long illness. Mr. 
Clark had been with the Toy 
group since 1921 when he 
became assistant secretary. 





Standard Screw Elects 
Sales Vice-President 


Emerson L. Claussen has 
been elected vice-president in 
charge of Standard Products 
sales of Standard Screw Co., 
Wilson, Conn. 

Mr. Claussen had been 
sales manager in charge of 
Standard Products for the 
company’s Chicago Screw Co. 
Div. He has been with the 
company 30 years. 


In 1944 he became secretary 
and was elected executive 
secretary in 1956. 


John J. Mulvehill 


John J. Mulvehill, Minne- 
apolis, Minn., sales represen- 
tative for the O’Brien Corp., 
South Bend, Ind., died April 
12. Mr. Mulvehill covered 
the midwest and northwest 
area for the company for 
over 54 years. 


Edward W. Schwegler 


Edward W. Schwegler, 45, 
owner of the Durham Hard- 
ware store, Coopersville, 
Mich., died suddenly Feb. 24 
at Grand Haven Municipal 
Hospital. 


Edmund Sarti 


Edmund Sarti, 48, partner 
of the E. and H. Hardware 
Co., Garfield, N. J., died at 
his home March 14 after a 
short illness. 


Harold W. Kubitz 


Harold W. Kubitz, 52, 
salesman for Bostwick-Braun 
Co., Toledo, Ohio, died March 
27 from a heart attack. Mr. 
Kubitz had been traveling 
the company’s Toledo terri- 
tory since 1923. He joined 
the company in 1920. 


Fred J. Hodge 


Fred J. Hodge, general 
purchasing agent for Clem- 
son Bros., Inc., Middletown, 
N. Y., died on Feb. 23. Mr. 
Hodge had been with the 
company most of his busi- 
ness life. 


0. O. Hampton 


O. O. Hampton, 70, died 
March 30 at his home in 
Tupelo, Miss. Mr. Hampton 
was a salesman with Sim- 
mons Hardware Co. for 30 
years and Stratton-Warren 
Hardware Co. for 15 years. 


Sam Siegel 


Sam Siegel, 79, owner of 
the Siegel Hardware and 
Furniture store in Eveleth, 
Minn., died at his home April 
3. Mr. Siegel had operated 
his store since 1900. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words 
Each additional word 


Positions Wanted 
(Special Rate) set solid, maximum 
50 words 


Each additional! word 
Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 


Address your correspondence and replies te 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 5éth Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 














Representatives Wanted | Representatives Wanted 


} 





Representatives Wanted 











Representatives Wanted 


To handle highly profitable line of gas 
powered lawn edger-trimmers. We are 
seeking aggressive men with good con- 
tacts. Our low priced combination edger- 
trimmer brings quick dealer acceptance 
and substantial profits. Several models. 
A natural for hardware and garden supply 
houses. Some good territories still avail- 
able. Write immediately. 


Power Equipment Manufacturing Co. 


2129 S. State Rd., 7 
West Hollywood, Florida 

















OLD ESTABLISHED NEW YORK WHOLE- 
SALE BUILDERS HARDWARE FIRM 
CARRYING TOP LINES LOOKING FOR REP- 
RESENTATIVES IN THE FOLLOWING 
AREAS: Central and Western New York State, 
Ohio, New England States, Southern New Jersey, 
Pennsylvania, West Virginia and Maryland. High 
Commission. May be carried as a sideline. State 
experience and lines carried. Address: Box 323, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





PAINT SALESMAN—North ond South Caro 
lina territory. Will consider full time man with 
drawing account or good manufacturer's represen- 
tative with contacts and time to continue to de- 
velop territory, We have an established business 
with dealers in the Carolinas. Manufacture both 
competitively priced quality products and lower 
priced promotional products. Established over 100 
years. Do not apply unless you know the paint 
business and dealer trade in the Carolinas. Give 
full information in first letter. Address: Box 516, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 








| plies, 


| and to many 








PAINT BRUSH SALESMEN 


Established successful manufacturer with powerful line 
has open territories for sales producers. Prefer men 
calling on paint, hardware, lumber dealers and large 
industrials. Will consider sideline men. We operate 
New York and Atlanta warehouses. 


Address Box G-2, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















GARDEN SUPPLY REPRESENTATIVE. 
Due to policy change, most territories now open 
for manufacturers representative specializing in 
garden supplies, carrying no more than four lines. 
This is a packaged item sold through hardware, 
garden supply distributors. 125 leading whole- 
ao tees now distribute this product. We are leader 
in industry, rated AAA-1. Address: Box 435, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 

“SALESMEN WANTED.” Most territories 
open successful established line of popular priced, 
imported hand and garden tools for the jobber 
Address: Box 504, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 











EXCELLENT LINE for sales representatives 
calling on the retail trade in hardware, department, 
variety and chain stores. Good commissions. 
Write: Midwest Plastics Mfg. Co., 208 Bates Ave 
nue, St. Paul 6, Minn. 
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| WANTED. 
| chains in the hardware, variety, 
| and 


| particulars, 
| lantic Avenue. Rochester 9, New York. 


| ern California. 


| Write giving full background to Queen 
| Company, 





Paint Brush Salesman 


Prominent paint brush manufacturer has open terri- 
tories for successful sales producer. Prefer men now 
calling on paint, hardware, lumber dealers and indus- 
trials. Protected territories. Established business. Will 
also consider sideline man or manufacturers’ agent. 
Address Box (16, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





REPRESENTATIVES WANTED 


Nylon Seine Twine and Monofila- 
ment Fishing Line—Top Quality— 
Very Competitive—Fast Selling. 


Address Box 5/8, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











WANTED—MANUFACTURER'S 
REPRESENTATIVES 


New mosquito and chigger repellent product in plastic 
package. Has been sold successfully in several mar- 
kets. Good potential. Best season coming up. Please 
name your present lines and territory covered. Write to 


CHEM-PRO MFG. COMPANY 
1503 South 24th Street, Omaha 2, Nebraska 








BUDDGET PRICED PAINT LINE OPEN 


to qualified salesmen and agents. Protected territory 
Liberal Commissions. Many partially established 
territories open. Guaranteed quality paints priced to 
retail from $1.98 to $3.98 in Acrylic, Alkyd, and Oi]! 
bases, in Whites and colors, in all finishes for inside 
and outside use. Set up for private labels. Volume 
discounts available. Freight prepaid. 


PROCTOR PAINT AND gy tog B ceeatmeadl 
Box G-630, Yonkers, New Y 














SALES REPRE SENTATIVES WANTED - 
by manufacturer of floor wax applicators, 
pads, polishing bonnets and discs for all types of 
polishing machines, sponges, and 
chamois. We are prime suppliers, with a com- 
plete line in each of above items. Sold in vol- 
ume to distributors of hardware, sanitary 
paper, restaurant, hotel, school, hospital, 
government, institutional and building 
other manufacturers. High quality 
attractively packaged, 
prices, quantity discounts, and liberal freight al- 
lowances, will enable a qualified salesman to 
make this line the largest selling line in its field, 
in his territory. Must be able to give thorough 
and frequent coverage, and carry no conflicting 
items. Top commissions. Several territories now 
open. Beverly Manufacturing Co., 10 Roland St., 
Boston 29, Mass. 





merchandise, 








BB AIR RIFLE SHOT MANUFACTURER 


Manufacturer of air rifle shot, steel cop- 
per coated BB's 
Most territories open. 


Address Box 3/2. care of HARDWARE AGE 


wants representation. 





Chestnut & 56th Sts., Philadelphia 39, Pa. 








MANU F ACTURERS’ REPRESE NT ATIV ES 
WANTED. Manufacturers’ Representatives now 
calling on Hardware distributors and jobbers 
wanted to handle line of polyethylene flexible 
pipe. Reply giving territory covered, number of 
field men working, number of wholesale accounts 
being sold. Most territories open. Reply: Con 
solidated Pipe Company of America, 
Avenue, Akron 10, Ohio. 





MANUFACTURER’S REPRESENTATIVE 
Salesman contacting wholesalers and 
auto supply, drug, 
supermarket trades. Attractively packaged 
synthetic chamois line, in self selling counter dis 
plays. Excellent commission for experienced men 
Many protected territories open. Reply with full 


CLOVER PRODUCTS, 1141 At 








WANTED EXPERIENCED TRAVEL ING 
SALESMAN to sell our line exclusively in South 
Many well established accounts. 
right man. 
Cutlery 
Newark 2, 


Very attractive proposition for the 


10 Commerce Court, 
Jersey. 


refill | 


imported | 


sup- | 
supplies, | 


competitive | 


1066 Home 


New | 





| Or paint jobbers, 





PROMINENT BRUSH MANUFACTURER 
DESIRES REPRESENTATIVE. May carry m 
more than three other allied lines, to call on paint 
and hardware trade, Territories open—Ohio, West 
Virginia, Kentucky and Indiana. Territory pro 
tected, high commissions. All replies confidential! 
Must have a following in the trade. Address 
Box 511, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


EXCLUSIVE P ROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box 115, care 
of Harpware Ace, Chestnut & 56th Sts., Phila 
delphia 39, Pa. 








REPRESENTATIVES WANTED with follow 
ing among Hardware and Appliance Stores to sel! 
complete line of Plumbing specialties and flared 
and compression brass fittings in New York State 
and New England States on commission basis 
Address: Box 510, care of Harpware AGe, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 
EXCELLENT OPPORTUNITY FOR SALES 
REPRESENTATIVE, calling on industrial ac- 
counts in the East—BOLTS, NUTS, SCREWS, 
WASHERS, and METAL FASTENERS. Pro- 
tected territory. Libera] Commission. Complete 
stocks. Competitive prices. Write full details with 
references. Replies Confidential COLUMBIA 
NUT & BOLT CORP., 41 Murray Street, New 
York 7 Se New York. 
MY RE SENT ATIVES WANTE D for the new 
“7.P.1.” Safety LAD-R-STEP and the new 
“TP. 1.” LAD-R-RACK. Wherever do-it your 
selfers “t tools or paints, you have a natural 
outlet for these products. If you contact hardware 
industrial plants, municipal utili 
ties, paint or hardware dealers, write for details. 
State territory covered. JOHNSON PRODUCTS, 
INC., 2928 N. College Ave., Indianapolis 5, Ind 





Accounts Wanted 





AGENT CALLING ON HARDWARE, MIL! 
SUPPLY and Electrical jobbers desires a line of 
disposable or repeat item. Territory—-West Penn 
sylvania, Ohio, West Virginia or part of. Ad- 
dress: Box 411, care of Harpware Ace, Chest 
nut & 56th Sts., Philadelphia 39, Pa. 
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Accounts Wanted 








REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Lauis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. Write ANCO Corporation, 7 Wood 
Street, Pittsburgh 22, Pa. 











= a 


THREE MEN SALES ORGANIZATION, 
CEN TRALLY LOCATED in Metropolitan New 
York and New Jersey territory wants additional 
volume line. We sell all jobbers, chains. depart- 
ment stores, club and party plans, catalogue houses, 
tea and coffee, door-to-door trade. and many other 
large volume outlets. Our policy of few lines and 
frequent coverage guarantees results. Address: 
Box 505, care of HARDWARE AGE. Chestnut & 56th 
Sts., Philadelphia 39, Pa 





PHILADELPHIA 
BRANCH OFFICE/STOCK POINT 
WAREHOUSE 
Agent handling three AAA lines (Construction- 
Hardware Mill Supply) offers sales and/or 
warehouse facilities at minimum cost to repu- 
table manufacturer. 
Address Box 514, care of 


HARDWARE AGE 
Chestnut & 56th Sts.. 


Philadeiphia 39, Pa. 








MANUFACTURERS REPRESENTATIVE 
EXPERIENCED IN PROMOTION 


advertising, and buying work as well as in selling 
would like to contact manufacturers needing help in 
establishing their lines in Western Pennsylvania. 
Eastern Ohio, and Northern West Virginia. Good 
knowledge of hardware, housewares, sporting goods, 
and farm and garden merchandise. 


Address Box 331, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 














BUSINESS MAN (B.S.B.A., B.S.F.A.), Co- 
lumbia University, with downtown Los Angeles 
office can serve one more organization as agent or 
liason. Address: Box 503, care of HARDWARE AGE. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





SALESMAN NOW COVERING CONNECT! 
CUT and WESTERN MASSACHUSETTS with 
promotional paint line wants 1 or 2 additional 
items. Now calling on discount houses, highway 
surplus stores, and large volume retailers. Present 
volume high and can guarantee good coverage and 
volume to the line selected. Address: Box 508. 
care of Harpware Ace, Chestnut & 56th Sts.. 
Philadelphia 39, Pa. 





MANUFACTURERS’ AGENT, WELL ES 
TABLISHED, experienced, offers superior 
resentation in Metropolitan N. Y.-N. | 
ware, tool and garden manufacturers. Thorough 
and efficient coverage of hardware, tools. elec 
trical, garden, wholesalers, catalog houses, chains. 
dept. stores. Excellent reputation in trade. Ad 
dress: Box 433, care of Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa 


Tep- 
}. to hard 





FOR MICHIGAN, INDIANA, KENTUCKY 
and OHIO. Sales representation available to a 
manufacturer of a good line in hardware or house- 
wares. We are well established, aggressive and 
proven capable. Well and favorably known to the 
trade. Address: Box 410, care of Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





WELL ESTABLISHED SELLING ORGAN. 
IZATION calling on the Wholesale, Hardware. 
Department and Chain Store trades in Eastern 
Canada, is desirous of obtaining additional lines 
for this territory. Address Box 519, care of 
HaRDWARE AGE, Chestnut & 56th Sts., Philadel 
phia 39, Pa. 





ATTENTION MANUFACTURERS. Are you 
interested in good coverage of one state? If so. 
would like to hear from you. My territory is the 
state of Florida only. Can handle additional major 
Hardware lines. Address: Box 502, care of Harp- 
WARE AGE, Chestnut & 56th Sts., Philadelphia 39, 
Pa. 








MICHIGAN AND NORTHWEST OHIO- 
We represent nationally known line of electric 
hand tools, same in high speed and masonry drill 


bits. Require additional line to sell chains, dis 
tributors in hardware, electrical and automotive 
fields. Address: Box 427, care of HARDWARE AGE. 


Chestnut & 56th Sts., Philadelphia 39, Pa. 
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| ness located on Main Street. 





| Owner has other interest. Address: 





MID-WEST TERRITORY. 


Established Rep.— 
selling exclusively to the Hardware and Sporting 


(Goods 


jobbing trade. LEN HAAS, 


| 1047 W 
North Shore Ave., Chicago 26, Illinois. 





Help Wanted 


SALESMAN 


Large wholesale dealers in heavy and finish- 
ing hardware in District of Columbia seek ex- 
perienced salesman for retail trade basis 
salary and commission. Excellent opportunity. 


Address Box 513, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















MEDIUM SIZED MID-WESTERN WHOLE. | 


SALER undergoing major reorganization and 
pointing toward substantial sales increase, desires 
services of three competent men to serve in posi 
tions of Departmental Merchandise Managers. One 
position is available in housewares, one in sport 
ing goods and toys, and one in builders and heavy 
hardware. Primary requirement is ability to mer- 


| chandise and build sales through established sales 


torce of over 30 men. Will also have responsibil- 
ity for buying, turnover and profit of depagtment. 
Apply to Address: Box 437, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





STORE FIXTURE SALESMAN WANTED 


One of the largest hardware associations offers an 
opportunity for an aggressive store fixture salesman 
to take charge of sales in Pennsylvania, Maryland, 
Delaware. Man selected must have drafting experi- 
ence, full knowledge of hardware merchandising and a 
proven sales record. All replies confidential. Pennsyl- 
vania and Atlantic Seaboard Hardware Association, 
‘616 Walnut Street, Suite 710, Philadelphia 3, Pa. 

















Business Opportunities 








WHOLESALE HARDWARE CO. 


Missouri industrial city. Serving large sur- 
rounding area. 1956 gross $465,000. Lease 
fireproof bldg. Priced for immediate sale; 
approximately $155,000 inventory. 


REQ—Victor Bldg., Kansas City, Missouri 











Business Opportunities 





—————————— 


DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


if you want a sale, reduction, money raising, 
removal or closeout, get America’s most re- 
liable and productive sales plans. Send for 
prospectus today. 

J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 














owner 25 years. 


old. 


cellent charge accounts. 





— 


HARDWARE—PAINT—PLU MBING present 
Store 44 x 100, building 7 years 

Can be bought on contract or rent. Excep 
opportunity for two aggressive partners 
owners and automative community. £x 
Owner retiring. Chicago, 
Illinois, Address: Box 500, care ol HARDWARE 
Ace. Chestnut & 56th Sts., Philadelphia 39, Pa 


tional 
Home 


HARDWARE STORE, SOUTHERN PAR! 
OF FLORIDA. Located in modern shopping cen 
ter. Going business, modern fixtures and equip 
ment, 2,000 square feet floor space, clean stock 
Complete line of Hardware, Housewares, Paint 
and accessories, plumbing, electrical, etc. Com- 
plete price $28.000—Partners don't agree. Ad 
dress: Box 512, care of HARDWARE AGE, (nestnut 
& 56th Sts., Philadelphia 39, Pa. 

MOST SENSATIONAL OFFER EVER 
MADE! Your name and address embossed FREE 
in beautiful, raised letters on 100 different key 
blank numbers. Permanent and distinctive. Elim 
nates hand stamping, Any quantity any assort: 
ment. Ask for bulletin No. 756. HAZELTON 
CHAIN CO., 81 Kemble St., Roxbury 19, Mass 
Hardware business in Macon, 4Ga.; 
Population 82,000. Located in fast growing. subur 
ban shopping center. 28 x 90 air conditioned. 
brick building. Volume $75,000.00 to $90,000.01 
ean be increased. Reasonable rent. Will sacrifice 
Fixtures and stock approximately $20,000.00. Can 
be reduced to $10,000.00. Address: Box 909, care 
of Harpware Ace, Chestnut & 56th Sts., Phila 
delphia 39, Pa. 


SALE: 


ABSOLUTELY MUST SELL. Owner sick 
Hardware store long established. Small town in 
beautiful valley near Spokane, Washington. Di 
versifed farming, logging, lumber mills, mining 
and the largest Magnesite plant in North America 


Excellent schools and churches. Comm es 
brick building. Potential great. Address: | - 
M-35. care of HaRDWARE AGE, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





Positions Wanted 





l!}'ARDWARE STORE IN JACKSONVILLE, | 
I 


LA. 10,000 sq. ft. floor space, 15 years to go 


on long lease at a good low rent. Busiest inter- 
section in city and in fastest growing industrial 
part of town. Will sell all or I will sell half in- 


terest to right party for $35,000.00. 
424, care of HARDWARE AGE, 
Sts., Philadelphia 39, Pa. 


Address: Box 
Chestnut & 56th 


“FOR SALE.” One of the best General Mer- 
cantile Stores in the U. S. A. Gross sales close 
to 4% million annually. Showing good profit—best 
of franchises. Good hunting and fishing. Owner 
wishes to retire. Address: Box 515, care of Harp- 
WARE AGE, Chestnut & 56th Sts., Philadelphia 39, 
Pa. 

HARDWARE STORE—LONG ESTAB- 
LISHED in a thriving Jersey Shore Town—Clean 
stock—-Wil] sell at invoice—Will also sell build- 
ing—if desired, living Quarters included—An out- 
standing bargain—-Information given by appoint 
ment only—Owner desires to retire—Principals 
only. Address: 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


FOR SALE HARDWARE STORE long estab 








lished in fine community, tools, paints, electrical, | 


plumbing, housewares; forty by sixty foot store, 
may rent or purchase building, inventory and fix 
tures approximately thirty thousand, flexible a: 
rangements, owner to retire: I. 
Fred Ivett, 5158 York Blvd., Los Angeles, Calif 





. ve ee ae 
HARDWARE STORE, SOUTHERN PART 


OF NEW YORK STATE, old established busi 


Town of 8,000, mod- 
and fixtures, clean stock, hard- 


ern store front 


ware, housewares, and paint, plumbing and heat- | 
ing business, leased building reasonable rent, sel! | 


at inventory plus fixtures and equipment complete. 
Box 110, care 


of Harpwace Ace, Chestnut & 56th Sts.. Phila 


| delphia 39, Pa. 





Box 506, care of HARDWARE AGE, | 


and G. Hardware. | 





SALES SPECIALIST 


Seasoned thru 25 years housewares sales 
and sales management, wishes to contact 
merchandising-minded manufacturer with im- 
portant job to be done experimental 
programs, pioneering initial distribution, sales 
training new personnel, and revitalizing old 
timers, example selling and dramatic sales 
meetings at all levels. 


Address Box 520, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 














SEARCHING FOR JOB WITH POTENTI 
ALITIES! Twenty years’ experience in hard 
ware, paint, mil] supplies. Hardware distributor 
representative for past ten years, earning good 
salary. Age 37, good appearance. Prefer manu 
facturers representative, New York, New Jersey 
area, but will accept any position with future 
Address: Box 501, care of Harpware Ace, Chest 
nut & 56th Sts., Philadelphia 39, Pa. 


SALESMANAGER FOR A SOUTHWEST. 
EFRN WHOLESALE HARDWARE HOUSE 
wants change, desires direct factory sales connec- 
tion in Missouri, Kansas, Oklahoma or Arkansas 
territories. Twenty years’ experience as Sales- 
man and Sales Manager in all classes hardware, 
sporting goods, paint and housewares. Excellent 
record for producing sales and holding accounts. 
Protestant, age forty five. Address: Box 50/7, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 
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Get a Firmer Grip on Your Sales 


GRIPSO%i:TOOLS \,) Index to Advertisers 


GEAR-LOCK PLIERS—New patented Gear-Lock 
principle gives power-action grip that cannot slip on 
round or flat surfaces under any load. Works easily 
in tight places with wide adjustment range. Most 
powerful and practical Plier ever made. | A DeWitt Products Co. 


OTHER GRIPSO TOOLS Ajax Hardware Sales Co. 


Allen Mfg. Co. 
MULT KO | | Alumatone Corp. Orets Ce.. 
ULTI-DUTY . Alumi Goods Mfa. C Disston, Henry 
= nai ‘ uminum oogs g- °. Div. of H. K. Porter Co., Inc 





Diamond Calk Horseshoe Co. ... 
Diamond Expansion Bolt Co., Inc. 





| American Chain Div. : : 
| American Chain & Cable Co., ee Joseph 
inc. Draper-Maynard Co 
A " The ; 
mericen Crayon Co . DuPont deNemours & Co., E. 


See your Jobber or write H. R. Basford Co., Dept. H5, | te te ye ee hn Plastics (Tynex) 


235 15th St., San Francisco 3, Calif. _ Co. 
= American Pad & Textile Co 
— “we Thermos Products Co., 


PLIERS 
Guaranteed 





E 


| Eastman Products Corp. 
TAPLIN | American Toy & Furniture Co..... Eclipse Lawn Mower Co. 
Aristo-Mat Co. Edward Can Co. 


Arrow Fostener Co., Inc. Ekco Products Co....185, 187, 189, 19! 
EGG BEATERS Artwire Creations, , Empire Level Mfg. Co. 


Arvin Industries, Inc. 








Efficient operation : 


Durable construction Flint & Walling Mfg. Co., Inc 


| Basford Co., H. R. Forsberg Mfg. Co. 
Smartly styled Remiek Ga: he Se WO. WS sc eck ead 143 


Nine models in the Bethlehem Steel Co. 
popular price range Better Homes & Gardens... 


Bissell Carpet Sweeper Co. 


THE TAPLIN MEG. CO. ~~na ea Garco Mfg. Co. 


Gardner Wire Co. 


NEW BRITAIN, CONN. Boonton Molding Co. General Metalware Co. 
Boston Woven Hose & Rubber Co. 127 Geyer Mfg. Co. 


Since 189 : 
¢ Boyle-Midway, Inc. ...... 36, 119, Gibson Good Tools, Inc. 
Breinig Brothers, Inc. 3 Silbert Co.. A. C.. The 
Bridgeport Brass Co. . . Re“ meeee 
Aer-A-So!l Products Goodell Co. cancceeeeaseeceaectese 122 
Bronson Reel Co Goodyear Tire & Rubber Co 
Gott Mfg. Co., 


Bulman Corp. 
Goulds Pump, Inc. 
Co. 
Burgess Battery Co Grabler Mfg. Co. 


Graham & Co., John H. 
Bevin Bros., Mfg. Co. 























, : Griffin Co., G. W. 
g ‘ Cal-Dak Co. Grainger, Inc., . WwW. 
HANDYMAN! * Trade Mork . entcne Te aa | Gries Reproducer Corp. 
Campbell Chain Co. ............ Griffin Mfg. Co. ........ Pee Spee 177 


\ . 
KEY-BAK key reel sells because handymen want it! KEY- Century Products, Inc. a 
BAK is pocket-watch size, sturdily constructed. Attached to : Chair Loc Co. ....ceeeeeeeeeecens 176 
the belt, it carries the keys on a 24” long stainless steel YY tt Champion Brass Mfg. Co. 
chain. Swedish clock spring reels keys in; Champion DeArment Tool Co. ... 139 
keeps them safely at the weorer’s side. Chattanooga Royal Co. ...42-43, 197 | Hall-Mack Co. 


GUARANTEED! A wonderful self-selling : 
counter item. ORDER TODAY! Retail... Key-BaK is nationally ad er te oe lye Al ssn Aig alg: . 


95... 1 : mnod in euch emaed 
$2.95 youd joebar eal) many yee = POPULAR MECHANICS, Chi-Name! Paint & Varnish Co. Hanson Scale Co. 


ee poor Minnesota Paints, Inc. ......... 117 Harbill Mfg. Co. 
SPORTS AFIELD, etc. Circle Metal Mfg. Co. eeeeeeeveee 176 Heller & Co.., Ww. eC. 
LUMMIS MFG CO. PASADENA 8. CALIF Clarke Sanding Machine i ckea ae Hindley Mfg. Co. 
Cleveland Twist Drill Co. ..... . 57 Hodell Chain Div. 


Opies ew: Co. - National Screw & Mfg. Co. 
Snow eee ene obs ces Holthouse & Hartup, Inc. ......... 


penneeneie’s Rope Ge. Hooker Glass & Paint Mfg. Co... 
Commercial Solvents Corp. ' ‘ein 
Automotive Specialties Dept. Hoppe, Inc., Franke A. 
’ Quixol and Quakersol Hyde Mfg. Co. 
BUILDERS Corbin Cabinet Lock Co. Hydroponic Chemical Co., 


Div. of American Hardware 


HARDWARE | costes 6.606 1 


Crescent Co. 


A favorite among builders for over 50 years y | crescent Prosics, ic. ......... 181] Ideal Bross Works, In 


Crescent Tool Co. 


Diosma direct to: 











Your trade will appreciate the wide diversity of sizes and styles in the 
complete line of National builders’ hardware. 
Eoch product is designed and manufactured with care and ee 
to assure the ultimate in service conveniences. Built-in super D Jenkins Bros. 


accounts for the unusually long operating efficiency and pee wear ; 
of of National hardware preducn. oy Mfg. & Wholesalers Assn., Jones & Laughlin Stee! Covp..... 


Use the new catalog No. 26 for ready reference to the latest in quality 
hardware. Write today if you have not received your copy. se Cor 


Landers, rary & Clark K 


; jj MANUFACTURING COMPANY Decatur Pump Co. KVP Company, The 
Valor = 


STERLING. ILLINOIS Dempster Mill Mfg. Co. .......... Kaiser Aluminum & Chemical 
Dennison Mfg. Co. ............-+: 154 
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Index to 


Advertisers 





ee GEE Ss RS cctc cacceccee 175 | Prestige Hardware Corp. ........ 27 
ester Salter Ga. evsccccotaces 152 | Presstite-Keystone Engineering 
Keystone Steel & Wire Co....... 20-21 Pin. Beth .wconcacenesteoteebnne 148 
Kimble Glass Co. | Proen Products Co. ........--.05: 162 

Owens Illinois Glass Co. ..... 159 | Protectali Safe Corp. ........... 177 
Kraeuter & Co., Inc. ............: él ® 
Kromex Corp. id 17g | Reardon Co., The .........++-+e+. 180 
Kwikset Sales & ieelion Co. il Oe WE DO. ode cetee decesewed 200 
Kyanize Paints, Inc. ............. 149 | Red Jacket Mfg. Co. ............ 49 

| Republic Molding Corp. ........ 190 

Republic Steel Corp. .......... 32-33 

L ee ee 190 

Richards Wilcox Mfg. Co. ....... 161 

Lamson & Sessions Co. ......... 125 | Ridge Tool Co., The ............ 147 
Landers, Frary & Clark ND CI Ts cienentcannasececs 74 

Dazey Corp. ......00.0eeeeee ees 13 | Rogers Isinglass & Glue Co...... 163 

Universal .......-- +20. ++2eeeee: 64 Ruby Chemical Co. ............: 197 
Lau Blower Co., The ; 7B Russell, Burdsall & Ward Bolt & 
Lauson Engine Div. OP WEEE ctiseoncesédscubduiebees 

Tecumseh Products Co. ........ 40 
Lawn-Boy Div. 

Outboard Marine Corp. ...... 3 S 
Lonmies Gi: Oe icctscbadessies 171 
Lockwood Hardware Mfg. Co. ... 9% | Safe Padlock & Hardware Co... 170 
SS ee 20s becdacoetsbeceacves 185 | Samson Cordage Works ......... 35 
Lummis Mfg. Co. .............+. 196 | Scharf Mfg. Co., J. H. ........... 189 

| Schumocter Co., PF. B....ccccccess 141 
Sharon Bolt & Screw Co......... 170 
M | Sheffield Bronze Paint Corp. ..... 8! 
M & D Store Fixtures, Inc......... 107 | Shuford MAINS, IRE. -0-seceereeees 42 
| Simonds Saw & Steel Co. ........ 131 
Mall Tool Co. 

Div. Remington Arms Co., Inc... 55 | Skillman Hardware Mfg. Co. ... 165 
Marshalltown Trowel Co. ........ oo 4 Smith & Sons, Inc., Seymour...... 120 
Martin Stamping & Stove Co.... Spencer Kellogg & Sons, Inc...82-83 
pines hae Gs oo. a. ck ices... = | Sprayers & Nozsles ..........+.+. 71 
Master Metal Products, Inc. a 16 | | Stanley pomceny ie eeeeeeoeeseceese 23, 145 

Stevens Burt 
May Co. D. ©. ......00ee.-+00, 198 | Water Master Ce. .......ccccce 185 
McDonald Mfg. Co., A. Y. — | Swift & C i 
McGill Metal Products eee 174 | "Vieers —" . cS Oe BE re 50 
Meinor Industries, Inc. .. - 198 | Swing-A-Way Mfg. Co. .......... 79 
Metal Ware Corp. el . 186 | 
Miller & Co., Inc.., Robert E.. eee 198 | 
Minnesota Mining & Mfg. Co. .... 163 | T 
Minnesota Paints, Inc. | 

Chi-Namel Paint & Varnish Co. 117 | Taplin Mfg. Co., The ..........+. 196 
Moore Push Pin Co. .............. 160 | True Temper Corp. .......... 38-397, 48 
Wie Ok, TE ono oic sss cddece 67 | Turpentine & Rosin Factors, Inc. .. 198 
Myers Truck & Caster Co. . 1735 

U 
N Union Steel Chest Corp. ........ 169 

National Cash Register Co. ..... 72 | United States Steel Corp. 

, Cyclone Fence Div. ............ 44 
National Hardware Corp. ....... 175 : , 

. National Promotional Campaign 
ag ery Housewares Mfgrs. 0 ep coe erpeee 

SG pate ee healei a ane 6 & oa | 
National Mfg. Co. ............. 196 | oe a COP. as 
National Screw & Mfg. Co. | 

Hodell Chain Div. ............. 17 | y 
Nicholson File Co. .............. 4) 

k... 2. 5 eres, 146 
0 
, WwW 
Ox Fibre Brush Co., Inc. ........ 136 
Water Master Co. 
The Stevens Burt Co. ........... 185 
? Werner Co., Inc., R. D. .......... 114 
Wessel Hardware Corp. ......... 137 
ne ee Ne  ocne 188 | Western Plastics Corp. .......... 47 
Pennsylvania Refining Co. Westinghouse Electric Corp. 

ET SE Eakdaderscesccetces 141 MET TIO Ehbswevccescgecsneses 69 
Pennsylvania Saw Corp. ......... 169 | Wissota Mfg. Co. ............5. 138 
— “aga Div. Remington Wooster Rubber Co. ............ 68 

rms Co. 

E. |. DuPont DeNemours & Co.. 121 bai a gg nae hens ” 
Philadelphia Stoel & Wire Corp... 170| Watcester Pressed Aluminum 
Pierce & Stevens Chemical Corp. 179 | wright Steel & Wire Co., G. F... 165 
Pioneer Gen-E-Motor Corp. ...... 138 
i cies 198 
Pe I Ne eniieeace 118 y 
Portable Electric Tools Inc...... 191 
Power Master Tools ............. 153 ' Yale & Towne Mfg. Co. ........ 30 
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Greatest Grill 


PROFIT 
OPPORTUNITY 


in History! 














TURN TO 
PAGE 42 
won ROYAL CHEF 
MONTH 
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CADMIUM PLATED 
TEXAS PATTERN GAS VALVES 


® Tested under water at 

pressures far in excess of 

standard requirements 

High heat test lubricated 

e Accurately machined 

© Packaged 25 to the dis- 
play carton —- 300 to 
the master carton 


Wnte tor Complete Catalog 
EASTMAN PRODUCTS CORP. 


PLANO, TEXAS 


HYPONX 


PLANT FOOD 


AST SELLING, NATIONALLY ADVERTISEL 
tant Pate ns, eneiepecsetn gi ancy Fo 







} 















ler 3314% profit ttractively 
lorate, is ean, odorless and nd SAFE. Dissotves iastnty in in water for use 
‘l-oz. makes 6 galtons liquid plant food 








Retails Your Cost 
S-en,. pt. 10¢6..... 72 to case wt. 7 Ibs...... $4.80 case 
3-02. can os Seine = to case wt. 12 Ibs...... .00 case 
7-0z. can 50c..... to case wt. 14 ibs. ..... .00 case 
1-Ib. — iy ee 2 sume | $8.00 case 


Also packed in 10-ib., 25-ib., 50-Ib. and 100-ib. drums 





If your jobber cannot supply you, order direct. 
HYDROPONIC CHEMICAL CO. Copley, Ohio, U.S.A. 


Inc., 
























6 
eet GOLDERIM 


YELUID soldering er or 
paste—from eye-catching counter mer- 
-handisers. Get repeat sales because 
customers prefer RUBYFLUID, the solder 


4 that is fast acting . . . wets out freely 
Z _ makes strong, neat unions .. . 


easy to use. 


RUBY CHEMICAL CO. 


58 S. McDowell St., Columbus 8, Ohio 
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MARSHALLTOWN 
TROWELS 


LMARSHALLTOWN TROWEL COMPANY - MARSHALLTOWN, Teds: 


, PAPER AND PLASTIC DROPCLOTHS | oe 
Retail price (PAPER) 59¢c and Up 
MAY-CREPE! Retail price (PLASTIC) 89c and Up ve 4. 


Genhtapnetiaiaisteiiimmncabtbenniammaaminnmenetemmanill 


<(MARSHALLTOWN) 
ww 








(PRONOUNCED 


Interested HARDWARE DISTRIBUTORS contact . . . D.C. Mas Ma-Crepe 0. DURHAM. ; . 
NEW! i 


summertime profits! 








« Sts, 
4 





"Cus, we 


SPORT 
COOLER 


* Big, 4gal. size! 
* Rustproof, chip-proof, *4295 
leght-weight! retail 
* Fiberglasinsulated x Six colors! 


Available in 4 models: 

New! No. 525 (Standard Link) only $6.95 
No. 550 with Aqua-Dial ....only 8.95 
No. 700 with Aqua-Dial ....only 10.95 
No. 1000 (shown) with Aque-d dial 13. % 


: Pa eS . bd : 

Sette Rs Fea : : = Bey 2 : 

é ‘ See me 

t - * Sats : ; SS a 
4 ° 2 : Seas PBS AIT 
. mf : . , oe: P. 
= ae ’ 4 5 ae ia 
————— os Be SEITE 23 | 
os e ‘a _ 
s 


© GUARANTEED 
N 


! 
to keep a dozen drinks my OE HSA = 


cold for 24 hours! 
THE PLAS-TEX CORP. Los Angeles 64, Calif. 





DEALERS SELL 


FAMOUS BRAND 


onl TANDROTINE 


wins en all PAINT THINNER 


PLEASANT ODOR 


HIGH FLASH POINT GALS.. QTS., PTS.. HALF PTS. 
LONG LEVELING (NO BRUSH MARKS) 


LONG WET EDGE (NO BRUSH MARKS) 


=e 

TURPENTINE & ROSIN FACTORS, INC 
SAVANNAH, GEORGIA 

B. ee, 


Dealers realize greater profits satin faster turnover and higher markup. Stock TANDROTINE — today ! 





REMCO .... Bakelite Furniture Rests and Caster Cups 


Cushion Rest REMCO SIZES 
Drive on type <4— Furniture Rests " 
" . 2” ” q made from ma- 
sizes: 2°, 276 hogany color bake- 23% ” 
lite plastic. Live 8 
rubber inserts help 
absorb vibration. 
Needle point nails 
ge easily into wood- 
en chair legs. Pin- 
tle types equipped 
with %” universal 


—_—— i 
Drive on i. Fim Jun neck sockets. 


Ye Caster Cups-> Makers of World Famous 


are of large diameter, shatterproof, ma- 
DOMES of SILENCE 

















hogany in color. They help save ecar- 
pets, rugs, floors from being depressed 
by heavy casters, etc. 


PINTLE TYPE—Sizes 1/2", 2 ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


Ask your jobber or write— 
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Dealers who sell Eclipse 


expect (and gel) top profit! 































HERE ARE 10 GOOD REASONS WHY 
MORE DEALERS JOIN HANDS 
WITH ECLIPSE EVERY YEAR! 

clipse is the standard of comparison in the 


nth E industry ... the recognized quality line. 
: It’s a well known name your customers know and respect. 


There’s a hand or power model to suit every customer 
who walks through your doors. 
You know you’re protected—your customers’ 


satisfaction is guaranteed—because Eclipse 
backs the products it makes. 


The discount terms are tops in the industry — 
you make full margin on every sale. 













Promotional material is realistically designed to help 
you sell ALL your lawn and garden merchandise. 


Wherever you’re located there’s a nearby service station 
properly equipped to furnish parts and make repairs. 


No matter how old an Eclipse may be, repair 
parts are always available. 


Convenient warehouses are maintained in 
strategic locations to offer fast service 
during the peak season. 


S Ww And perhaps the most important of all reasons 
yy for selling Eclipse: the factory does not 
S knowingly sell to discount operators. 


Every attempt is made to maintain 
your full profit. 


WRITE FOR FACTS 
ABOUT THE NEW 


PROMOTION 
MOWERS 


...and the new profit- 
protected retail credit 
plan. 


THE ECLIPSE LAWN MOWER CoO. 





Not a lugury 
but a Necestity 


a 
* 
ee 
a 






PAINT CONDITIONEE 










; ‘ 
“Tube System’”’ Paints Absolutely Safe eT Telgelalicicte 
The new tube system makes a Read Red Dev EXCLUSIVE, patented Read | t ¢ vif . 
OY-N 7) ie fellsi mmm @lolaleitiiels|-lammailolalele C ae $ 
The NEW offset can clamp tirmiy by the ends—rather than parts or w v 
the Red Devil No. 30 mixe Dy the siaes sedis Dp ~ wit i 
be system paints PERFECTLY iL Siale mete te 


gal. 
, 60 cycle, 


on: 1350 per min. 
: automatic, integral 
er—30 sec. to 15 min. 
Accessories Available: Ped- 
estal base, Pedestal base 
with feet, Counter base, 
Square can adapter, Four 
of =< ‘o% RQ can adapter. 


Red Devil NO. 33 
PAINT 
CONDITIONER 


For up to 5 gallon cans 


somes with adapter for shaking 
OUR ONE GALLON CANS IN CARTON— 
speeds service—up to 4 times as fast. 





Capacity: Up to 5 gallons, U. S. Standard. 
Oscillation: Patented triple three-way action. 
Motor: 4% HP, 60 cycles, 100 volts AC (other 
currents and explosion proof motor available). 
Operating Space: 15%” x 39”. 

Standard Attachment: 2 gallon; odd size adaptors. 





Also Available: 
No. 31 Portable Paint Mixers 
3 models available to fit up to 5,30 and 55 gallon drums. 


Rod D evil Toots ° Call your jobber 


UNION, N. J., U.S. A. TODAY! 


World’s Largest Manufacturer of Painters’ and Glaziers’ Tools Since 1872. 


